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The Beaver Model-C Does “Double Duty”! 


Not only will the Beaver Model-C Portable Power 
Unit thread pipe up to 8-inch (in six minutes) 
us shown above. BUT it may also be. used to 


convert hand tools into electric power tools as 





The No. 5 BEAVER 
Burrless Knife Cutter 
is the ideal tool to use 
for cutting off pipe with 
the BEAVER Model-C 
and other power drives. 
It is automatic in action 
-leaves no inside or 
outside burr —cuts off 
2-inch pipe in less than 
30 seconds, 

Beveling or grooving 


knives available for 
No. 5. 
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shown in the two illustrations below. The Beaver 
Model-C is truly a “universal” power drive! It 
does double duty! 


For threading, we ree- 





ommend the No. 72 
BEAVER quick-opening 
fully-adjustable threader 

with die throwout de- 
vice which makes it un- 
necessary to back off over 
the finished threads. The 
high-speed steel dies are 
out in front —the chips 
fall away — and oiling is 








easy. Resets to same size 
instantly and automatic- 
ally —no lead screw to 








Highest Quality * WARREN, OHIO + For~ 


unwind or catch chips. 
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¢ Twenty-five questions and an- 


Southerners gather in Biloxi 
for one-day mid-year meeting. 


Facts on the use of chucks and 


where they can be sold, 
swers on welding rods and elec- 
trodes. 


A factual report on a training 
program for the service staff. 











DISTRIBUTOR i SALES POLICY 





.. .. There’s ONLY ONE 
HOLO-KROME POLICY 
and it’s continually 
BUILDING SALES 
thru and “for the 
HOLO-KROME Authorized 
DISTRIBUTORS .. 


HOLO-KROME 
fibre foryed 





SOCKET (SCREWS 


i 
THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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y] Inner ring directly mounted on precision turned or 
ground shafting assures greatest accuracy. 


| Felt seals for grease lubrication or ‘Spiro-Seals” 
for oil or grease lubrication, 


Housings drilled and tapped for drain plugs on 
both sides. F 





Sturdy, .compact, split housing provides conven- 
ience in mounting, lubrication and disassembly. 


] Permits different methods of lubrication, such as 
grease, constant level oil or circulating oil. 


BALL AND ROLLER BEARINGS 











These Two Names 


ON ANTI-FRICTION BEARINGS ARE YOUR 
ASSURANCE OF QUALITY, DEPENDABILITY 
AND PERFORMANCE WHICH ENABLE YOU 
TO CUT COSTS AND INCREASE PRODUCTION 














Dodge-Timken Double Interlock Pil- 
low Block. Dodge mounts, seals and 
houses the bearing assembly, delivers 
the pillow block fully assembled 
ready to lock on the shaft and run at 
full speed and full load. This is one 
of the famous Do a = 000 hour 
line, co — wide range of indus- 
trial “ws equirements, and 
pro cmp 8 iuaie “us om Dodge dis- 
tributors’ sto ae 


DODGE nies CORPORATION 
Mishawaka, Indiana 
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your local Dodge distributor, 
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of Mishawaka, Ind. = = 





‘ Copyright, 1947, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 














Permatex Aviation Form-A-Gasket 
has 3 PROPerties of equal importance! 


@.... LuBRICATION 
When Aviation Form-A-Gasket is 
freshly applied, close fitting connections 
are easy to tighten up... all the way! 


@ ... SEALING 
Aviation Form-A-Gasket quickly 
changes to a tacky paste that makes 
assemblies leak-proof to all lubricants, 
fuels and cooling solutions. The seal 
remains pliable . . . connections are 
easy to adjust or disassemblel 


© ... PROTECTION 

Aviation Form-A-Gasket prevents 
corrosion and “freezing” of all metal 
parts used in modern engine assemblies 
... because an applied film seals out all 
air and moisture! 


Will not run at 400° above 
... nor become brittle at 70° below! 


PERMATEX COMPANY, INC., BROOKLYN 29, N. 
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There is one basic reason why Bunting has a Distributor in | 


your community—so that Bunting Standard Stock Bearings 


COEENETNNET ee rr Seer ane Se Se Ser NE er i RE 


and Bunting Bronze Bars will be instantly available when . 


you need them. 





The leading Distributor in your community is, almost cer- 


tainly, the Bunting Distributor. From his complete stock, 





representing his investment for serving you, order the 
Bunting Bronze Bearings or Bunting Bars of Bearing | 
Bronze which you need. The Bunting Brass & Bronze 7 

: ed . Ohio—Branches in principal cities. , 
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BUSHINGS 
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PRECISION BRONZE BARS 


BRONZE BEARINGS 
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BRASS FILE 





FLAT BASTARD FILE 





FILING BRASS 








WHY BRASS REQUIRES A SPECIAL FILE Filing brass is far dif- 
ferent from filing steel. Although brass is the softer metal, it is more 
malleable than steel. and also very ductile and tough. Brasses differ in 
composition and in their characteristics: and where regular-purpose 
files do not meet all requirements, files having extra sharpness or 


special tooth construction are required for the very best results. 


THE DIFFERENCE BETWEEN SPECIAL BRASS AND REGULAR FILES 
Nicholson’s study of the problems involved has produced a combina- 
tion of tooth angles and a number of tooth points per inch that give 
excellent results. Compare a Nicholson or Black Diamond Brass File 
to a regular Flat Bastard File. and you will see that the Brass File has a 
long overcut angle and a short upeut angle. The short upeut angle pre- 
vents the file from running off the work, while the long overcut, pro- 
ducing many tooth points on the short upeut. of the proper shape to 
break up the filings, allows the file to clear itself of chips. In less teeh- 
nical language, this combination of angles and teeth prevents the file 
from taking too big a bite out of the soft metal and minimizes clogging 


and chattering. 


CORRECT USE OF BRASS FILE Correct use of the Brass File 
requires the filer to use a little more pressure on the heel of the file 
than on the point. This, as well as the arrangement of the angles, helps 
keep the file from biting too deeply; and a slight motion to the right 
and left on alternate push strokes contributes to better filing and 
smooth finish. Nicholson and Black Diamond Brass Files come in 
Flat and Half Round shapes, and in 8”, 10” and 12” lengths. Available 


through hardware and industrial distributor houses. 


Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 
Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
and Shear Tooth Filing—and Swiss Pattern Files of all shapes and sizes. 


Chats NICHOLSON FILE CO., 42 Acorn St., Providence 1, Rhode Island 


= v.s. a.* (In Canada, Port Hope, Ont.) 
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For a COMPLETE LINE OF BABBITTS to use at any load 
or any speed ... for the answers to all bearing metal 
problems . . . for fast deliveries and friendly service. . . 


call the nearest Federated office. 


All of Federated’s 25 sales offices and 11 plants are 
linked . . . joined ...in a common purpose—to bring 


you the advantages of the uniformly good facili- ose en 


BECKEMEYER, ILL, 
BIRMINGIIAM, ALA. 
BOSTON, MASS. 
CHICAGO, ILL. 
CINCINNATI, OHIO 
DALLAS, TEXAS 
DENVER, COIA). 
DETROIT, MICII. 

EL PASO, TEXAS 
HOUSTON, TEXAS 


ties which this huge organization maintains. 


LOS ANGELES, CALIF. 
MILWAUKEE, WISC. 
MINNEAPOLIS, MINN. 
NEWARK, N. J. 

NEW YORK, N.Y. 
OSHKOSH, WISC. 
PERTH AMBOY, N. J. 
PHILADELPHIA, PA. 
PORTLAND, ORE. 
ROCHESTER, N. Y. 

8T. LOUIS, MO. 

SALT LAKE CITY, UTAH 
SAN FRANCISCO, CALIF. 
SEATTLE, WASH. 
TRENTON, N. J. 
WHITING, IND. 


| METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY ; NEW YORK 5, N.Y, 
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MORFIEK COUUNGS 


huwe Them ALL/ 





MORFLEX 


The exclusive neoprene biscuit assembly used in the 
Morflex center member accommodates angular and 
parallel misalignment. The double Morflex assembly 
approaches a universal joint in its ability to handle 
extreme misalignment. Torsionally resilient, Morflex 
is designed to absorb shock, isolate vibration and 
protect bearings and connected equipment. MORSE 
CHAIN COMPANY - Detroit 8, Michigan - 
Ithaca, N. Y. 





& MORFLEX JUNIOR 





DOUBLE MORFLEX 








GET MORE COUPLING BUSINESS 
With Morflex! 


Profit by the widespread interest aroused by 
extensive national advertising in leading 
industrial publications. The wide range of 
sizes and capacities fits every coupling re- 
quirement. It’s easy to sell Morflex. 
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Here’s a case history 
showing what happens when a 
Morse Cobalt Drill goesto work 
on a tough, manganese steel 
switch point. (Brinell test 228 
—11%to 12% Manganese, ac- 
tual analysis —thickness 2 4”.) 
A point pressure of 10,000 Ibs. 
was needed at 50 R.P.M. and 
.0075” feed. The 1” Circle C 
Cobalt Steel Drill, with Taper 
Shank, drilled up to 10 holes 
per grind. It succeeded where 
2 Tungsten High Speed Steel 
Driils failed to penetrate (as 

shown circled in 
illustration.) 
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must have a “Sunday Punch” 


AND HARD STEELS, CASTINGS, FORGINGS) 


Cobalt Asai 





That Morse Cobalt — “that’s for me” you'll say, once you see 
this drill operate! It can be run 25°% faster and maintain its 
sharp cutting edges — even when drilling 10-12°(, manganese 
steel, castings, forgings and other drill killers. It performs 
where standard high speed drills fail — will drill steels with a 
Brinnell up to 450. 


Morse Cobalt Drills are speciaJly designed for the brutal jobs 

— with short twist cut, heavy web, oversized shank and 150° 

point angle. They are made to operate under extremely high 

pressures. Modifications of this design of Cobalt Drills are 
available for less severe operations. 

The fu// line of standard and special Morse Drills of the precise 
length, diameter and twist cut includes drills that will do any job for 
you — and do it well longer! Your Industrial Supply Distributor and 

Morse engineers can team up to your profit in recommending the right cutting tools for your 
requirements. 


The Original Manufacturer of 


ae 


NEW YORK STORE: 130 LAFAYETTE ST. @© CHICAGO STORE: 570 WEST RANDOLPH ST. © SAN FRANCISCO STORE: 1180 FOLSOM S&T. 












ILLUMINATED EYE SHIELDS 
combine “‘flood-light’’ on work 
and complete eye protection. 
Glass is shatter-proof and 
work is completely illumi- 
nated from both sides. 


WHIRLWIND” WIRE WHEEL BRUSHES, 
designed and built right in our 
plant, give longer life, better brush- 
ing surface. 





STREAMLINED PEDESTALS permit 
spotting these Grinders anywhere 
in the shop at convenient working 
height. 





BACK-STAND IDLER utilizes abrasive 
belt grinding for more abrasive sur- 
face, maximum grinding speed at 
all times, faster work at lower cost. 
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VAN DORN 
8" Heavy-Duty $98.00 


Bench Grinder 


List Price 
6" Heavy-Duty 
errr $58.00 

List Price 
10” Model..... $138.00 

List Price 


(illuminated eye shields extra) 


More Features Than Ever! 


We’ve put famous Van Dorn power to work in a completely modern Bench 


‘Grinder Line that’s setting new highs for better, faster tool sharpening, grinding, 


wire brushing, buffing, burnishing, polishing and finishing! You’ll find feature 

after feature, that your customers have always wanted in a bench grinder, 

incorporated in these new models and accessories. Features such as: 

1. Modern, streamlined design to improve working clearances and to 
reduce weight. 

2. Dependable Van Dorn-built ‘‘constant speed’’ motors to maintain cor- 
rect operating speed. 

3. U-shaped tool rests, adjustable on strong steel wheel guards, to im- 
prove tool-sharpening support. 

4. Perforated tool rests and exhaust outlets, connectible to dust collector, 
to keep working area free of abrasive dust . .. on 8” and 10” Grinders only. 

We told your prospects about this popular-size Van Dorn Bench Grinder Line 

in leading trade papers last month . . . to help pave the way for your selling. So 


now is a good time to go out and get the orders. The Van Dorn Electric Tool Co., 


717 Joppa Road, Towson 4, Maryland. 
FOR POWER SPECIFY 





(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 
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’ PREFORMED 


LAMINATION 
PUNCH and DIE 


What jobs have you ee 


for CARMET to do? 


Another first for Carmet! The cutting edges of this section- 
al die, blanking rotor and stator laminations from silicon 
steel, each consist of 36 preformed Carmet parts—and 
the production yield is far and away superior to all-steel 
construction. Wherever you need topmost life and wear- 
resistance in machine tools or parts, gages, bushings, etc., 
let us show you the great advantages you can secure in 
preformed Carmet carbides. Any shape or size—supplied 
either ‘‘as formed” or finish-ground, ready to use. 


CARBIDE ALLOYS DIVISION, Ferndale [Detroit] Michigan 
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Ger MOTORS, broadly advertised by a well- 
known company ...and correctly applied—that 
is the “key” to successful initial and continued sales. 


Allis-Chalmers motors are advertised in leading in- 
dustrial publications going to a combined monthly 
circulation of over 600,000! In addition, they're 
backed with Allis-Chalmers “name” advertising reach- 
ing millions! 


As regards correct application, stress this fact to 
your customers: optimum motor choice and applica- 
tion—from a complete line such as A-C offers—saves 
user power and reduces his maintenance! And you, 
as dealer, can be unbiased in your recommendations! 


Good motors? Allis-Chalmers motors have always 
held a high reputation for /iberal design, for honest 


ALLIS-CHALMERS* 


Easy to Sell 


.«. Easy fo 
Keep Sold! 


construction . . . for dependable and trouble-free per- 
formance. Facts like these show why: 


gee Stator windings are treated with special all-over 
insulating varnish for protection against deterioration, 
mild acids, moisture. gygp~ Every motor is designed 
for minimum windage, magnetic and mechanical 
noise. gag Conduit boxes are liberally designed. 
gee On most three-phase, 60 cycle motors, nine leads 
for either 220 or 440 volt connections are provided. 


Yes, with features like these, plus a complete line, 
Allis-Chalmers motors are easy to sell and easy to 
keep sold! Now you can offer 
your customers a range covering 
all types and sizes of motors from 
one to 200 hp. ALLIs-CHALMERS, 
MILWAUKEE 1, WISs. A 2363 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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ITS HARPER Everlasting Fastenings 
TEN TO ONE OVER COMMON STEEL 


Here's the score, 10 or more reasons for using everlasting fastenings . . . just 1 for common 
steel. An amazing combination of advantages in favor of non-ferrous and stainless 

bolt and nut products . . . only lower first cost in favor of common steel. Check 

the list against your own fastening requirements. 

Write us for details. 


















RESISTANCE TO RUST 
RESISTANCE 10 CORROSION 
NON-MAGNETIC 
NON-SPARKING 

RE-USABLE 

aTMRacrive APPEARANCE 
EASY 10 CLEAN 

HIGH STRENGTH 

LONG SERVICE LIFE 

LOWER ULTIMATE COST 


Prompt Shipments from Stock....... 


Harper maintains stocks of over 5000 different items .. . 7%, 
s, 
large quantities of each. Others being added constantly. Z % 
a. 4 
Specials made to order from ample stocks of new metals. wn, 
THE H. M. HARPER COMPANY HARPER 
2622 FLETCHER STREET © CHICAGO 18, ILLINOIS 
Branch Offices: Los Angeles, New York City, Boston, Philadelphia, Milwaukee, e 
Cincinnati, Dallas, Cleveland, St. Louis. 
Representatives in other principal cities {44 


BRASS « BRONZES e COPPER e MONEL e STAINLESS 


Write for summarized catalog. 
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MALLEABLE IRON FITTINGS, STD., EX. HVY. AND AAR e CAST IRON FITTINGS e DRAINAGE FITTINGS e FLANGE UNIONS e FLANGES 
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to ever) 


and pipers 


w, for the first time, you can join iron pipe without 

threads or welding—and have a “one-piece” system 
as strong as the pipe itself — by using FLAGG-FLOW 
Threadless Malleable Fittings. 

These basically new and better fittings are precision- 
machined for brazing to standard black steel or wrought 
iron pipe. Simply CLEAN-FLUX-HEAT and the silver 
brazing alloy flows by capillary action to form a seam- 
less, permanently bonded joint. 


QUALITY FEATURES AT MINIMUM COST 


But beyond this simplicity of fabrication you gain 
important advantages never before available. FLAGG- 
FLOW means free-flow through smooth, unbroken, 
pocketless cha:.nels that are, in effect, continuations of 
the pipe itself. Thus FLAGG-FLOW gives to iron pipe 
the streamlined, low-friction loss advantages of copper 
tubing or welding — at substantially lower cost. 

In fact, you get qualities previously found only in the 
costliest piping installations at a cost no higher than 
for threaded jobs. 


MAKES TOUGH PIPING JOBS EASY 


Moreover, FLAGG-FLOW gives you complete free- 
dom in layout. No longer need you worry about tight, 
inaccessible spaces — or making rights and lefts come 
together — or forcing fittings to face properly by 
wrenching them into position. FLAGG-FLOW will fit 
wherever pipe will go, giving you tubing flexibility with 
piping strength — easily, permanently, cheaply. 


EVERY FITTING AIR-TESTED 


This is THE FIRST AIR-TESTED, 150-POUND 
MALLEABLE FITTING EVER TO BE SOLD FROM 
STOCK. Every FLAGG-FLOW Threadless Malleable 
Fitting is air-tested under water. Truly, FLAGG-FLOW 


GROUND JOINT UNIONS e BRONZE THREADED FITTINGS e 


MILL SUPPLIES 


introduces a new era in piping. And it is not surprising 
that the originator of the threaded malleable fitting in 
America should be the first to produce the threadless 
malleable fitting — for the name Stanley G. Flagg has 
been associated with leadership in the quality fitting 
field for nearly 100 years. 

The whole story, with engineering and installation 
data of value, is yours for the asking. Write today for 
your copy of the new descriptive catalog. 





FLAGG } FLOW 
Ends these piping 


No pockets to create turbulence . . . No threads to weaken pipe 
wall . . . No distortion strains from strong-arm wrenching . 
No loose joints from vibration or water-hammer . . . No special 


skill required for installation . . 


and en 


No increased cost over screwed pipe installations. 








it M7 FLOW 





STANLEY G. FLAGG & CO., INC. 
1421 Chestnut Street, Philadelphia 2, Pa. 


BRONZE SOLDER FITTINGS »« UNDERGROUND TANK FITTINGS 
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B® PLASTEEL ROOFING STOCKS 
‘ MOVE QUICKLY Z 


i 


=/ It's in and out of your warehouse...with record turnover—_/ 
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for STRENGTH 





for LASTING BOND 





for WEATHERTIGHT fig 
PROTECTION ae 
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PLASTEEL sells with unusual rapidity because... 


v4 The product is right. It’s a protected metal roofing with in-built quality that defies rust 
and corrosion and severe industrial atmospheres. It requires no painting—eliminates maintenance 
—and is therefore more economical to use. 


4 The demand for quality roofing today is exceptionally strong. Large industrial building 
programs require great quantities of roofing and siding. PLASTEEL is ideal for every condition. 


3 Our strong cooperative advertising and sales promotion program keeps the stock moving 
—by acquainting industry with the product; securing consumer demand and acceptance; and 
promoting you as the Distributor. ' 






Why not investigate today? A letter, wire or phone call will 
have our nearest Factory Representative in your office quickly. 


District offices in principal cities 


PLASTEEL PRODUCTS CO. 


WASHINGTON, PENNSYLVANIA 
NOW STOCKED AND SOLD BY LEADING MILL SUPPLY DISTRIBUTORS 
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THAT’S RIGHT. No new calls to make. Your present cus- 
tomers are THE source of wire rope sling business. You 
mill supply salesmen call on people who buy two-thirds of 
the wire rope sold and almost one-fourth of your customers 
use wire rope mainly for slings. There is a wide open field 
for ACCO Registered Wire Rope Slings. 


Thousands of Combinations American Chain & Cable 


offers a line of factory-made Acco sling units which you can 
sell in a thousand-and-one different combinations to take care 
unit used as a choker lifts a variety of loads. of practically any lifting jobs your customers have. And .. . 
Beams, columns, pipes, rods . . . all are you deliver them immediately from your stock. 

handled quickly. 





No Engineering Required Simple illustrations and charts 


do all the work for you. Select the type of sling needed, check 
the number on the chart, get the length . . . and you’re ready 
to write another order. It’s as simple as that. And you sell a 
product with a written guarantee. 


Get These Folders Get a copy of the S-2 ‘“Make-Your-Own” 


SLING folder and the S-3 SLING CHEsT folder. See for yourself 
how easy it is to write orders for Acco Registered Wire Rope 
Slings which can be delivered immediately from your stock. 
Write today to the nearest Acco office listed below. 





Here two Acco Registered Sling units are 
used as a double basket for better control of 


load. ‘They provide quick hookup and safe MEMBER THE NATIONAL SAFETY COUNCIL 
handling. “ 
NGFES 


' é Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
WIRE ROPE SLING DEPARTMENT 





AMERICAN CHAIN & CABLE 


MARK In Business for Your Safety 
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the Greatest 
name in 
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MR. DISTRIBUTOR: 


FOSS IODIDE SO 








Low-cost materials handling. 
What better selling appeal 
could there be for any electric 
hoist? The speed, power, effi- 
ciency, safety and rugged con- 
struction of the new WRIGHT 
SPEEDWAY all add up to one 
thing—lower materials-han- 
dling costs for your customers. 

Many new and exclusive fea- 
tures are built into these hoists 
—selling features for you, use- 
advantages to your customers. 
Capacities are from 250 to 2000 
pounds. A streamlined package 
of power. 

Send for descriptive folder 
DH-1250. 








RR gn IF 












oh ¢€¢o York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 


Staci bain aseedire eins Sanit 0 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


\ y 
reaot WF J Ta Business for Your Safety 


MARK WZ 
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The above publications 
carry FALK advertising 


Typical FALK 


promotional material 


FALK 
our best 


FALK Advertising 
Reaches Your Best 
Customers! 


Your selling job, as a Falk distributor, is made 
easier as a result of Falk advertising. This means 
more sales with less effort... more profits for you. 











Every month in the year, smashing Falk messages 
...in color “spreads” and color pages... appear 
in a long list of the most important industrial, engi- 
neering, design and general business publications 
with national circulation. 


Your best customers read these papers faithfully. 
They see the Falk name blazoned everywhere; 
they read the Falk story ... are impressed... 
“softened up” to buy—from you! 


To make your selling job still easier, we provide 
a wide assortment of bulletins, circulars, booklets 
and other literature which is always available 
to you. 


Plant officials, production and maintenance engi- 
neers and executives, purchasing agents—the 
men who specify and buy couplings, motoreducers 
and other power transmission equipment—these 
are the men regularly reached by Falk advertising! 


These are your best, most profitable customers! 





Your 
Protection 


Falk furnishes each distributor 
with a written statement of pol- 
icy, in order to facilitate deal- 
ings, prevent misunderstandings 
and avoid unnecessary corres- 
pondence. This written policy is 
of genuine value to you, as both 
you and we “know where we 
stand” at all times, 













Advertising reaches 
customers : 


FALK Steeltlex Couplings 


The Falk Steelflex Coupling transmits power smoothly, dampens vibra- 






























tion, reduces shock, and cushions peak loads between driving and 
driven member. 


The secret. of the success of the Falk Steelflex Coupling is due to the 
Falk grid-groove design; which provides flexibility and torsional 
resilience to a degree not found in couplings of any other type 
Provision is also made for free end float. The combination of these 
features has been the: solution to many tough coupling problems 
Truly, Falk Steelflex Couplings provide the very finest protection for 
connected machinery in every branch of industry. 


Now, the Falk Steelflex Coupling has been further improved so that it 
meets practically all industrial installation requirements. This is another 
reason why it will pay you to standardize on the Falk line it is 
profitable to stock and sell. 


FALK Speed, Reducers FALK Motoreducers 





Fal Speed Reducers reflect With Falk All-Motor Type 
Fofk's broad experience in gear Motoreducers you can inter 
P design and manufacture, Pre change motors, units—even 
cisiotkhobbed Falk gears are parts—in a few minutes’ time, 
enclosetiin self-contained, on the job. You can use the : 
s n< 5 able re r 
= = turdy housing ~~ ble ina motor of your thoice, keep fewer 
- = ide variet itios and , 
| at 7 ¥. wie VOUeTY Se Cer eee spare motors and save valuable me . \ 
pe - e capacities. They ha&ve—proved ; & 
~ time with these versatile Falk VN , 
\ ee 1 themselves time after time under 2 pee wn? 
. . units. Parts as well as units are A 
Pu & > «2 rigid service req jrements relate! mt 3 F a é 
eo , , fully interchangeable, without ‘ 
_ . Taleb 2-1 ae dlale mohameltLaY ae Ny , a cd 
‘\ machining. A wide variety of . 
Falk Speed Reducers are built Falk All-Motor Type Motore- 
Tom oXolaelit-1Mm stole dolaliol Mmelale MtZ-1 ducers is available in vertical 
tical right angle types, with and horizontal models, with a 
rt single, double and triple reduc horsepower range from 1 to 
tion ratios. All are simple, com 75 h.p., ond an output range 
pact and strong from 1430 to 7.5 rpm. 


From Power to Production, It’s 


a a 2 
THE FALK CORPORATION « Milwaukee 8 Wis. 
_ Established 1892 
Precision manufacturers of Speed Reducers . . . Motore- 
ducers... Flexible Couplings ... Herringbone and Single 
Helical Gears ... Heavy Gear Drives ... Marine Turbine 


and Diesel Gear Drives and Clutches . . . Steel Castings 








“MARVEL saws 


Better Machines-Better Blades 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Still, they last much longer 
than ordinary blades. 


MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use ...rapidly saw holes from % 
to 42" diameter thru steel of up to 1" thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


RMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. * CHICAGO 39, U.S.A. 
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USERS GET ALL THESE ADVANTAGES IN 


NICHOLSON ROTARY 
FILES AND BURS 






STYLES 


A wide range of shapes and sizes from which 
to choose. Name almost any rough or delicate 
finishing operation that is “bogging down" a 
customer's production and Nichol will come 
up with a Rotary File or Bur that will save both 
time and money. 

























STEEL 


Nicholson regular Rotary Files and Burs are 
made from a special grade of high-speed steel, 
expertly hardened and carefully shaped. 









CODE SYMBOLS 


The Nicholson system of identification makes 
for easy ordering. The first symbol identifies 
the style or shape of the head; second, the 
diameter of the head; third, the length of the 
head; and fourth, the coarseness of the cut. 








NICHOLSON FILE CO., $1 ACORN $T., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 
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cuTs 


Available in either Hand Cut (for use on tough, 
dense materials) or Ground-from-Solid (for non- 
ferrous metals). Three degrees of coarseness: 
coarse (C), medium (M), and fine (F). Expert 
hand-cutters form the teeth of Nicholson Rotary 
Files; precision machines grind the flutes of 
Nicholson Burs. 


SHANKS 


Standard shanks are %” in di ter. Nichol 

also has a complete line of Rotary Files and 
Burs with “%” shanks. These “‘little fellows” 
are ideal for relatively delicate power filing. 
They, too, are made from high-speed steel— 
with one degree of coarseness only. 

























TRADE-MARK 


The famous Nicholson trade-mark is your assur- 
ance of finest quality obtainable. Keep in mind 
that Nicholson Rotary Files are carefully shaped, 
true-centered, accurately cut or ground, expertly 
hardened. 
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READING CHAIN & BLOCK CORPORATION |_- : 
2107 ADAMS STREET READING, PA. 








4 |_—=" taking place the Reading Hoist Line offers dis- 
tributors vital competitive selling advantages which add up 
to easy, large-profit sales. This, plus the proved, top-notch 
performance of the complete Reading Hoist Line from Chain 
Hoists and Electric Hoists to Overhead Cranes, makes it an 


important factor in the field of hoists. 


IN THE FUTURE — Behind Reading Hoists lies 40 years 


of wide consumer acceptance based on efficient performance 
in industrial plants all over the country. Long range adver- 


tising and constant experimentation for faster and more 
economical ways to handle materials will result in even 
wider user acceptance in the future. 


The Reading Hoist franchise is profitable, now and in the 
future. There may be a franchise open in your territory. 
Write for full details, today. 





& REASONS READING HOISTS 
INCREASE DISTRIBUTOR SALES 


© Complete Line © Competitive Prices 
© User Acceptance © Proved Performance 
© Exclusive Features @ Selling Help 

© Selective Distribution 


@ Advertising Support 











7’ 
IT'S NEW! Reading Chain Hoist Catalog 


#60 containing full construction details, ap- 
plications and uses of the complete line of 
Reading Hoists. If you need a modern cata- 
log to help you “put across” hoist sales, send 
for it today! 
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THE AMAZING RESULT OF AN 
ENGINEERING PRINCIPLE THAT 
ASSURES LONGER TRUCK LIFE 
«And ONLY Ford Trucks Have It! 


Coming for 1948—a brand new line of == ca! of duty. Ford ‘Trucks are not limited to 
doing one single, specific job! 

Ford Trucks ... new all through... Second, these same WORK RESERVES 

and Bonus Built, too! ee 

a = ——— — new — of Ford Ford Trucks last longer because they work easier! 

cks—great not only ause they are new 

all through, but because they are the amazing 

result of a time-proved truck building principle. 

This principle is Ford Bonus Built construc- 
tion. Here’s what it means to you: 

Every one of the new Ford Trucks for ’48 is 


built with extra strength in every vital part. This . ; 
extra strength provides WORK RESERVES The load is carried EASIER by the stronger man! 


that pay off in two important —_— Remember, every Ford Truck for °48 is 
First, these Bonus Built WORK RESERVES Bonus Built for longer life, wider use. Keep in 


give Ford Trucks a greater range of use by per- _—_ touch with your Ford Dealer . . . plan to see 
mitting them to handle loads beyond thenormal _ these new Ford Bonus Built Trucks for ’48 as 


ORDINARY TRUCK (mam FORD BONUS BUNT TRUCK sOON as announced. Don’t settle for less—get 
the only truck that’s Bonus Built! It’s Ford! 


SKBONUS: ovis toe Wobsters Dictionary.” 

e or strictly due.”—Webster’s Dictionary. 
Listen to the Ford Theater over NBC stations Sunday afternoons, 

Not ONE Capacity ... but real RANGE when needed! 5:00 to 6:00 p. m., E.S.T. 



































LIFE INSURANCE EXPERTS PROVE... FORD TRUCKS LAST UP TO 19.6% LONGER! 
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In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 
has developed the world’s finest belt hooks. 
These are made of the highest quality belt 
hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 


top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 


saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 

SS 
The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 

The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling 
strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan 


——— 


‘BELT LAC wee 


Clipper No. 9 Port- 
able laces belts up to 6 
inches wide in one 
quick, easy operation. 


Scientific action of jaws forms 
SR MEE bre cro nemite 
a perfect loop for connecting pins 


EQUIPMEN 
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e Ma imum Pi iping Ft Efficiency 
xin 


. “Reduced: Maintenance 


. Increased Service life 


waa 


a NE W 112-PAGE CATALOG CAN BE 





LADISH 


CUDAHY WISCONSIN 


a 
Oe a 
. 


SEAMLESS 
WELDING FITTINGS 


Tt will pay you well to let this new catalog introduce you to 
proven method for insuring reliability in the Seamless Weldi 
Fittings you buy. 


This method is to specify Ladish Controlled Quality. Then y« 
are always sure to get fittings of unsurpassed metallurgical i 
tegrity .. . in proof of which we stand ready to supply certifie 
laboratory analyses of the steel in any Ladish fitting. Only Ladi: 
Controlled Quality gives you this scientific proof of reliability. 


Let this new catalog also acquaint you with Ladish’s comple 
Seamless Welding Fittings line, available in sizes ranging fro 
1 inch through 30 inches. Here in this 112-page catalog are cor 
plete dimensions, weights and specifications to assist in quick ar 
easy selection of fittings. Here too, is useful technical data to he 
design piping systems for maximum operating efficiency. 


SEND FOR THIS VALUABLE —_ a 
ENGINEERING DATA BOOK, oday! | 


LADISH CO. 

Dept. MS-I 

Cudahy, Wisconsin Ht. 
Please send me your new catalog on Ladish Controlle 
Quality Seamless Welding Fittings. 


Name 


Title. 
CUDAHY, WISCONSIN . 


MILWAUKEE SUBURB Company...- 


Address... 
New York © Buffalo © Pittsburgh @ Cleveland © Chicago © St Louis © Atlonta © Houston © Los Angeles 


City 








Almost as often as the work-day clock ticks, 
some distributor’s salesman sells a Delta machine 





Develop more supply sales, by ° ° 
first selling your prospects Are you cashing in on 
a S hi hi h e,@ 
tir rR a these sales opportunities? 
J \ 1. Machine Shops 1. There’s a chance for you to make a Delta sale, wherever 


ran : ate f fabricating is done; wherever there is a job of mainte- 
ee, ee ee nance. One of the outstanding advantages of the Delta 


tomer as you could get, if you really went 


after it? Your customer is not going to tell line is its great diversity — its variety of machines for 
you, of course, but you can get a rough idea, a variety of operations in a variety of industries. There’s 
by listing the products he manufactures and always some shop that needs Delta Machine Tools, to 


considering the jobs performed. 


+8 4 help reduce costs and increase production. 
Take a2 machine shop, for example: 


A machine shop does a lot of drilling and 2. When you help a plant to increase its production with 
tapping. That means there’s market for Delta Delta Machine Tools, you automatically boost your 
yo = angers ga Presses od ; “bread-and-butter” business on supplies. Wherever there 
ae BEE Ss SAE eer oor SEN, OS are machines, there is an opportunity for continuous sales 
production vises, to say nothing of tapping : : . 
attachments and coolant equipment. of replacement parts, perishable supplies, lubricants, etc. 

The gmp yous Aer eg = agomon im- 3. The low initial cost, low amortization, portability, and 
portant in a machine shop. at provides an : es aa g Se a. . . i 
opening for you to sell Delta Standard Tool compactness of Delta Machine Tools help you meet the 
Grinders, Delta Carbide Tool Grinders, and requirements of small business and industrial establish- 
Toolmaker* Surface Grinders. You get re- ments, as well as the “big smoke stacks.” The sign shop, 
placement business on abrasive wheels, dress- the pattern shop, the cabinet shop, the die-casting shop— 


ers, buffers, scratch brushes, wire brushes, etc. these and many others are first-class prospects for famous 


Delta tools. In some instances, all the tools a plant 
needs are Delta tools —larger machines aren’t necessary. 


For finishing operations, a machine shop 
needs Delta Abrasive Belt and Disk Finish- 
ing Machines. These machines use up a whale 
of a lot of belts and disks that you sell. 

A machine shop can use Delta Cut-Off 
Machines. That opens up additional business 
for you on abrasive wheels, high-speed saw 
blades, oiler attachments, dust collectors, 


coolant pumps and tdnks, coolant pans, cool- 
ant, pneumatic clamping fixtures, etc. 3) E LTA MA N U FACTU . | N G D) | Vi S | '@) N 
You can sell a machine shop Delta Metal- rT ROCKWELL MANUFACTURING COMPANY 
es a, Saws, also — and a lot of DELTA MILWAUKEE 1. WISCONSIN 
and saw blades. ve f 
‘ General Sales Office ° 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 











ph a 


To make the most of your opportunities with Delta 
Machine Tools, sell all the machines toall the prospects. 


*Trade Mark Reg. U.S. Pat. Of. 0-59 






















in 1848 in Fitchburg, Mass., a business venture was formed to manufacture knives and other cutting tools. Six years later, Augustus Whitman 
became a partner in this small company. The enterprise prospered, and when in 1877 it merged with George Barnes and Co. of Syracuse, 
N. Y., the names of WHITMAN and BARNES first became coupled together. 


In the decades which followed, Whitman & Barnes manufactured many diversified products —all in keeping with demands of the times. In 
1891 twist drills were added. Now drills, reamers and certain other metal-cutting and piercing tools make up the company’s products. From 
its original inception—one hundred years ago—the company has manufactured only the very best in quality—and in 1948, on its one- 
hundredth anniversary, Whitman & Barnes dedicates its future to a continuance of this same policy of manufacturing only the finest of tools! 


iy, 
oa 


WHITMAN s BARNES 


VE TR OFF 


NEW YORK CHICAGO LOS ANGELES 
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keeps selling costs low 





Ask a Worthington distributor why his salesmen 
always lead off with Worthington. Seven to one he'll 
tell you that Worthington products, besides being 
natural door-openers, offer unlimited opportunities 
to build multiple sales . . . advantages that pay off 





in easier, low-cost selling. 





SELL MULTI-V-DRIVES THE Fahy WAY 


Worthington’s transmission equipment lines include: 





Worthington Worthington- Worthington 
QD Sheaves Goodyear Allspeed 
V-Belts Selectors 








Easy to get on... Easy to get off... Yet always tight on the shaft 


That's the performance story that has swept through ing up to'200 hp. Teamed with cooler running, longer 
industry, paving the way for ever-increasing sales of wearing Worthington-Goodyear V-Belts, they're un- 
Worthington’s QD Sheaves. From conveniently located beatable for fast, easy selling. And Worthington 
stocks you can offer customers over 75,000 QD Allspeed Selectors, bringing new advantages to 
Sheave combinations — in the new, separate “A” machine performance in every industry, are now 
and “B” groove types — covering applications rang- obtainable in sizes up to 7 14 hp. 











a 


i GOERS 
PE ZENON 
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5,000 SALES LEADS 


Worthington’s standard industrial lines are: 


Centrifugal Steam 
Pumps Pumps 


Rotary Vertical Horizontal 
Pumps Air Compressors Air Compressors 


Six lines that cover the widest range or requirements for pumps and compressors — plus related products — 
for a grand total of over 5,000 separate items. And each item, with Worthington's 107 years of leadership in 
pump and machinery manufacture behind it, is a valuable goodwill-builder and sales lead — not only to 
Worthington companion-products, but to your other lines as well! 


WORTHINGTON’S “9in1” 
Selling Strategy 


Six lines in the Industrial Franchise* plus three in the 
Transmission Equipment Franchise * make nine complete 
lines that can be handled in one over-all selling effort. 
Moreover, Worthington Market Research makes sure 
thaf each item in each line meets a known industrial 
need (there are no has-beens, slow-movers or experi- 
ments) and that new items are added as new needs 
arise. To these constantly expanding sales oppor- 
tunities add a door-opening name... recognized 
product-excellence ... endless possibilities for related 
selling ... the small-order problem licked and a larger 
dollur value per order at no increase in selling cost! 


aeed. darcit foeget- 


Worthington’s extensive national advertising that 
refers the prospect directly to you... your name 
listed in THOMAS’ REGISTER inserts . . . full supplies 
of hard-hitting direct mail literature ... and Worth- 
ington's nation-wide sales and engineering service. 


Whether you open up your big 
pump and compressor catalog 
or the Multi-V-Drive Manual — 
most authoritative of its kind 
ever published — you'll close 
many a sale before you close 
the book. And you'll see why 
successful distributors find 
there's more worth in Worthing- 
ton for getting more soles per 
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“gold only through 
authorized distributors 














RAYBESTOS 
Lacmcmngeandl 


MAMHATTAN 





M:. four great plants manufacture a major share of 
the packings and gasket materials used by American in- 
dustry. To insure that every plant buying R/M packings 
gets the maximum in service and satisfaction, R/M places 
this business exclusively in the hands of authorized, ex- 
perienced distributors. Because we believe it pays dividends 
to our customers, our distributors and ourselves, this is 


our inflexible policy! 





ALL R/M PACKINGS FOR REPLACEMENT AND MAINTENANCE 
ARE SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS! 


RAYBESTOS-MANHATTAN, INC. 


Asbestos Textile and Packing Division 
Manheim, Pa. + Bridgeport, Conn. + North Charleston, $.C. + Passaic, N. J. 
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4 OPERATIONS REDUCED TO ONE 


a 


16 circular saws and 16 motors were used for pres 
a low density material. Resharpening was em 
about every 5 hours. After changing to a specially 
designed Disston Philbrick* Cutter Head, 4 heads and 
4 motors replaced the 16 saws and 16 motors . 
and resharpening was reduced to once every 50 hours 
and an improved product resulted. *Reg. U.S. Pat. Of. 


A 60-MINUTE JOB CUT TO 5 


A lathe operation, where ridges on hardened steel 
rolls were being removed by stoning, required an 
hour for each roll. After substituting a Disston Car- 
boloy Filing Tool, the operation was reduced to 5 
minutes...a production speed-up of 12 to 1. 


BAND SAW LIFE INCREASED FROM 
3 MINUTES TO 2 HOURS 


A manufacturer was cutting 
Y" and %”’ steel for use in 
templates and dies. After 
changing to Disston Flexible- 
Back Metal-Cutting Band 
Saw blades of the ponnes 
specifications, cutting li 

was increased from 3 minutes 
per blade to 2 hours;and cut- 
ting work increased from 
¥"’ per blade to 23 inches. 


THE HACK SAW BLADE THAT DID 
20 TIMES AS MUCH WORK! 


DISSTON U.S.A. 
CO mien speeo ste C) 


A 5-inch round of stainless steel required 5% to 6 
hours to cut, and at end of each cut the 10-tooth 
hack saw blade had to be discarded. After changing 
to a 4-tooth Disston High-Speed Steel blade, cutting 
time was reduced to 20 minutes . . . and 19 other cuts 
were made without changing blade. 


A CIRCULAR SAW DOES A JOB IN 
ONE-FOURTH THE TIME 


Segmental-type circular saws 
were being tested in cutting 
1’ x 12” steel plate of weld- 
ing quality. Previous time 
was 2 minutes and 55 seconds 
per cut. With a Disston In- 
serted-Section High-Speed 
Steel Metal-Cutting circular 
Saw, Cutting time was re- 
duced to 45 seconds. 


Write for full poiine 


Learn how the DISSTONEER ss **" 
can help you increase sales 
and help your customers to 

get better service from their 
cutting tools. 
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Saves Your Customer 


Money in any Paces 


it's a sales idea ake 


When you sell “T.F.E.” to your customer, you 
are talking a subject that is in the headlines 
today ... and are helping yourself to get and 
hold the kind of fastener business that is profit- 
able .. . with lowest sales cost, least returned 
goods, minimum sales resistance, maximum cus- 
tomer satisfaction. 

The user who understands “T.F.E.” realizes 
that he has te buy a quality product at a fair 





Bah doa 


Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill, Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicaro. Chattanooga, Portland, Seattle. 


RUSSELL, BURSSALL & 


protects » ded 





r volume and profits 





price if he wants the lowest total cost 
of fastening. 

You can help this program along. Remind 
your trade that it’s the cost of using a fastener 
that counts. The brand that meets every require- 
ment of “T.F.E.” (see current RB&W ad repro- 
duced on page opposite) is the only brand that 
is truly economical to the user . .. and profitable 
to the distributor. 


IF IT’S RBaw IT's t.fe. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties — are 
characteristic of RB&W fasteners. They all con- 
tribute to True Fastener Economy. And these 
characteristics are common to all RB&W prod- 
ucts — whether purchased from a distributor's 
stock in Detroit (top) or Dallas (bottom). You 
can promote “T.F.E.” with confidence when 
you handle “RB&W”’. 


RBaw 
The Complele Quality Line 


WARD BOLT & NUT COMPANY 


MILL SUPPLIES © JANUARY, 1948 















Ost 


ind 
ner 
ire- 
ro- 
hat 
ble 


-/ @ 


els, 
are 


on- 


r’s 
ou 
en 





What do Fasteners Neally Costs 





There’s more to fastener cost than just price. 
Lots more. Personally... 


I look for all 8 


wett fe 


It is the many costs of using a fastener that count 
. . . NOt just the initial price. True Fastener Economy is 
the lowest total cost for fastener selection, purchase, 
assembly and performance. 



































1. Reduce assembly time to a minimum by sav- of initial cost, by specifying correct type and 
ings through use of accurate and uniform fasteners _size of fasteners 


2. Make your men happier by giving them fast- 6, Simplify inventories by standardizing on 
eners that make their work easier fewer types and sizes of fasteners 


3. Reduce need for thorough plant inspection, 7. Save purchasing time by buying larger quan- 
due to confidence in supplier’s quality control tities from one supplier’s complete line 
4. Reduce the number and size of fasteners by 8. Contribute to sales value of final product by 


proper design using fasteners with a reputation for dependa- 
5. Purchase maximum holding power per dollar _ bility and finish 











RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making song 
the things thal make America strong 





Plants at Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Detroit, Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to coast. By ordering 
through your distributor, you can get prompt service 
for your normal needs from his stocks. Also—the in- 
dustry’s most complete, easiest-to-use catalog. 








Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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Toledo No. 1A Ratchet 1” to 
2” Threader pioneered the 
Toledo line and is still pre- 
ferred by many users today. 


When you tool up with relied on 
genuine TOLEDO Pipe 
Tools you are tooled up right! 

A good tool saves labor...cuts This assures better threads...with 


these easy-threading 
tools. They’re engineered for ac- 
curacy, and time saving operation. 


costs...and keeps workmen satis- _less effort and lower cost! Specify 
fied. That’s why there’s such great TOLEDO—for all-around satis- 
demand everywhere for TOLEDO faction! The Toledo Pipe 
Tools and Power Pipe Machines! Threading Machine Co., Toledo, 
For nearly half a century, thou- Ohio. New York Office, No. 2 
sands of better mechanics have Rector Street Building. 


RELY ON THE LEADER roy 
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Push the 
button! 


Just a simple “push of the button” by you 
starts off Scerling’s most spectacular, most 
effective sales campaign! You'll sell 

more Sterling sanders — quickly and easily 
—with practically no effort on your part. 
You push the button—we-do the work! 





PUSH THE BUTTON NOW 
BY SENDING THIS COUPON: 








The Sterling Plan is ready! It’s the biggest 
thing Sterling has-ever done! It’s the greatest 
promotion since the days of Barnum! 

It’s sure to work. It’s made for you —the 
Sterling Distributor! Send in your coupon now! 
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U-W 6*/6 FILLER WIRE 1S /DEAL 
FOR ORAG CABLES ON ORAG 
LINE EXCAVATORS BECAUSE 
IT 18 SUFFICIENTLY FLEXIBLE 

AND ABRASION RESISTANT 


B07... 






FOR FACTORY CRANES A 
MORE FLEXIBLE ROPE 1S BETTER 


ots i- ve?” 


U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 






We invite you to lee UPSON-WALTON engineer your tough rope jobs. 





Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factory: Cleveland 13. Oke 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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Try a few strokes with a Heller NUCUT 
“Wavy-Teeth” File. At once you detect a 
marked difference in its “feel.” You find, 
too, you’re removing more metal faster, 
with less effort. That's NUCUT cutting 
power—at work! 


Two sets of teeth act together in a Heller 
NUCUT. The coarse teeth cut deep . . . the 
fine teeth level smooth . . . without clog- 
ging, skidding, scraping. Result: one stroke 
does the work of two. | 

Heller NUCUTS—identified by the White 
Tang—are made for practically every filing 
job. We will gladly suggest the shapes, cuts 
and sizes that will serve your customers’ 
needs best. 


HELLER BROTHERS 
COMPANY 


Newark, New Jersey 
Newcomerstown, Ohio 


/ 
America’s Oldest { 
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you can feel 
—instantly! 























WHITE TANG 


HELLER 


NUCUT 


“WAVY-TEETH” FILES 
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U-W 6*/6 FILLER WIRE 1S IDEAL 
FOR ORAG CABLES ON DRAG 
LINE EXCAVATORS BECAUSE 
IT 18 SUFFICIENTLY FLEXIBLE 

AND ABRASION RESISTANT 


——— =, 


BO7... ~ 
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FOR FACTORY CRANES A 
MORE FLEXIBLE ROPE 1S BETTER 
WE RECOMMEND U-W 6*37 
ZEEE GONSTRUCTION FOR 
BA. THIS PURPOSE 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 








We invite you to lee UPSON-WALTON engineer your tough rope jobs, 








Copyright 1947—The Upson-Walton Company chb yt 


THE UPSON-WALTON COMPANY © 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factory: Cleveland 13, Okie 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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Try a few strokes with a Heller NUCUT 
“Wavy-Teeth” File. At once you detect a 
marked difference in its “feel.” You find, 
too, you’re removing more metal faster, 
with less effort. That's NUCUT cutting 
power—at work! 


Two sets of teeth act together in a Heller 
NUCUT. The coarse teeth cut deep . . . the 
fine teeth level smooth . . . without clog- 
ging, skidding, scraping. Result: one stroke 
does the work of two. | 

Heller NUCUTS—identified by the White 
Tang—are made for practically every filing 


job. We will gladly suggest the shapes, cuts — | WHITE TANG 
and sizes that will serve your customers’ 


needs best. 


HELLER BROTHERS 


COMPANY HELLER 


Newark, New Jersey 
Newcomerstown, Ohio \ lj C lj LY 


Meri dn — “WAVY-TEETH” FILES 





MILL SUPPLIES © JANUARY, 1948 43 









“‘Hallowell’’ Shop Equipment of Steel is hitting an WORK BENCHES 
all-time high with mill, shop and factory mainte- 
nance men. It's sturdy, all-steel construction — 
welded or hydraulically riveted joints — smooth 
splinter-proof surface eliminates frequent replace- 
ments. We make everything for the shop — trucks, 
tool stands, work benches, stools, foreman's desks, 
chairs — all of steel — all of sturdy construction. 

“Unbrako" Screw Products are first with mainte- 
nance engineers and mechanics. Their precision 
and accuracy — their quality and strength keep 
them in constant demand. The knurled head of the 
“Unbrako"’ Socket Head Cap Screw is a feature 
that saves time and money. The knurled cup point 
of the ‘‘Unbrako"’ Socket Set Screw makes this a 
Self-locking set screw that will never back-out in 
spite of the most chattering vibration. 

“Unbrako” and “Hallowell” Products are sold 
entirely through Industrial Distributors—if you do 
not already carry these products—why not let us 
help you to serve your customers promptly and 
efficiently. 


FIG. 732 
PAT'D - PATS. PEND. 
ORAWER IS EXTRA 





FIG. 1740 


OVER 45 YEARS IN BUSINESS 
STANDARD PRESSED STEEL CO. 
, JENKINTOWN, PENNA., BOX 519 
Boston @ Chicego @ Detroit @ Indianapolis @ St. Louis @ Sen Francisco 





You can’t screw socket screws in or out, without a hex 


socket wrench, — so why not get #25 or #50 
“Hallowell” Hallow Handle Key Kit which saunas most | LL ae( K-) } 
all hex bits. 


SELF-LOCKING NUT 
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There's a good market for EVERLASTING Valves in 
your territory. Here's how we'll help you find it—how 
we'll help you get your share of profitable EVERLAST- 
ING sales... 


Every month we place full-page advertisements in 
trade papers with national circulation. Each ad shows 
valve users the advantages of EVERLASTING Valves. 
Each ad asks prospective users to write for further 
information, In reply—along with the requested in- 
formation—they always receive the name of the 
nearest EVERLASTING Distributor! 


Why not take advantage of our nationwide advertis- 
ing . . . and get your share of EVERLASTING sales? 
You'll find there’s a real need for valves that give the 
EVERLASTING kind of performance! 


The lever-type EVERLASTING Valve shown here, for 
example, is specially designed for services requiring 
frequent operation . . . specially built to withstand 
fluids usually destructive to stem packings. Quick- 
acting lever operation; rotating, sliding disc which 
constantly self-polishes sealing surfaces to a drop- 
tight seal; non-wedge action which prevents sticking 
or jamming . . . these are some of the features that 
make this valve easy to get orders on. 


Write us today for a supply of our illustrated litera- 
ture covering the complete easy-to-sell line of EVER- 
LASTING Valves. We're ready to help you get your 
share of EVERLASTING sales! 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, .N. J. 


Trede-Merk *‘EVERLASTING''——REG. U. S. PAT. OFF. 


EVERLASTING VALVES GIVE ‘EVERLASTING’ SERVICE 


Ns 


THEY ALWAYS 
RECEIVE THE NAME Fe 
OF THE NEAREST 
ms | «(EVERLASTING 
me | ‘DISTRIBUTOR! 
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NOW ADVERTISED NATIONALLY .. 
WITH FULL-PAGE ADS! 


1100, 1101 
Straight fever 


type 
EVERLASTING Vaive, 
screwed or 
Furnished in ferrous 
and non-ferrous met- 
els and alloys fer 
such services as 
acids, alkalies, cel- 
lulese, emulsions, 


oll, , 
water and air. 
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Electric Hoist-Power 
COSTS LESS 


Capacities from * 


4 to 
1 ton. Available for 
plug-in on 110, 220 
or 440 volt circuits. 


One-hand control. 


@ ECONOMICAL Marve! hendlina of mate 


rials is inefficient... more 


so today than ever before. 
e PORTABLE The CM Comet makes sub- 


& SPEEDY stantial savings in materials 


handling costs...is doing 


it every day in thousands 
© STURDY of plants. Possibly the CM 


Comet can save a good many dollars for 
you too. Check up on the materials han- 
dling situation in your plant. CM Bulletin 
138... available for the asking... will bring 
you complete details about the Comet. 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES. New York « Chicago + Cleveland + Son Fran «los Angeles 
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PROFIT GAINS: 


Industry pr and purchasing 


executives have known for years that the © 
name “Chisholm-Moore” signifies over: ' 
head materials handli equipme: nt. ; 


4 peoceceaating. 5s serviceability. The 


CM" as a mack of 


e ie hk vanigae Bopietuctio ad 
__ thejob advantages ; 


nes, trolleys and a 














« 
GORHAM STANDARD 


FOR THE COMMERCIAL 
FIELD 


. 
GORHAM M-40-B 


FOR HEAVY CUTS IN HARD 
MATERIAL 


* 
GORHAM GORMET 


FOR MORE ABRASIVE 
MATERIALS 


You can get by for a certain time selling 
just any product, BUT when it’s a buyer's 
market you've got to produce. GORHAM 
High Speed Steel Tool Bits do just that— 
they make possible efficient production and 
meet the most exacting requirements of 
tough praduction jobs. Our long years of 










/PRODUCT 


ry 


BUYER'S 
~ MARKET 


experience and our skill in the selection of 
metals and proper heat treatment are the 
reasons we can give you these superior 
tool bits. Put GORHAM High Speed Steel 
Tool Bits to work for you. In thousands 
of plants all over America, the market is 
ready and waiting. 
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Why Dayton V-Belt Distributors 
Enjoy these 8 Big Advantages 








awtonm wala 


HE MARK OF TECHNICAL EXCELLENCE IN NATUR 
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Pe “Look, Hotchkiss . . . we re- 
rage or placed set-up wheels with 
Armour belts to increase 
se production, not to help you 
SOOO RSS keep up with the Book -of- 


OS0K62 


CO 
Rosi oo scat the-Month Club!” 


WHY USE COATED ABRASIVE SELTS? 





1. THEY ARE MORE ACCURATE! 
2. THEY GRIND FASTER, BETTER! 


3. THEY ARE MORE ECONOMICAL! 


The need for faster, better production is responsible for 
the conversion to the abrasive belt backstand method 
of grinding and polishing from the set-up wheel method. 

Here’s why coated abrasive belts are able to boost 
production while lowering costs. Belts . . . 


e when worn, take 75% less time to replace than is 
needed to dress a wheel. 


© Greatly reduce danger of discoloring, warping and 
flowing caused by frictional heat. 


© Never vary in accuracy of work regardless of wear. 


® Do not require personnel needed to dress set-up 
wheels. 


© Reduce inventory problems due to elimination of 
wheels, glue cements, and various grains. 


© Improve quality of work with less operator fatigue. 


rs Armour’s uniform, factory-made abrasive belts are only 
SS part of Armour’s complete line of abrasives designed 
No uneven surfaces! for better performance, longer wear, greater economy. 


ARMOUR and Company 


1355 WEST 31ST STREET © CHICAGO 9, ILLINOIS 
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ALLIS-CHALMERS TRADEMARK 


ES, Allis-Chalmers dealers offer the 


famous Texrope line . . . world’s most 
famous line of v-belt drives! They’re avail- 
able now and backed by advertising in 
leading trade publications reaching 700,- 
000 readers every month! ALLts-CHALMERS, 
MILWAUKEE 1, WIs. 


Texrope, Magic-Grip and Vari-Pitch are 
dema 


Allis-Chalmers tra: 


CONSTANT SPEED 





STOCK sheaves, integrally 
bushed for standard shaft sizes 
to use with A or B belts. There's 
a@ range in grooves from one 
to six for applications from 
fractional up to 25 hp. 


ADJUSTABLE SPEED TEXROPE DRIVES 


A 2364 





$8 Es 


STOCK CAST IRON sheaves 
include famous Magic-Grip. 
They are available in two to 
12 grooves for belts B, C or D. 
They'll fit all job applications 
ranging from two to 250 hp. 


TEX 


#88 





STANDARD CAST IRON 
sheaves are designed in a 
range of one to 14 grooves 
for belt sizes A, B, C, D, or 
E. Patterns are kept in stock 
to insure quick shipment. 
Range: one to 1000 hp. 















ROPE DRIVES 





SPECIAL CAST IRON OR 
STEEL sheaves are available 
in any number of grooves for 
belts A, B, C, D, or E. Can 
fit all special applications in 
an application range from one 
to 6000 hp 











ADJUSTABLE speed sheaves 
fit applications ranging from 
fractional to four hp. They're 
made with one and two grooves 
for belts A or B. These units 
provide up to 50 percent speed 


ALLIS-CHALMER 


range. 


VARI-PITCH sheaves solve 
speed control problems from 
nine to 28 percent for “— 
cations from one to 300 hp. 
Available in two to 10 grooves 
for belt sizes A, B, C, D, or E. 


WIDE RANGE Vari-Pitch 


in one to five grooves for 


S, or T. Range: 114 to 75 hp. 


sheaves 
come in one to four grooves for belts 
tate R. Range: 1% up to 30 aP- 
SPEED CHANGERS (right) available 






Q Rk, 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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—and you'll want to keep Duff- 
Norton Jacks on your “‘sell list” 
when you see those fast sales and 
steady repeat orders rolling in. 
Your salesmen will find that every 
customer is a prospect for jacks 
and Duff-Norton jacks meet cus- 
tomer requirements for every 
lifting, lowering, pushing or 
pulling job. 


“Jack Ups” shown in the 
column at left are but a few of the 
many leads constantly furnished 
by Duff-Norton. Your salesman 
can pick up 2 lot of this business by 
checking these leads and every 
customer jack requirement on 
every call. Duff-Norton hard hit- 
ting sales promotion and advertis- 
ing material lays the groundwork 
for quick and easy jack sales. 


Write today for latest sales 
promotion material, catalogs 
and literature. It’s yours for 
the asking, and you'll find it 
helpful in boosting jack sales 
and profits. 


DUFF MORTON 
JACKS 
> 


‘THE HOUSE THAT JACKS BUILT” 
THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH 30, PENNA. 
“THE WORLD'S OLDEST AND LARGEST MANUFACTURER OF LIFTING JACKS’’ 
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PRODUCTION 
UP 257% to 407, 


AR with ARO tools 
oon assembly lines 


drives No. 8 screws to fasten casters to 


frame of food conveyor. 


Fastening handles to Roasterette body 
with No. 8 screws driven into clip. 
Aro Model 22LPH. 


The Swartzbaugh Manufacturing Co., Toledo, Ohio, 
makers of Everhot electrical products, installed Aro 
screw drivers, nut setters, drills and grinders on 
assembly lines. Production went up 25% to 40%! 

This is one of many companies Aro field engineers 
have helped to find faster and better ways to handle 
tough assembly jobs. Why not let our trained engi- 
neers check your assembly problems? Just write or 
wire... The Aro Equipment Corp., Bryan, Ohio. 





ARO 


AIR TOOLS = 


Send For Catalog! 
THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Without obligation, send us your new fully illustrated Air Tool 
Catalog No. 46 which gives complete specifications on all Aro tools and 
accessories. 


Name —___ as iniktilannaniiaiamaalaal 


A 
. ¢ 
' % “ 
$ ] Street_ 
a 


‘ City__ 

Fastening trim bands and reflector 

assembly to room heater body. Aro 

Model 22LPH Screw Driver. Setting nuts at right angle in Drilling holes in stainless steel panel for 
At left, driving No. 8 screw to attach Roasterette. Aro Model 22LR). food conveyor body. Aro Model 7027. 
handle on griddle. Aro Model 22LPH. [7 

At right, Aro Model 3012 Nut Setter}. | ‘ 

drives No. 8 nut in broiler unit. eas ‘ 














Many customers have written us to inquire about 
chain deliveries and prices in 1948. 

In answer to their questions, we wish to make the 
following predictions—based on conditions as we now 
see them:— 

During the first six months the chain industry will still 
be unable to fully meet the demands of its customers. 

Steel production is rising steadily. But this increase 
is, to a large extent, offset by growing domestic demands 
and the necessity for making substantial European ship- 
ments. It seems doubrful, therefore, if the chain industry 
will be able to secure enough additional steel to effect 
immediate substantial production increases. 

This means that we-must continue to apportion our output 
fairly and justly among our distributors . . . in confidence 
that they, in turn, will deal equitably with their dealers. 

As to prices—we most sincerely hope that no increase 
will be necessary in 1948. But, in the light of anticipated 
higher labor costs, it is impossible to — absolute 
price stability. We believe that our jobbers and dealers 
should keep this factor in mind. Pa Poe 


ai om. a The Cleveland Chain & Mf Co. 


Cleveland 5, Obio 





2 VELAND (HAIN 








: Associate Companies: David Round & Son 
In 1948 we pledge you that our company will steadily and 5, Ohio * The Bridgeport Chain é Mh oe 
strive to better its production . . . and to give you the sin- Bridgeport 1, Conn. * Seattle Chain & Mtg. Co., 
: { ‘ : seattle 8," Wash.: + Round California Chain Co., 
cere, friendly service which our customers so richly de- So. San Francisco and Los Angeles 54, California 
serve. We promise, also, that our prices will be maintained Woodhouse Chain Works, Trenton 7, N. J. 


at the lowest level consistent with good management. 
Since rDRY 1869 


ee \ \onaeaamenhe ue 
5. Vice Pres., Charge of Sales 
Security in every link 


i -_— Le a eee “ —— SL oo aes ~ ee 
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This new belting really turns the wheel 


No wonder! 


It’s new Monarch Amber Transmission Belting! 
And it’s made by Hewitt to assure maximum power 
delivery from drive pulley to driven pulley. 

This means lower power costs for you. When you 
use this belting, power isn’t wasted by belt slippage. 
You see, even when you're running at peak capacity 
Monarch Amber Transmission Belting will deliver 
full power. 

More than that, this extremely flexible belt will not 
stretch out of shape. That’s because only 


premium-grade, extra-hard silver duck is 
used in its construction. 


You'll find that this straight-edge belt will last 
longer on the job, too. It’s built to resist 
moisture, mildew and grit .. . to withstand 


HEWITT RUBBER 


DIVISION 
HEWITT-ROBINS INCORPORATED 
INDUSTRIAL HOSE + BELTING + PACKING 


severe stresses and shock power loads. All plies are 
embedded—completely insulated- “= ith highest 
quality pure gum rubber compoun 


So when you want a belting that really turns the 
wheel in your power plant, insist on Monarch Amber 
Transmission Belting. Your Hewitt distributor can 
tell you all about it. Phone him. He’s listed in the 
yellow pages of your telephone directory. Or write 
Hewitt Rubber Division, 240 Kensington Ave., 
Buffalo 5, N. Y. 


You can count on your 

industrial supply specialist 

He’s always ready to serve you. And he knows 
your job... your operations... your problems. 
Call on him at any time for advice. He’ll recom- 
mend the exact Hewitt product especially designed 
to help improve the efficiency of your operations. 


Monarch Amber Transmission Belting 
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VALVES, FITTINGS & FLANGES 
——_ 


FO hr 


Ss] 


SAFE and SURE control of vapors and 
liquids at high pressures and high tempera- 
tures in modern steam generating plants is 
dependent on piping materials having an in- 
herent “plus” of strength and toughness. Drop 
forged steel Valves, Fittings, and Flanges 
made by Vogt play a vital part in the smooth, 
efficient operations of leading power plants. 


Catalog F-8 is the drop forged 
steel Valves and Fittings Blue Book. 
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= . yet the 
~ One-Ton Whiting Hoist 


s ©@ 


4 

a 
sb 
i 


Costs Only ) 


F.O. 8. 
RVEY, ILL. 


Every second that expensive machines stand idle while skilled 
workers struggle with heavy loads, costs a manufacturer money. 
Smart production men are speeding up their materials handling with 
Whiting electric hoists. Even when used only a few minutes a day, 
they pay for themselves in a very few months. Workers like them 
too, because they make it so easy to handle back-breaking loads. 

Whiting hoists are so light they can be installed by one man... 
yet so rugged they will stand up under heavy duty. They have steel 

from hook to hook for extra safety... 
require less than 20 in. headroom. . . have 
ball bearings throughout. Precision worm- 
gear drive provides smooth, silent power, 
with fewer parts to wear. To install a Whit- 
ing hoist, simply hang it up, plug into the 
» nearest electrical outlet, and it’s ready to go. 


) If it Saves One Man 


/ 


Only 12 Minutes a Day 
IT PAYS A PROFIT! 


WRITE FOR-BULLETIN-H-1008— 


WHITING CORPORATION 


1565: Lathrop Avenue, Harvey, Illinois 


C) Send me a copy of your Bulletin H-100A 
describing the new Whiting electric hoist. 


\_] We are interested in handling the Whiting electric hoist line. 
Send me full information. 


NAME 
ADDRESS. 


nines 


CU 





Duy with confidence... 


/ 
When you specify "MAJOR” welding cable, you 


choose the preferred brand. An independent 
national survey has voted “MAJOR” the first 
choice extruded type, rubber covered, flexible 


welding cable— 


f 


“MAJOR” Welding Cable extends thanks to the 


Welding Industry, for this recognition. 


mal 


SPECIFICATIONS 


si 
6 
4 
3 
2 
1 
1/0 
2/0 
3/0 
4/0 


WELDING ENGINEERING COMPANY 
MILWAUKEE, WISCONSIN 


MANUFACTURERS— DISTRIBUTORS 
OFFICES “ABD AGENTS Bee eR THE UDLTED STATES 
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A 
Complete Line 
for 
all applications 
in 
all plants 
in 
every industry 


Trade Marks Reg. U. S, Pat. Off. 


SPECIALIZED 
LUBRICANTS 











SOME OF THE POPULAR MEMBERS OF THE KEYSTONE FAMILY 
KEYSTONE CONDENSED OIJL—A dripless, liquid grease designed to provide 


safer, better lubrication than straight oils. Protects bearings against undue wear, 
and reduces friction to the lowest possible degree. Has high load earrying capacity, 
is water repellent, will not sludge or oxidize. Recommended for motors, generators, 
fans, blowers, line shaft and ring oiling or plain bearings generally. 





KEYSTONE #44 ANTI-FRICTION BEARING GREASE — For rapid, safe lubri- 
cation of low and high-speed ball and roller bearings. High oil content assures low 
starting and running torque. Rugged film body resists high pressure. Does not 
liquefy or leak. Has a melting point of 350°F. and zero cold test. Recommended for 
bearings in fans, motors, blowers, pumps and production machinery of all kinds. 


KEYSTONE #122 OPEN GEAR GREASE— Applied cold. Does not dry out, 
crack or peel, and will not drip in hot weather or “throw off’ at high speeds. Per- 
mits easy, cold weather starting; is waterproof, acid and alkali resistant; and has 
high load carrying capacity, adhering firmly even under dust conditions. Recom- 
mended for open gears, pinions, dipper sticks and similar applications. 


KEYSTONE SR LUBRICANTS — Designed to meet the requirements of the general 
run of speed reducer units. They provide high load carrying capacity, low internal 
friction, low operating temperatures, minimum power consumption and freedom 
from expansion. Viscosities to suit all conditions of speed and lead. Recommended 
for enclosed gears, speed reducers, geared motors, etc. 


KEYSTONE WIRE CABLE TREATMENT AND LUBRICATION — Keystone 
Penetrating Oil #3 purges the cable to remove dirt, dust, caked coatings and hidden 
moisture. The revived cable is then lubricated with the correct consistency of Key- 
stone Wire Cable Grease. Users report amazing results in conditioning new cables 
and reclaiming apparently worn-out and useless ones. 


KEYSTONE PENETRATING OIL #1— An extremely rapid rust penetrant and 
solvent for use on rusted nuts, bolts and metal surfaces. Its high wetting power has 
been obtained without resort to highly volatile materials, thus reducing fire hazard. 
In addition, the oil has sufficient body to assure lubrication of the surfaces to be 
disengaged, thus protecting the threads. 


KEYSTONE PENETRATING OIL #2—A pure, compounded lubricating oil. 
Contains no graphite, harmful chemicals, light distillates or abrasives of anyi kind. 
Recommended as an additive to crank case oil and fuel of Diesel and gasoline 
engines to dissolve gum and sludge, for the lubrication of roller type chains and for 
the flushing of bearings. Guaranteed harmless to all metal surfaces. 


KEYSTONE NEVASTANE GREASE—A white, tasteless, odorless lubricant that 
is practically pharmaceutically pure. Contains no whitening agents, oxides or 
materials used for similar purposes. Resists water, steam and acids; and has a melt- 
ing point of approximately 250°F. Recommended for Creameries, Dairies, Powdered 
Milk Plants, Bakeries, Bottling Machinery, Canneries, Breweries, Cigar Making 
and similar industries. 


KEYSTONE #84 GREASE—A water repellent product having a melting point of 
390°F. and a cold test lower than minus 40°F. It is a smooth, non-fibrous product, 
free of fillers, abrasives and oxides. Recommended for anti-friction and plain bear- 
ings in Canneries, Dye Houses, Dairies and wherever moisture and temperature 
extremes are encountered. 


KEYSTONE CUP GREASES — Made in several degrees of hardness to suit 
various mechanical conditions and methods of application. Densities run from 
Triple Extra Hard to Extra Soft, thus meeting all cup grease requirements from 
heavy machinery, operating under severe loads and pressures at low speeds, to 
light duty, high speed equipment requiring more rapid feed. 
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Kennedy advertising helps you 
sell Kennedy. Valves. This full- 
page advertisement is appearing 


in industrial publications with a 
total circulation of 350,000. 


All bolt. ay ac : th 
real al 
: it swine Ne 
ing gland are 08 = _ Gland 
rested ~~ underne® eliminate 
—_ washers: 
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Distributors... you can sell hermoid v-setts 
for all applications... 

















‘ 


Power transmission engineers know the many Great strength, long life and uniformity are all 


advantages of V-Belt drives . . . compact, noise- built into Thermoid F.H.P. (Fractional Horse- 


less, positive, economical, etc. Experience has 
vn E ; power)and Multiple V-Belts, because every belt 
proven that additional advantages are derived 

—at no increase in cost—when Thermoid —tom raw materials to finished product—is 


V-Belts are on the job. manufactured under the most exacting controls. 


Distributors! 
Thermoid backs its line with generous advertising coverage. 


Thermoid directs business toward Distributors by constant references 
to them as vital links in the chain of sales effort. 


Thermoid provides attractive merchandising displays for V-Belts. 


Correspondence is invited from Distributors in territories not adequately 
covered. The Industrial Dept., Thermoid Company, Trenton, N. J. 


. Thermoid Company : Trenton, N.J., U.S.A. 


hermol Automotive «+ industrial «+ Oll Fleld + Textile Products 





it’s Good Business To Do Business With Thermoid 
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HOW TO MAKE | 
PIPE THREADING 


\ 


Clean threads fast on '/.” to 
1'/.” pipe with these smart little 


RIFaIBD:s 


Why they sell fast: 


@ Light, strong, efficient, Rimmip Nos. OR and 11R 
ratchets give your customers quick perfect threads 
on “to 14%" pipe. Snap the size die head wanted 
into the ratchet ring—it can’t fall out. No special 
dies needed for close-to-wall threads. Precision cut 
tool-steel dies. No. OR, ¥%" to 1"; No. 11R, /%" to 1%.” 
It pays you to sell 
these RimgniDs. 


Free bandy carrier for 
any group of sizes. 

















TOSAVE | 
PIPE WRENCH » 
EXPENSE 










— . a 
Pmcomsmoras cunuanTe 
If this Housing ever 
Breaks or Distorts we 


will replace it Free 
THE RIDGE TOOL CO, 
aya O 






No wrench housing 
repair cost —— or 
bother —— with a 


RIFEID 


@ It’s powerful, it’s easier to use, it’s trouble-free 
—and that guaranteed housing practically ends 
upkeep expense. Like millions of users, your 
customers enjoy the easy spin of the adjustment 
nut in all sizes, 6” to 60,” positive action jaws, 
handy pipe scale on hookjaw and comfort - grip 

I-beam handle. There’s 
° steady easy profit in selling 
RIMNID Sirep Wrench pre- the efficiency and low cost 

tects polished pipe. of the popular RignIp. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO 
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Few lines offer so large a volume 
of profitable sales. RUST-OLEUM 
fills a nation-wide need for posi- 
tive rust protection. Every inch of 
rustable metal is part of the huge 
market for this fast-selling prod- 
uct. All industries need RUST- 
OLEUM. Indoors -or out, it gives 
lasting protection. 


Every factory, public utility, and 
mill is a present or future Rust- 
Oleum buyer. Sales come fast— 
repeat orders are frequent. No 
complex technical knowledge is 








RUST-OGLEUM sTops RUST... 


+ tape 


SELL 


LASTING PROTECTION 
FOR METAL 


AND YOU PROFIT 


required by salesmen. The largest 
industrial advertising campaign in 
RUST-OLEUM'S history is under 
way in 1947—over a million read- 
ers a month in trade papers alone. 


Ask us to show you what this can 
mean to you in building new busi- 
ness and revitalizing old accounts. 
From now on—through spring. 
summer and fall—is the big 
Rust-Oleum buying season. Get 
all the facts. Our policy of selec- 
tive distribution assures fast, 
profitable turnover on minimum 
stock. 











it - 
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yer eee, 
es RA ee 
, Reswe's Sed 


Name 


2413 Oakton Street, Evanston, Iilinois 


Bb STE AIS EE PES 
MAIL THIS COUPON — TODAY! 
ee ae 


t Rust-Oleum Corporation, 2413 Oakton St. Evanston, Ill. 


Gentlemen: We'd like to know more about Rust-Oleum 
and your plan of sales promotion. Please send us full 


with THESE 39 SALES FEATURE 
Stag OS 6 ee 


@ Rust-Oleum is quickly applied over any 
rusted surface. No sandblasting or time- 
wasting chemical cleaners are required. 
Wirebrushing removes scale, blisters, 
dirt, etc. Brush, dip or spray. 

@ It penetrates remaining rust particles — 
incorporates them in film and spreads an 
unbroken protective coating on the 
surface. 

@ Rust-Oleum per gallon covers 30% more 
area than ordinary paint —a substantial 
saving. 

@ It goes on 25% faster—with greater ease— 
less worker fatigue means a BETTER job. 

@ Depending upon conditions, Rust-Oleum 
outlasts ORDINARY paint two to ten 
times on most jobs. 
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Address. 
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- information immediately. 
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i City 


State 
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. the answer is_ 


POWELL ibs > 


Through the years of amazing growth and diversification of industry, 
problems in flow control have become increasingly numerous and 
more complex. 








But in more than a century of specializing in making valves—and 
valves only—Powell has never failed to solve a problem as it has arisen. 


Today there are Powell Valves—in Bronze, Iron, Steel and the widest 
range of corrosion-resistant metals and alloys ever used in making 
valves—to satisfy each and every known industrial flow control re- 
quirement. And, as a new problem presents itself, the answer will 
be—Powell Valves. 


Fig. 560—200-pound Bronze Regrind- 
ing Horizontal Swing Check Valve with 
screwed ends, screwed-in cap and ree 
grindable, renewable bronze disc. 


Pt Pr sratin mes : 


: 


«Al 





Fig. 1375 — 200-pound Bronze 
Fig. 301—Large 125-pound Jron Body Gate Valve with screwed ends, 
Bronze Mounted Globe Valve with out- inside screw rising stem, union 
side screw rising stem, bolted flanged bonnet and renewable, wear- 
yoke, renewable bronze seat ring with resisting ‘‘Powellium” nickel- 
guide and renewable composition disc. bronze seat rings and disc. 





Fig. 1503—Class 150-pound Cast Steel ; 
Gate Valve. Has flanged ends, outside mar. H H Fig. 150—150-pound Bronze Globe Valve 
screw rising stem, bolted flanged yoke The Wm. Powell Co., Cincinnati 22, Ohio with screwed ends, union bonnet and re- 


and taper wedge solid disc. DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES newable composition disc. 
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FITTING 
DISTRIBUTORS! 


HERE’S YOUR GUIDE TO 
MORE EFFECTIVE SELLING 


You don’t have to be an expert to sell Laughlin 
wire rope and chain fittings . . . because Laughlin’s 
#140 catalog has been especially designed for dis- 
tributors’ salesmen as well as buyers. It contains 
easy-to-find answers to the questions your customers 
may ask. 

More than a mere listing of products, the Laughlin 
catalog contains such a wealth of information: 
strengths, dimensions, tables, charts, etc., that it has 
become the data book of the industry. Well known 
for quality, the line is the most complete made 
by a manufacturer and full of exclusive fittings 
that really sell. 

Get all your fittings from one source — from an 
inventory that insures immediate shipment from 
stock. 

Where else can you get prompt shipment of so 
many items like these? 


Grab Hooks Turnbuckles 

Slip Hooks Shackles 

Safety Hooks Swivels 

Hoist Hooks “Missing Links” 

Clevis Hooks Safety ‘Fist-Grip" Clips 
Thimbles Wire Rope Sockets 

Eye Bolts Weldless Rings & Sling Links 
Ring Bolts 


It’s easy to order from Laughlin — give your cus- 
tomers service without carrying excessive inventories. 

Be sure you have Laughlin’s #140 catalog for 
better selling. You’ll like our uniform trade dis- 
counts. THE THOMAS LAUGHLIN COMPANY, 
PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 


LA MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 








MILL SUPPLIES © JANUARY, 1948 65 


= 


Postage Meter and Mailing 
Equipment Makers Put the Stamp of Ap 
on AMERICAN PHILLIPS SCREWS 


and metering 
provi 


proval 


mbly for mailing equipment 
de fumble- 


. = It's first class asse 
turers when power driven, American Phillips Screws 
driving and unspoiled work. These screws 
») What's more, 


ed letter safety 


manufac 
nent tightness © 


roof starts, automatically straight 
deliver —Wit “gir mail $ » and “register : 
envelopes ure perma ¢ fastening. Best 
N AS HIGH AS 50%! 
ublic all like 


they can’t snag 
all, TI SAVINGS RU 
and John Q. P 
cied as autos 


of ME 
IN SALES PROMOTION: 
the streamlined, 
oves and sof 


and radios, st 
provide it! 
RHODE ISLAND 


Screws help 
that can cut your costs. 
COMPANY, PROVIDENCE 1, 
Detroit 2: 502 Stephenso” Building 


AMERICAN scREW 
Chicago 1: 589 E. {Minols St- 
_ —aKVK——e— 
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PORFRCT FIT 


in the hand 
and on the * 


nut / 
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BOX AND OPEN END WRENCHES 


There’s something in the way these superlative tools fit into the hand .. . 
something in their lightly balanced feel of strength that makes mechanics 
more certain of their work. 

Pick up one of these fine wrenches. Set the precision broached box end 
or accurately milled open end jaws on the nut. Note the sweet, clinging 
fit. . . sign of famous New Britain precision. Now, pull! ... and feel 
through slim shanks of forged alloy steel the no-slip tug at the work! 
Positive knuckle and job insurance . . . that’s what New Britain gives you 
to sell with these superior hand tools. 

Every New Britain box end, open end or combination type wrench, in 
the full range of standard sizes, is engineered for slimness to reach and work 
with ease in those “hard-to-get-at” places. New Britain manufactures them 
with one eye on your customers’ jobs, crams them with utility that marks 
them unmistakably as part of the famous money-making New Britain line 
of Greater Strength — better Fit . . . today’s highest quality hand tools! 
The New Britain Machine Co., New Britain, Conn. 
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South Bend presents this 
new 14” Drill Press as a companion to the 
South Bend Precision Lathe. It is built with 
the same high standards of accuracy and 
skilled workmanship. It is a superior tool 
unsurpassed for accuracy, ease of operation, 
versatility and dependable performance. 
Adequate representation on a selective 
distribution plan is sought in all territories. 


FEATURES and SPECIFICATIONS 











BELT TENSION 
RELEASE 


Quick-acting belt tension 
release lever simplifies 
speed changes. Keeps 
tension correct. 


BUILT-IN LIGHT 
Provides shielded illumi- 





TWO MODELS 
Cat. No. 400-B bench type. 
Cat. No. 400-F floor type. 


CAPACITY 
Maximum drill size in 
iron or steel 6” 
Drills to center of 14” 
circle. 


nation for work area.Sep- @OHMUCK 
arate on-off switch. Capacity..... 0 to %” 
SPINDLE SPEEDS 


Free-floating design pre- 
vents misalignment, side 
thrust, and whip. — 


Four — 707 to 4322 r. p.m. 
CHUCK TO BASE 


a” eee DISTANCE e 
Bench Model . . . . 17” 
BALL BEARINGS Floor Model .. . . 46% 
Sasted peectton tape. Mo TABLE SIZE 
oiling. 2 on spindle drive ” ons 
unit, 2 on spindle. 10”x 10”... . Tilt Type 
COLUMN 
QUILL BEARING 2%” diameter. Accurately 
: ADJUSTMENT ground. 
Compensates for wear. HEIGHT 
Bench Model . . . . 3536” 
DEPTH GAUGE Floor Model .. . . 65%” 


Graduated in inches. Ad- 
justable collars control 
feed and return. 


RUGGEDLY CON- 

STRUCTED 
Precision-built for indus- 
trial and all other types 
of shops. 


SHIPPING WEIGHT 
Bench Model . . 195 Ibs. 
Floor Model. . . 235 Ibs. 


MOTOR REQUIRED 

h.p., 1725 r.p.m. 
Vertical mounting. On-off 
switch provided. 














BUILDING BETTER LATHES SINCE 1906 


$9800 


SOUTH BEND LATHE WORKS 


* 555 EAST MADISON STREET, 
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SOUTH BEND 22, 





f. o. b. factory, bench model with chuck, 
extension cord and switch; less motor. 
Floor model ......+++-++ $113.00 


INDIANA 













ONE cutter FOR 
THREE ciasses oF work, 








Switch to another set of standard solid carbide blades and use this body 
for any face milling job on any material. Here are features and simplicity 
tool men like—easy blade interchange, no threads in the body, wedges 
behind the blades to take the shock and spare the body . . . Blades prop- 

erly ground for various classes of work are stocked by Super and ready 
for immediate shipment. See Su _ Tool Company’s Standard Carbide 
Tipped Tool Catalog No. 47. If you need a copy, write for one today. 


huminum! Cast nou! 


Brass, Malleable 
Iron, Etc. 


Dural, Magnesium, 
Plastics, Etc. 





wie O RADIA MARE 





he 7° AKA, RARE O° ANAL RAE 


iat 


STANDARD AND SPECIAL 


SUPER TOOL COMPANY 


A 21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 
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Like an ENIAC,* J&L Wire Rope is Precisionbilt to save you 


time and money. J&L rope is made of J&L Controlled Quality 





Steel to last longer and reduce the down time of your equipment. 
It is a wise economy to standardize on J&L Precisionbilt Wire 


Rope for all uses. Specify it on your next order. 


*The ENIAC (Electronic Numerical Integrator and 
Computer) is a phenomenal “thinking” machine that 
does in seconds scientific and engineering calculations 
which would require weeks—even years—if done with 
pencil and paper by trained computers, 


JONES & LAUGHLIN STEEL CORPORATION 


GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


Jai (Arecivinbile- PERMASET PRE-FORMED WIRE ROPE 
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8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


Reputation of “the greatest name 
in rubber 

Proved quality that brings 
repeat business 


Aggressive national advertisinc 


lel olelolir Mell iialel hiela Lele) 


Liberal franchise that creates 


profit opportunities 


5. Technical sales assistance of the 


G.T.M.~— Goodyear Technical 
Mon 


Hard hitting, business-getting 


direct mail campaign 


Leadersnip in new-product devel 


opments pioneered by Goodyear 


Research Laboratory 


Substantial profit margin on 


each sale 


ISTRIBUTORS everywhere are agreed 
D —the new Goodyear direct mail 
campaign is a winner. And it’s only one 
of the eight sales-making advantages that 
come with a Goodyear franchise. These 
advantages are the reasons why, year 
after year, Goodyear Industrial Rubber 
Products rank among the top three profit- 
makers — according to carefully kept 
records of leading distributors. If your 
franchise isn’t giving you all these helps, 
why not see if there’s a Goodyear distrib- 
utorship open in your territory? Write: 
Goodyear, Akron 16, Ohio or Los 


Angeles 54, California. 


EAR 


THE GREATEST NAME IN RUBBER 
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January advertisements in 
many industrial publications 
are reminding half a million 
readers that they get Better Bonnet Gate Valve and companion valor Con cones, Union 


' . 
Valve Va'ues and Service better ne valves have every feature you want for 


cost. 


from Lunkenheimer Distribu- soramanse toss 


tors. 


Featured in the advertise- 
ments is the new line of 200 
lb. S. P. Union Bonnet Gate cemvenlanca, Use if Chatned ie vor S 













LUNKENHEIMER NEW 200 LB. 
BRONZE UNION BONNET GATE 


A new high point j " “ 
LUNKENHEIMER's a 5 sna valve service is yours in 


tional LUNKENH Combining tradi- 


workmanship, = superiority in desi 


longer life and lower overall 
I LUNKENHEIMERCO. 
QUAL te 


CINCINNAT! 14. OMI. U. 5. a 










AS CLOSE AS YouR PHONE 
> 1 your Lunkamheimer Distributor, with 


st H 
® Stoct planned to meet your require 


valves, maintenance parts 










Valves, to spearhead your 10% 90h matches the better area ance 
sales efforts on this latest 


or advice on 


valve problems. The friendly assistance 









ett 
y LUNKENMEIMER VALVES. 














Lunkenheimer development. 






ESTABLISHED 1662 
THE LUNKENHEIMER Co. 
—="QUALITY"=— 


CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13) CHICAGO6 









BOSTON 10) = PHILADELPHIA 34 
EXPORT DEPT. 316.322 HUDSON ST., NEW YORK 13,N.¥, 







3 
4. 
5. 
7. 
8. 
9. 


Easy-grip, non heating handwheel 
P, 

atented, weor-resistont sfem eliminates 
steam-thread failure 


Hex-head gland simplifies repocking 


Ample, long-thread stuffing box 

&6é. Perfectly machined repacking seats 
Valve is eosily discssembled 

Full-Rlow body 


Self adhusting double wedge discs 


10. Stay-on discs moke ossembly easy 


Send for descriptive circular No, 534, 





















POWER 

INDUSTRIAL EQUIPMENT NEWS 
SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING 
INDUSTRY & POWER 

NATIONAL ENGINEER 

CHEMICAL ENGINEERING 

PAPER INDUSTRY & PAPER WORLD 
FOOD INDUSTRIES 
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SUGAR 





ABOVE IS ONE OF THE ADS APPEARING IN PUBLICATIONS WITH 
A COMBINED TOTAL CIRCULATION OF OVER 380,000 READERS. 





HEATING, PIPING & AIR CONDITIONING 
OIL & GAS JOURNAL 

PETROLEUM ENGINEER 

TEXTILE INDUSTRIES 


TEXTILE WORLD 
MILL & FACTORY 


FACTORY. MANAGEMENT & MAINTENANCE 


PURCHASING 















AMAZING 
all-purpose 


ELECTRIC TOOL 


will 


© Drill up to Ya'' dia. 

e Ream up to Y"' dia. 

e Tap up to Y2"' dia. 

© Run Nuts up to ¥%"' dia. 

° Drive Screws up to ¥e"' dia. 
© Hole Saw up to 1/%"' dia. 

e Bore Wood up to 2%2"' dia. 
® Drive Studs up to ¥%'' dia. 
© Drill Masonry up to %"' dia. 


e Extract Broken Studs up to %"' dia. 
e Wire Brush up to %'' dia. shanks. 


(Uses Standard Attachments) 


TPCT. 


Lyi! AY SS 


AMAZING! no Kick—No Twist—Even if 


you stall the spindle completely, the motor continues 
to run. 


AMAZI NG! s It’s Reversible—full power in 


either direction—runs on 110V ac-dc. 


AMAZING ! It saves up to 90% of the time 


on nut-running operations alone. 


A M AZIi G! » With Standard Attachments you 
need only ONE INGERSOLL-RAND IMPACT 
TOOL to do all operations. 


Sold only by authorized distributors 


p Ing ersoll-Rand. 


11 BROADWAY, NEW YORK 4, N. Y. 147-18 
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This New DURO 10’ Tilting 
Arbor Saw has many 
new features and 


basic improvements 


A versatile low-cost machine for cutting 
metals, woods and plastics, with many ex- 
clusive advantages. Entire arbor and tilting 
mechanism suspended on rugged, extra- 
heavy precision machined trunnions. 

Has capacity up to 344" depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
blade is 14%", and from blade to rip fence 
with regular extension 17”, or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 
Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Saw. 
Also lists specifications and prices of com- 
plete line of DURO single and multi-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 





DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 


2694 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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Founcry and metal-fabricating shop operators are over- 
whelmed with their increased piece work production from 
BAYFLEX RAISED HUB DISC WHEELS. 


Yes, where heavy duty portable grinders and sanders are 
used the jobs can now be done much faster—easier— 
cleaner. No wonder that BAYFLEX is so popular with man- 
agement and operators alike! 


The merits of this new product are many . . . the production 
possibilities unlimited. To appreciate the full value of 
BAYFLEX however, you must see it in operation. Ask for a 
demonstration at your plant No obligation. 


Wide awake distributors—this is just one more fast selling 
BAY STATE Product. Write for distributorship possibilities 
on our complete abrasive line. 








Branch offices and warehouses A-’MUST” for metal-fabricating shops 
Chicago — Detroit 


BAY STATE ABRASIVE PRODUCTS CO., 
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Talk of the Trade 











THE OLD DAYS: Few are better qualified to talk 
about the “old days” than Harold Masback (Masback 
Hardware, New York) ... When Harold was fifteen years 
old he was selling industrial supplies and his company 
specialized in, of all things, making peanut roasters . . . 
Wonder if Harold inspired that popular song of a couple 
of years ago, “The Peanut Vendor” .. . 


FATHER AND SON: There’s a father and son team 
now working at Russell, Milhench & Harrison Co., New 
Bedford, Mass. . . . It consists of J. L. Milhench and his 
son, Arthur L. 








WHY BE A SALESMAN?: Harry Whitney (Nicholson 
File) has a stock query of applicants for sales jobs . . . 
He asks “Why do you want to be a salesman?” .. . 
His prize reply came from a young man who had given 
the matter great thought: “I figure there are three parts 
to business: manufacturing, accounting and selling. I 
haven’t the technical background to get ahead in manu- 
facturing; I don’t like being cooped up in an office and 
working on details. So, you see, that leaves only sell- 
ing.” ... P.S. He didn’t get a job. 


~ 


AT THE CENTRAL STATES: The recent annual meet- 
ing in a had a national look to it... What with 
more than 500 registered for the session, you could find 
most every section of the country represented . . . And 
those who traveled a long ways were not only manu- 
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facturers . . . There were visiting distributors from such 
distant points as Seattle, Wash., and Newark,-N. J.— 
Wallace Campbell of Campbell Hardware, Seattle, and 
Arthur Squier, Squier, Schilling & Skiff, Newark .. . 
From Los Angeles and Cambridge, Mass.—Al Lohn, 
Ducommun, Los Angeles, and Marsena Butts, Butts & 


Ordway, Cambridge . . . Al had been visiting in the 
East, his daughter attends Sarah Lawrence College in 
Bronxville, N. Y. . . . Speaking of California reminds 


us that Jack Perkins (J. H. Williams Co.) recently re- 
turned from there with a mid-summer tan. 






































SIGN OF THE TIMES: They tell the story around 
Waterworks Equipment Co., Salt Lake City, of F. M. 
Conely inquiring one morning if any black pipe had 
been received . . . “Yes sit,” Franklin Amold replied, 
“two hundred twelve feet and ten inches” . . . Conely 
immediately gave instructions: “Send so many feet to 
so and so, so many feet to so and so. And put ten 
inches in stock for emergencies.” 








QUICK ON THE TRIGGER: When the new officers 
of Central States were being announced, a slip of the 
tongue brought out Bill Teare’s name as Bill Steer . . . 
There were some good natured guffaws but Jim Rud- 
dell, retiring president, immediately turned the slip to 
good advantage: ““That’s right,” he said, “Bill Teare’s 
going to give us a good steer this year.”—It even sounds 
poetic. R. W. B. 











SA 





- Oe 


3. oN 


aS 
he 


d- 


es 
ds 


! 









ii 





oe Py S Pa —— 
ROPE USES - ° NEW 
*, STRENGTH CHART, 





FIBRE GROWING 





= =" ‘ 
o* History p MANUFACTURING. “, 





ae 
wae ROPE BOOKLET 


Here’s a — new booklet with 36 pages just crammed full of interesting facts 
about the history ol manufacture of rope. It contains a lot of useful —— information, 
too . . . for farmers, ship operators, fishermen and industrial users. It shows how to splice and 
tie knots . . . the really practical kind that are used in many occupations. There’s a 
detailed description ‘about how to tig a block and tackle, with 
a weight and strength chart to aid in selecting proper rope sizes. 
Inside pases are attractively LP mipers in two colors... with a 


SAVE TIME ...USE THIS COUPON 
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heavy our color cover . ne sales aid and reference booklet, } Please send me the new American Brand Cordage 
in handy pocket size. Write for a copy. ' booklet. 
' 
' 
1 NAME 
AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 4 
ROPE + TWINE * OAKUM * PACKING , 
' 
BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. e 6Aboness — 
SALES OFFICES: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA t city ere ZONE STATE 
MILL SUPPLIES © JANUARY, 1948 77 








4 Jo MOK good teanond why 
The Welcome Mat 


HEN a Jenkins Distributor salesman calls on 
W: customer or prospect, he can offer the finest 
quality, longest-lasting, lowest-upkeep valves that 
money can buy. In addition, he has always been 
able to offer something more in tangible help 
toward valve economy. 

Today, with these two new Jenkins booklets, he 
comes equipped with an unparalleled plus in 
service. Each contains practical, helpful valve 
information:—each is the only booklet of its 
kind available. 

Smart sales literature is only one plus Jenkins 
puts into every Jenkins franchise. Add continuous 


industry-wide Advertising that reaches every 


“Practical Piping Layouts” is a 32-page book containing 
diagrams and descriptions of 25 typical piping layouts with 
complete recommendations for valve selection and loca- 
tion in the lines. Answers the question. “Which valve 


where for best performance?”. Also lists brief specifica- 


tions of 20 representative Jenkins Valves. 










important valve-buying influence ... Engineering 
Service that builds good will, holds good custo- 
mers ... Sales Assistance that warms up prospects 
... the Selective Distribution Plan that makes 
sure each distributor gets ample opportunity for 
substantial sales volume. 

That’s why Jenkins is the preferred valve fran- 
chise, why vear in and year out, it pays, and pays 
well, to sell Jenkins Valves. 

a 

Jenkins Bros., 80 White Street, New York 13; 
Bridgeport, Conn.; Atlanta; Boston; Philadel- 
phia; Chicago; San Francisco, Jenkins Bros., 


Ltd., Montreal. 
a 
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JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 
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“Prevent Valve Failure” is a 28-page guide to valve econ- 
omy, fully illustrated, with case histories of valve damage, 
and recommendations for its prevention by proper selec- 
tion, installation, inspection, and maintenance. Also gives 
step-by-step procedure for installation and maintenance of 
most commonly used types of valves. 


VALVES. - 


D SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE StS emma 
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Mr. Distributor~here’s a Selling Idea 


Your onthese™ inventory of Republic Rubber 
Products speeds delivery to avoid extended 
Shutdowns for Manufacturers © 


Your on-the-spot inventory of Republic Rubber 
Products speeds delivery to avoid extended shut- 
downs for manufacturers. 

Breakdowns are often unforeseen and where 
least expected. It is then that the customer calls 
you, all hot and bothered. It’s your inventory and 
your service that saves someone’s neck. The 
materials you furnish save production time which 
is a hundred fold more valuable than the cost of 
the product you sell and deliver right on the spot 
in a few hours. 

But when did you last tell your customers that 
you are providing this insurance for them at no 
cost? In selling this idea, perhaps some of your 
customers will ask you to carry more items for 
their emergency needs. 


. it tells buyers why it is economically wise to 
buy from YOU. It tells your story and does not men- 
tion Republic Rubber’s name. Write today for 
your copy. 


A QUARTER CENTURY OF PROGRESS 


REPUBLIC’S 4-POINT POLICY 
Ga 
Line 
A line of rubber items sufficiently 
complete to permit effectively sup- 


plying the requirements of the trade 
solicited. 


(A 
Quality 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 


expected. 
Puce 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Srcetome 
Freedom from competition from his 
source of supply, either direct or 


indirect, among the trade covered 
by his day to day solicitations. 


efeling 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
~ ‘a a knowledge of the product 
sold. 


pe ree ite R U B B E R As aS ee S 
LEE RUBBER & TIRE CORPORATION... YOUNGSTOWN, OHIO 


Lee Deluxe Tires & Tubes, Conshohocken, Pa. 
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FOR MAXIMUM PROFITS 


Rising operating costs, uncertain sales volumes and unbalanced 
inventories. pose serious problems for all distributors. Budget- 
ary Control enables the distributor to control his expenses on a 


current month-to-month basis to insure that total costs do not 
exceed gross margin—that the business operates in the black. 


By JOHN A. WERTIS, Associate Editor 


Through Budgetary Control, the distributor can: 


1. Guide his business to a satisfactory net profit. 
. Control and reduce operating expenses. 
. Act decisively when market conditions change. 
. Coordinate all effort to increase efficiency. 
Promote employee confidence. 


THE SOLE MEASURE by which the in- 
dustrial distributor can estimate the 
success or failure of his business per- 
formance is profit. It is the dominant 
economic motive for his being in busi- 
ness. Yet, many distributors are not 
aware of the exact status of their profit, 
or the lack of it, until the final audit 
of their books at the end of the busi- 
ness year. Still others depend upon 
periodical estimates gleaned from such 
vague yardsticks as general business 
conditions, sales volume, inventory, 
operating expenses, etc., without re- 
gard to the essential relationship each 
of these factors bear to each other. 
What does it profit a distributor if 
his sales volume sets all kinds of rec- 
ords while, at the same time, his oper- 
~~ expenses do likewise? What, if 
anything, can the distributor do to 
ascertain, in time, the nature of those 
aspects of his business which affect his 


JANUARY 


profit? The answer is simple. He can 
practice BUDGETARY CONTROL. 

Budgeting is simply formulating, in 
writing, plans for the future on the 
basis of old and new data regarding 
the business. The application and use 
of a budget — reporting how these 
plans have been executed and com- 
paring the result with the plans — is 
called “BUDGETARY CONTROL.” 
It involves having and using figures of 
sales, cost, inventory, turnover and 
profits. The primary object is to im- 
prove the ratio between sales and ex- 
penditures on the one hand and profits 
and service on the other. 

Budgetary control enables manage- 
ment of distributor organizations to: 

1. Plan for, and guide his business 
to, satisfactory net profit. 

2. Achieve a greater degree of ad- 
ministrative control. 

3. Determine purchasing policy to 


obtain maximum sales in proportion to 
working capital allotments. 

4. Control inventories and inventory 
investment; eliminating excess stocks. 

5. Determine financial requirements, 
bank loans, release of capital. 

6. Maintain satisfactory capital posi- 
tion, 

7. Control and reduce expenses. 

8. Establish realistic sales quotas. 

9. Rate management personnel on 
the basis of its effectiveness in adhering 
to the budget. 

10. Coordinate finances, sales and 
purchasing. 

11. Integrate departmental plans. 

12. Achieve a standard practice by 
correlating expenses to sales volume. 

13, Take decisive action when mar- 
ket conditions change. 

14. Promote employee confidence in 
management. 

Budgetary control has been widely 
adopted by progressive management in 
most important lines of business. As 
such, it deserves the attention of all 
industrial distributors. Budgetary con- 
trol is not a school of business think- 
ing; it is not a specific method of doing 
business. It is a tool to achieve more 
realistic and practical thinking and de- 
cisive action to reach the prime ob- 
jective — net profit. 

Realistic thinking about significant 
data and conditions within one’s busi- 











BUDGETARY CONTROL CAN BE EASY 





A. Budget Period 


C. Budget Forms 
ll. Forecasting Sales 


E. Flexibility 





|. Preliminary Thinking 


B. Scope of Budget 


A. Sources of Data 

B. Forecasting Principles V. 
C. Factors Affecting Forecasting 

D. The Forecast Method 


Simplicity is desirable in the preparation and application of budg- 

etary control. The work may be undertaken by the owner or by 

a committee of department heads under the direction of the owner. 
The steps which will be described on subsequent pages are: 


ll. Cost of Sales 
A. Cost Estimate for Budget 
B. Cost Figures for Performance 
IV. Expense Estimates 
A. Source of Data 
B. Expense Groups 
Budget at Work 
A. Determine Your Margins 
B, Comparisons 
C. Revisions 








ness pays dividends in greater profits. 
Old firms, which have not changed 
their policies or methods to meet the 
growing pressures of modern competi- 
tion, can benefit by the adoption of 
budget practice. Many new firms have 
been started during and since the war. 
These new firms are determined to 
keep or improve their position. They 
will provide additional competition. 

The supply situation has eased some- 
what in several lines and alert distrib- 
utors are once again stressing creative 
selling. Inventories are growing, but 
remain unbalanced. Operating costs 
are mounting and their rise has been 
the concern of many distributors for 
some time. 

Never did all phases of the business 
need closer scrutiny. Never was the 
need for facing hard, unrelenting facts 
with deliberation and confidence more 
clearly indicated. Budgetary control 
brings the distributor face-to-face with 
the important, and not always agree- 
able, facts about his own business. 

In coming face to face with these 
important facts, the distributor will 
have plenty of opportunity for self- 
analysis. Traditions, assumptions and 
habits will have to be scrutinized and 
tested in the light of these facts. If 
found wanting by business logic, they 
may have to be discarded. 

Budgeting also reveals those busi- 
ness activities that are not profitable 
thereby placing them in the proper 


perspective. Some business is done as 
a matter of satisfying customers, or 
maintaining good will in customers’ 
establishments. Budgeting labels these 
activities for what they are and fosters 
no illusions concerning them. 


Sales and Profits 


During the war, sales of industrial 
supply and equipment firms rose to 
record levels. Despite government re- 
strictions, shortages, high taxes, many 
distributors felt that net profits did not 
rise in the same proportion as sales 
volume. Somewhere along the line, 
sales volume had reached and passed 
the point of profitable operation. 


None, however, knew just where. This 
fact is of the utmost importance in 
determining capital needs and can be 
revealed by the application of budget- 
ary control. In fact, one sales manager 
of a large industrial supply firm in the 
East, promoted the inauguration of a 
budgetary control system in his own 
organization for just such reasons. He 
argued that the sales department was 
responsible for increasing sales. Hence 
it should be assured that every effort 
was being made to exact the propor- 
tionate net profit from the increase, 
with budgetary control. 

#The criticism is frequently heard 
that budgetary control is too inflexible 
for the industrial supply industry which 
has to face any number of eventualities 


during a year. The opinion derives 
from the lack of knowledge about re- 
finements in the technique of budget- 
ing. These refinements demonstrate 
that budgeting can be as flexible as the 
distributor wants to make it. They are 
based on the accepted fact that busi- 
ness volumes do change. And that 
increased sales imply an increase in 
operating expenses. In fact, one of the 
outstanding purposes of budgetary 
control is to change and modify, both 
budget and operations, to keep a pro- 
per relation between sales and expenses. 
Actually, there is nothing new in 
the idea of budgeting. Most industrial 
distributors budget in some form or 
other. Operating plans are based on 
either conscious, or unconscious, esti- 
mates of future business. Budgetary 
control merely requires writing these 
estimates down on paper, in an orderly 
manner to facilitate analysis, the re- 
sults of planning, reports and compani- 
son. Much of this is being done now, 
spottily and very unreliably, by mental 
calculation. The complex variety of 
factors affecting gross margins and net 
profits in today’s business, especially in 
the industrial supply field, make it 
virtually impossible by hit. or miss 
methods to achieve any reliable mental 
picture of the state of the business. 
The factors which affect the indus- 
trial supply distributor’s profit merit 
more attention, study and control. Op- 
portunities for this are part and parcel 
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of budgetary control. Broadly speaking, 
the factors in the distributor organiza- 
tion which affect net profit are: (a) 
sales volume, (b) the gross margin 
earned, and (c) expenses incurred in 
getting the business. 

Viewed and studied separately, none 
of these major factors are very relevant. 
Presented in their proper ae 
to cach other and compared to a well- 
considered plan of operation, they 
mean a great deal. The degree of con- 
trol that the distributor can exercise 
over any or all of these factors depends 
on his thinking, industry and imagina- 
tion. Each of these factors is a classifi- 
cation in budget planning and may be 
broken down into items. This facili- 
tates cstimating, planning, reporting 
and comparing. The breakdowns de- 
pend upon which items the distributor 
regards as important, or most necessary 
to control. 

Since the success of an industrial 
supply business is measured in terms 
of profit, the distributor should plan, 
and plan intelligently, for that profit in 
a budget. This means projecting pos- 
sible sales volume, cost of inventories 
required to achieve that volume, gross 
margins, operating expenses and taxes. 
He has the experience and judgment 
required to analyze past performances 
and to estimate future possibilities and 
requirements so as to end up with what 
he considers a fair and equitable net 
profit. The resulting budget is the 
standard against which his performance 
during the year is matched. Unfore- 
seen changes in the business picture 
may occur during the year. Budgetary 
control involves adjustment of signif- 
cant items in the budget in the light 
of new developments. It may also in- 
volve the modification of operational 
policy to attain the desired net profit. 


Profit Factors 


Insufficient net profits or net losses 
result generally from: 

1. Inadequate gross margins. 

2. Insufficient sales volume. 

3. High operating expenses, or 

4. Any combination of these three 
conditions. 

Budgetary control brings all these 
factors into proper perspective and in- 
dicates the area for corrective action. 
Obviously, the principal means by 
which the distributor can increase net 
profit is by reversing any or all of the 











SALESMAN’S STAKE IN BUDGETARY CONTROL 


In the final analysis, the salesman is responsible for the sales 
volume of an industrial supply firm. The pressure is on him 
constantly to sell as much, if not more than he had done before. 
He does not want to see his extra effort in selling wasted. 

Budgetary control increases the salesman's confidence in 
management's capacity to get the most out of sales volume. 
It assures him that fluctuations in the business’ profits are not 
the result of administrative shortcomings. It assures him that 
insufficient profits, and management's promptings for greater 
selling efforts, are due to conditions over which management 
has no control—that management has already exercised judg- 
ment, foresight and careful planning. 

By participating in sales forecasting, the salesman will learn 
much about sales opportunities in old, as well as new, accounts. 
It will provide him with an opportunity to review each account, 
past purchases, effect of competition and customers’ inventories. 








conditions revealed by his profit and 
loss statement. This is the report of 
performance that is compared to 
budget figures. He can concentrate on 
those lines with higher margins to 
bring up his average gross margin; he 
can increase his sales volume; or he can 
cut operating expenses. Orderly budget- 
ing and the application of budgetary 
control indicates the danger spots at a 
time when corrective action can rem- 
edy the situation. 

In the matter of adjustments, budg- 
etary control encourages constructive 
measures. Although reduction of oper- 
ating expenses comes to mind as a 
most practical countermeasure to’ di- 
minishing net profits, it is a negative 
solution and, at best, simply an ex 
pedient corrective. In some instance: 
curtailment of sales promotion expense 
can be outright false economy vecause 
of the adverse effect such a move would 
have on sales volume. 

The chief stress of a budget is the 
well-considered apportionment of the 
distributor’s resources to attain his ob- 
jective (higher net profit). It focuses 
his attention on other possibilities of 
corrective action than curtailment of 
expenses. Thus, in a period of declining 
sales and net profits, a study of the 
budget and performance may indicate 
a need for sales control through sales 
analysis. Operating expenses may not 
withstand a decrease without a diminu- 
tion of service, which, in turn, would 


have a detrimental effect on sales 
volume. 

From the distributor’s knowledge of 
his business, its market and local con- 
ditions, he may even increase his sales 
expenses to increase his sales volume, 
thereby increasing his net profit. Again, 
he may be led to an analysis of gross 
margins by lines to locate where his 


sales effort is being wasted. 


Fixing Responsibility 


Another contribution of budgetary 
control to more effective management 
is the fixing of responsibility for per- 
formance. Department heads who plan 
for spending and saving are pledged to 
tulfill their programs. Salesmen who 
help estimate sales volume, feel a more 
personal interest in achieving or ex- 
celling their own quotas. The budget 
serves as a deadline for departmental 
expenses and department heads must 
think in terms of budget when author- 
izing expenditures. 

In short, budgetary control is the 
watchdog of net profits. It leads to a 
mére stable organization and a more 
positive control over the factors and 
circumstances which affect the prog- 
ress and development of a business. In 
times when the distributor is con- 
cerned over maintaining sales volume, 
meeting growing competition and 
— operating expenses, it is an in- 
valuable management tool. 
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SoME PRELIMINARY THINKING by man- 
agement is necessary before any actual 
work on developing a budget for an 
industrial supply firm is started. There- 
fore, some thought should be given to 
the organization and procedure for 
preparing, revising and enforcing a 
budget. 

In an industrial supply firm, all 
three functions can be performed by 
the owner himself with the help of 
subordinates operating under his direc- 
tives. Where the organization is more 
complex, it would be advisable to form 
a budget committee to include other 
executives, department heads and the 
company auditor or accountant, with 
the owner as the head of the com- 
mittec. 

The advantage of this method is 
that it enlists the thinking and co- 
operation of the more qualified indi- 
viduals of the company in support of 
the program. It then becomes a state- 
ment of those individuals who will be 
responsible for its execution. Budgeting 
is not a mere process of collecting sta- 
tistics concerning the business. It is the 
sum of the best judgment of the 
owner, or of the committee, after 
study of collected facts, as to what the 
company can reasonably expect to do 
and what policies are necessary to 
achieve that objective. 

Several decisions must be made 
by management prior to establishing 
budgetary control. These decisions will 
determine: (1) how far ahead manage- 
ment thinks it is practicable and pos- 
sible to plan with any degree of’ ac- 
curacy; (2) what phases of the business 
management wishes to exert maximum 
control over; and, (3) what sort of 
equipment in the way of working forms 
will management need to establish and 
practice budgetary control. 


BUDGET PERIOD 


Defines Future Planning 


The first decision to be reached by 

the owner or thé committee, is to de- 

' termine the period for which a budget 
should be made. Although there is a 

wide variation in the length of the 

period used for budget purposes ‘in 

different companies, the most common 

practice, especially in the distributive 














¢ PRELIMINARY THINKING ORGANIZES EFFORT - 


industries, is to budget for a year with 
a breakdown of the estimates by 
months. 

Some firms prefer a six-month period 
of budgeting, while still others limit 
their estimates to quarterly periods. In 
any event, the length of the period is 
determined by the owner, or by a com- 
mittee, on the basis of his. or their un- 
derstanding of general business condi- 
tions, the nature of the lines handled, 
and how far ahead general conditions 
affecting the business can be forecast 
with any degree of reliability. 

Since the introduction of modern 
budgeting techniques, however, the 
practice of budgeting for an entire 
year has grown considerably. Modern 
budgeting techniques provide and call 
for periodical budget revisions, when 
necessary, and these revisions are made 
monthly or quarterly to bring the budg- 
et into line with conditions as they 
have developed. This is called bringing 
the budget to “actual.” Arrangements 
are made to check performance with 
the budget each month, and this pro- 
cedure is recommended to the indus- 
trial distributor. 

Quarterly or intermediate revisions 
and modifications of budget estimates 
enable the distributor to exercise full 
budgetary control with the minimum 
of extra work. For example, if the per- 
formance for one month falls below 


the budget estimates, the distributor 
would not necessarily revise his budget, 
nor take any corrective action. Certain 
adverse conditions may have prevailed 
during the month, or certain unusual 
expenses may have been incurred. The 
distributor, from his knowledge of lo- 
cal conditions, may be able to foresee 
enough improvement for the following 
months to bring performance close to 
budget estimates. More importantly, 
however, it brings the “unusual” to 
the attention of management im- 
mediately. 

Such budget practice is illustrated 
in the case where sales do not come 
up to budget estimates for the first 
month of a quarterly period. After an- 
alyzing the reasons for the below-par 
performance and satisfying itself that 
sales could be improved enough in the 
following month or two to bring per- 
formance up to budgeted estimates, 
management has been warned and, in- 
stead of revising the budget, has taken 
positive measures to correct perform- 
ance. 

No matter how long or short the 
period of the budget is, monthly com- 
parisons of actual performance with 
budget figures is necessary if manage- 
ment is to secure the maximum bene- 
fits from budgetary control. While it 
is possible to budget for a month at a 
time, such a short period is not advis- 
able. Such short term planning does 
not project management's profit pos- 
sibilities beyond the “break-even” 








BUDGETING IS FLEXIBLE 


WRITING on the restrictive aspects of budgeting, Bruere & Lazarus 
(APPLIED BUDGETING, McGraw-Hill) point out! 

“In business, the budget maybe used to restrict, but its chief value 
is @s a. measure of coordination and comparison. There is no need for 
setting the period to which appropriations, quotas and programs shall 
apply beyond the moment when good business judgment requires their 
modification. Periods may be as long as, or as short as, facts inter- 
preted by judgment warrant. Where flexibility is needed, to make quick 
modification of policy in response to changing market conditions, sup- 
ply of materials, or fluctuations.in orders, sales or traffic, the budget 
facilitates, rather than hampers, such modifications, if it is to be done 
with full regard to all related operations and problems.” 
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point, a period of vital concern to all | 


businesses. 


SCOPE OF BUDGET 


Prepares Business Picture 


The industrial distributor's budget 
will vary with the requirements and 
circumstances of each individual com- 
pany. As a rule, however, the budget 
should cover those activities which the 
distributor considers the most impor- 
tant in the attainment of profit. It 
should be presented in a form which 
facilitates analysis, comparison and the 
exercise of control over all factors af- 
fecting net profit. 

The budget, therefore, should be 
built around a master plan. Since it is 
an operating budget, based on a 
thorough understanding of past per- 
formance and management’s judgment 
as to future conditions which will 
affect his business, the elements should 
be the same as those of an operating 
or profit and loss statement. Generally 
speaking, the main elements are: 

Sales 

Cost of Goods Sold 

Gross Margins 

Operating Expenses 

Non-Operating Income & Expenses 

Net Profit 


No definite form can be laid down 
for these statements as they must be 
adapted to the accounting practice and 
policies of each individual firm. In 
general, they list deductions and addi- 
tions to income along the pattern 
given in the listing of elements above, 
with expenses fully itemized. These 
details give complete analyses of the 
individual expense groups for control 
purposes. 

In the accompanying chart there is 
a very complete itemization of operat- 
ing expenses. The itemization gives a 
good idea of the amount of detail 
which can be included in a budget de- 
signed for close supervision of these 
expenses. 

The list may contain more details 
than the average distributor would 
want. Also, it may not coincide with 
his current accounting methods. In 
that event, the distributor will have 
to determine what itemization can 
and must be included. With the as- 
sistance of his accountant, he can de- 
termine a list of items which will 


BUDGET ESTIMATE SHEET 





1946 


FOR PERIOD 
1947 


1948 








RIGS SALES. co ee 
Less Returns & Allow ......... 
PURE ME SoGta Sate bs dawnt 
Less Cost of Sales ........... 
GROSS MARGIN .............. 


EXPENSES 
Fixed Expenses 
BO chases (cubase ue aes byes 
Taxes — Real Property ....... 
Depreciation .............4+- 


Maintenance & Repairs ...... 
Total Fixed Expenses ...... 


Semi-Fixed Expenses ........... 


URED. vhita tan ahacees ee 
Dues & Subscriptions ........ 
Telephone & Telegraph ...... 
AMES Ri oe 
ONDE. EEE 
Professional Services ......... 
Light, Heat & Power ......... 
UO iia Fa hie eee Sie 6 ob 
Comtrutiend iii oes 
Credit Service .............. 
Insurance 
Miscellaneous 

Total Semi-Fixed Expenses . . 


ee ee ee 


er 


Variable Expenses 
WT IIo ee Cacia cad’ s 
Commissions —Salesmen ..... 
Automobile Expense — Truck .. 
Automobile Expense—Salesmen 
Travel Expense — Selling ..... 
Travel Expense — Other ...... 
Entertainment ............... 
Sales Expense — General ..... 
Shipping Expense ........... 
Parking & Storage ........... 
Advertising .......... Seeasei 
Stationery & Printing ........ 
Office Supplies, Expense ..... 
Total Variable Expense .... 

TOTAL EXPENSES 


NET SALES INCOME 
OTHER INCOME 


Plus Other Income .......... 
Discount on Purchases ....... 
Commission on Factory Sales. . 
Interest Received ............ 

Total Income ............. 


LESS OTHER REDUCTIONS 


Discount on Sales ........... 
Bad Debts — Net ............ 
NON FUN io i os kk Oks oes 


NET PROFIT BEFORE TAXES .... 
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SUMMARY 


BUDGETARY CONTROL SHEET 


For the Period. ..-----****** | 


Last Year to Date 





Year to Date 


Budget | Diff | Actual | Budget | Diff 





Actual | Budget | Diff 








Gross Sales 

Less Returns & Allow 
Net Sales 

Less Cost of Sales 
Gross Profit 


Expenses 
Fixed Expenses 
Rent 
Toxes — Real Property 
Depreciation ; 
Maintenance & Repairs 
Total, Fixed Expenses 





Semi-Fixed Expenses 
Salaries 
Dues & Subscriptions 
Telephone & Telegraph 
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correspond to his accounting system. 
This will simplify securing budget 
data and reporting performance. 


BUDGET FORMS 
Must Tell The Story 


Once the arrangement of account- 
ing classifications for the budget have 
been made, attention should be given 
to the forms in which the figures will 
be prepared for estimating, compari- 
son, study and analyses. These forms 
are not arbitrary and the distributor, 
as he gains experience in the practice 
of budgetary control, can design his 
own according to his concept of what 
figures are significant and what com- 
parisons are most relevant. These 
forms may be prepared in long-hand, 
on the typewriter, mimeograph or 
printing press. 

There are two principal functions 
for forms used in connection with 
budgetary control. These are: (a) the 
forms for basic estimating and, (b) 
the summary forms used for budgetary 


Postage L | 3 Ee 


control. There are supplementary 
forms which make the job of prepar- 
ing budget figures casier and some 
idea of these will be given in subse- 
quent sections. 


Estimating Forms 


Budget estimates are based on past 
performance and on the anticipated 
business activity. The form shown on 
Page 87 is a typical form used for 
budget estimates. The actual profit 
and loss figures for the two previous 
years, or periods, are entered in the 
first two columns under each month. 
The estimated performance for the 
budget year is entered in the final 
column. If more than two previous 
years are taken as the basis for esti- 
mates, additional columns may be 
provided. 


There are two practical uses for the 
basic estimating sheet. It may be 
used to determine standard costs of 
expense items under different volumes 
of sales or it may be used for the 
actual budget estimates by months. In 
either case, it is applied the same way 


with the first two columns showing 
past performance and the third col- 
umn on each division showing either 
the standard costs or budget figures. 
Its value lies in the juxtaposition of 
key figures, in order they may be 
compared visually and the averages 
figured without consulting more than 
one sheet. 

The basic estimating sheet can be 
prepared without including all months 
of the year, but simply room for one 
month’s figures. In that case, 12 
basic sheets will be needed for one 
year’s calculations or estimates. From 
the illustration, it will be noted that 
the classification of budget items fol- 
lows the same pattern, starting with 
gross sales, gross profit, operating ex- 
penses, etc., and this itemization must 
be carried out throughout budget 
operations. 


Summary Forms 

Summary budgetary control forms 
are used for the purpose of comparing 
and analyzing tne performance each 
month. A basic form for this function 
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BASIC ESTIMATING SHEET 


JANUARY 


Gross Sales 

Less Returns & Allow 
Net Sales 

Less Cost of Sales 
Gross Profit 


Expenses 
Fixed Expense 
Rent 
Taxes — Real Property 
Depreciation 
Maintenance & 
Total Fixed 


Semi-Fixed Expenses 
Salaries 
Dues & Subscriptions 
Telephone & Telegraph 


Postage 


is shown on previous page. Onc of 
these sheets is prepared for cach 
month of the year. Extra blank copies 
may be made in order to distribute 
monthly performance figures to re- 
sponsible executives and department 
heads. 

When the budget estimates for the 
year are completed, monthly estimates 
are transferred to the summary sheets. 
This means two budget entries on the 
summaty sheet for each month. The 
first is the estimated sales volume for 
the month. These figures are entered 
in the section headed “This month” in 
the second column labeled “Budget.” 

Naturally, there would be no entry 
for January in the next section 
marked “Year to Date’ as this section 
is reserved for cumulative figures. For 
the remaining months, however, the 
cumulative budget figures are entered 
in the second column of this section. 
For example, in making an entry in 
this section of the summary sheet for 
February, the January and February 
estimates are added and the sum is 
placed in this column. 

The remaining two sections contain 
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Budget 


budget and actual performance figures 
for the previous year, broadening the 
scope of monthly comparisons. Dis 
tributors who are beginning budgetary 
control can secure data to fill the 
columns in these two sections from 
the monthly profit and loss statements 
for the previous year. 

Some distributors may wish to pre- 
pare a master summary form showing 
monthly and cumulative estimates and 
actual performance and variations 
from budget for the entire year. This 


can be done by dividing a large sheet 
into 12 such sections. Each section 
would contain sub-divisions as shown 
on the Summary Budget Control 
Sheet. An additional section could be 
provided showing the same informa- 
tion included in the Basic Estimating 
Sheet. 

Such a form may be large but it 
does have the advantage of permitting 
instantaneous comparisons of current 
and past figures for different months 
and years. 


SALESMAN’S BASIC DATA CARD 


Customer's Name. . 

















in this section, are: 
1. Past Performance 


3. Status of Inventories 
4. New Products 





CONSIDER THESE FACTORS 
WHEN ESTIMATING SALES 


ACCURATE SALES ESTIMATES result when all factors in- 
fluencing future sales volume are considered. The estima- 
tor should know and study the effects of these factors on 
potential sales volume. Some important ones, discussed 


2. General Business Outlook 6. Physical Facilities 


9. Competition 


B. Marketing Policies 


7. Personnel 
8. Finances 
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* FORECASTING SALES - 


Bupcetinc, as has been pointed out, 
is more than a mere collecting of 
statistics concerning the distributor's 
business. It is the summation of the 
distributor's best thinking and_ judg- 
ment regarding the future, based on a 
complete analysis of past performance 
and a consideration of future economic 
conditions and developments as they 
affect his field. Since budgeting is plan- 
ning for operation, it is based’ on some 
kind of assumption of the future vol- 
ume of business activity. Therefore, 
the first stage in the development of a 
budget is a forecast of sales for the 
budget year. 


Sources Of Data 


The distributor's books are the basic 
source of data showing previous sales 
volume. Naturally, the figures will be 
stated in dollars since sales volume 
will be matched against cost of goods 
sold and operating expenses to prede- 
termine the net profit. 

Distributors who employ sales ana 
lysis systems have a ready and valuable 
source of data for estimating. Others 
presumably keep records of total sales 
by months. Information regarding pros- 
pects and new customers is obtained 
frem salesmen. 

A few manufacturers of industrial 
supplies and equipment products pro- 





vide cach of their distributors with 
territorial potentials and state what 
proportion of that potential the dis- 
tributor should get. Whether or not 
the distributor accepts this estimate for 
budget purposes depends upon how 
much confidence the distributor has 
in his supplier’s method of arriving at 
an estimate of potential. If the figures 
are obtained by survey and careful ana 
lysis of all factors affecting the sale 
of the particular products, the distribu- 
tor can regard them with confidence. 
If the means used to arrive at a poten 
tial were the traditional past sales plus 
10 percent, the distnbutor might check 
them with his own findings and judge 
which figures are the more realistic 
and useable. 

Forecasting provides a field for closer 
manufacturer-distributor relations. By 
providing the distributor with reliable 
estimates of potentials, the manufac- 
turer facilitates and encourages the 
practice of budgetary control. This 
means taking a long step toward more 
efficient operation all around. 


Principles Of Forecasting 


The estimates derived are for the 
guidance of management and should 
be as accurate and realistic as possible. 
Sales estimates should reflect a reason- 
able expectancy after careful considera- 


tion of all factors. Conservatism, rather 
than undue optimism, should be the 
guide in estimating future sales volume. 
The estimate should be an honest ap- 
praisal of what can be done under the 
conditions which are expected to 
prevail. 

Overly-ambitious estimates, made 
with the expectation that the goal will 
not be reached, are detrimental to 
morale and sales effort. Such estimates 
have little, or no, valuc as a medium 
of budgetary control. The distributor 
should not “kid” himself. 

On the other hand, estimates can 
be too pessimistic. Such a budgeted 
sales volume is easy to achieve, and 
tends to pass off a mediocre perform- 
ance as a good one. It is no credit to a 
sales organization to duplicate last 
year’s sales volume when industrial 
production and general business fore 
casts indicated that the budget year 
held greater potential business than the 
previous year. 

Many distributors become unduly 
pessimistic regarding sales forecasting, 
being quick to point out that accuracy 
is impossible in the industrial supply 
field because of the variety of cus- 
tomers and products, the delivery situa- 
tion, etc. This attitude indicates a lack 
of understanding of the principal re- 
quirement of a practical forecast. All 
budget estimates are approximations at 
best. Therefore, all estimates are sub- 
ject to some degree of error at all times. 
All that is required of a forecast is that 
it be accurate enough to permit its use 
as a standard to gage future perform- 
ance. 

Any distributor who observes the 
fundamentals of good forecasting can 
reach an estimate of his future volume 
which will help him establish proper 
relationships between all factors affect- 
ing net profit. Some who have tried, re- 
port that budgetary control has been 
effective with as much as a 10 percent 
variation between estimates and actual. 


Factors Influencing Estimates 


A study of the factors which influ- 
ence industrial supply and equipment 
sales contributes to successful sales 
forecasting. Several of the general fac- 
tors are: 


PAST PERFORMANCE -— The basis 


for all estimates of future sales volume 
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is what the company has done before. 
Data on previous sales, orders, billings 
(whichever measure the distributor in- 
tends to use) are taken from the com- 
pany’s books. Where possible, past 
sales figures are broken down into three 
classifications for greater accuracy in 
analyzing and forecasting. These classi- 
fications are: By manths, in order to 
disclose sales trends and seasonal varia- 
tions. The industrial supply and equip- 
ment business, while not subject to as 
wide fluctuations as others, has expeti- 
enced an observable tendency in this 
direction, during the last few years. 
Sales have fallen off during summer 
months. This has been due to com- 
plete closedowns in customers’ plants 
during vacations. This fluctuation was 
more prominent since the end of the 
war. 

By product lines, in order to analyze 
trends in sales within the product 
structure and to disclose possibilities 
of developing higher sales volume. Sea 
sonal patterns are also revealed by such 
a breakdown, indicating times when 
additional working capital for higher 
inventories will be needed. 

By customers, in order to analyze 
potential and relative importance of 
industry groups represented in the 
market of the distributor. Individual 
customer’s plans and prospects can be 
considered and sales estimated morc 
accurately. 

In an analysis of previous sales, the 
distributor should consider the eco- 
nomic conditions which prevailed dur- 
ing the year under review. The effect 
of these conditions on past sales should 
be studied and analyzed. One instance 
is the time lag on deliveries during 
periods of short supply. Another is the 
change in industrial buyers’ attitude 
during a transition from a seller's to 
a buyer’s market. 

After analyzing the effect of eco 
nomic conditions on previous sales, the 
distributor should gather and study all 
available information, both past and 
present, on suppliers and customers to 
gain an objective estimate of what to 
expect during the coming year. Some of 
the prevailing conditions may change 
and some may be expected to continue. 
By keeping informed, the distributor 
is better equipped to translate previous 
sales into terms of future sales. 

Some past business may not be ex- 
pected in the future because of nature 





in others. 


In order to get as accurate a distribution as possible, 
the distributor can use the previous year's monthly sales 
pattern as a guide in distributing annual estimates. Each 
month's sales is figured as a percentage of total sales for 
the year. This percentage is applied to the estimated vol- 
ume to secure the proper allocation for the particular 


month. 


A refinement of this formula is to secure percentage 
figures of sales by months for as many years as possible 
and striking an average for a pattern of sales by months. 


MONTHLY DISTRIBUTION 
IS NO PROBLEM 


Firms that estimate total sales volume from previous 
total sales will need some sort of method to distribute the 
estimated sales to months of the budget year. Simply 
dividing the total estimate by 12 invites sub-standard per- 
formance in some months and overly-optimistic estimates 








of the products sold or the quantities 
involved. On the other hand, the 
estimator must be alert for possibilities 
of new business from unsold prospects 
and new concerns. He must try to form 
an honest opinion of his company’s 
chances of getting this business. Data 
of this nature are available from an 
alyses of customer records, from sales 
men and from studies of the rate at 
which the number of customers has 
increased or decreased. 

Customers’ plans must not be overt 
looked either. Expansion or contraction 
of production facilities by customer’ 
affect supply and equipment sales. 
Changes in operations may lead to 
purchases of other supplies than those 
customarily bought. 


BUSINESS OUTLOOK—General eco 
nomic conditions are a potent factor 
in forecasting. These conditions can 
change very rapidly and the possible 
cffects of these changes on the sales 
of industrial supplies and equipment 
should be studied carefully. Business 
statistics and forecasts by analysts 
should be watched and weighed. 
The relationship of industrial sup- 
ply and equipment sales to industrial 
production figures, as reported each 
month in MILL SUPPLIES, is typical 


of the sort of economic data which can 





help the distributor in forecasting. Dis 
tributors’ sales fluctuate in direct rela 
tion to the ups and downs of general 
business activity. 


The distributor who wishes to check 
his own opinions with those of experts 
has any number of business forecasts 
and analyses available. The Survey of 
Current Business, published by the 
Bureau of Foreign and Domestic Com 
merce, is considered one of the most 
comprehensive tabulations of business 
data available to the American busi- 
nessman, 

Each of the 12 Federal Reserve 
Banks publishes an analysis of condi- 
tions in their respective districts. ‘These 
are important because the distributor's 
territory may be located in a district 
having an outlook quite different from 
the outlook for the country as a whole. 
Along the same lines, state bureaus of 
business of state universities supply 
business with pertinent statistics. And 
then, of course, there are a host of 
private business forecasting services 
that are available. 

Economic conditions affect the dis 
tributor’s customers also, and the dis- 
tributor should acquaint himself with 
conditions and problems in each of the 
major industries he serves. Excess de 
mand may prevail in a metal-working 
industry at the same time that an ex- 








JANUARY 1948 








MILL SUPPLIES 


89 (B-9) 














cess supply exists in the textile industry, 
and vice-versa. In such cases, high vol- 
ume of sales may be expected to con- 
tinue in one and a lower volume in 
another. The delivery situation in the 
distributor’s lines will meet with similar 
variations because of the basic materials 
situation. 

Some distributors séek various in- 
dices to compare with their own sales 
in order to establish a relationship in 
movements. If the distributor’s sales 
parallel the movement of the index 
under study, or even lag behind, this 
relationship may be regarded as signifi- 
cant, if there is a logical basis for the 
correlation. 


STATUS OF INVENTORIES—The 
condition of the distributor’s inventory 
has a strong effect on future sales be 
cause of the special sales effort con 
stantly being made at liquidation of 
slow-moving items, regardless of trends. 
Unbalanced inventories prompt dis- 
tributors to sell off excess stocks of less 
frequently needed sizes and types of 
products. Adequate stocks contribute to 
increased sales and the possibilities of 
achieving balanced inventories should 
be considered. 

Customers’ supply and equipment 
inventories are another important in- 
dex to future sales. Salesmen should 
learn as much as possible about varia- 
tions in their customers’ supply in- 
ventories, how much they: keep on 
hand, how much they order, how fre- 
quently they order. The effect of over- 
stocks, understocks or normal supplies 
on distributor sales is obvious. 


NEW PRODUCTS-—Distributors are 
constantly studying the. possibilities of 
‘adding new lines or products as means 
of increasing sales volume. Obsoles- 
cence of stocked items, due to the in- 
troduction of more efficient products 
by competitors, also has its effect on 
future sales. By the same token, the 
distributor may open new fields for 
increased sales at the expense of com- 
petition by introducing more efficient 
products. 


MARKETING POLICIES — Changes 
in the selling organization, in selling 
technique, methods, policy or sales 
promotion activity is reflected in sales 
volume. Adequate stocks and analyses 
of customers’ needs may increase sales 


also. Due allowances must be made in 
the light of contemplated plans in this 
direction. 


PHYSICAL FACILITIES — Future 
volume must be related with the facili- 
ties at the disposal of the distributor. 
The distributor should check his plant 
to ascertain if warehousing, stockroom, 
and other facilities are adequate, to 
handle estimated volume. If not, pro- 
visions should be made for additional 
facilities through purchase or lease, or 
by trimming the sales objective to con- 
form with present facilities. 


PERSONNEL — Increase in sales 
volume implies adjustments in the 
assignment of office, counter, stock, 
warehouse, shipping and receiving de- 
partments, contributing to operating 
expense. Personnel requirements at dif- 
ferent levels of sales volume can be 
plotted for guidance in forecasting as 
well as in practicing of budgetary 
control. 


FINANCES — Increased sales place a 
strain on available working capital. 
Addition of new lines or products does 
likewise. Capital requirements for cach 
line should be analyzed and estimates 
should be guided by. the capital 
position. 


COMPETITION —A study of the 
competitive picture by lines will in- 
dicate possible effect on future sales 
volume by competition. The strength 
of new competitors in the field should 
be noted and considered. Increase or 
decline in the importance of chief com- 
petitors should be appraised in the 
light of their effect on future sales. 


The Sales Forecast Under Way 


An appreciation of the principles of 
good sales forecasting and an under- 
standing of the factors affecting esti- 
mates presented in the preceding pages 
prepare the distributor for the actual 
work of drafting figures of future sales 
volume. Actual estimating will depend 
a great deal upon the sort of sales rec- 
ords the distributor has at his disposal, 
and on what qualified personnel he 
has to assist him in the work. 

Assignment of responsibility for 
making the forecast will vary with the 
size and type of each individual supply 


firm. The task may be assigned to the 
sales manager, since he will be re- 
sponsible for reaching the goal set. It 
may be delegated to a committee of 
executives and department heads work- 
ing under the direction of the owner. 
Or the distributor may undertake the 
job himself. 

Forecast development by the sales 
manager and the salesmen is an ac- 
cepted practice with progressive man- 
agement. It is a method which the 
distributor can employ to the greatest 
advantage. The sales manager, or de- 
partment head, is qualified to under- 
take the task because he is more 
familiar with the company’s market 
and its products than any other in- 
dividual in the organization. 

Under this method, the assistance 
and cooperation of the salesmen is en- 
rolled. The salesman’s knowledge of 
customers, their operations, products, 
plans and outlook is valuable, and con- 
tributes greatly to the accuracy of the 
forecast. He should be encouraged to 
undertake an honest and realistic ap- 
praisal of his customers and prospects 
and what amount and kind of business 
he can reasonably expect from each 
during the budget year. 


In order to arrive at a reasonably 
accurate estimate, the salesman will 
have to analyze his past monthly sales 
by customers and by lines. Where 
houses employ sales analysis technique, 
this data can be obtained by the sales- 
man in appropriate form for study and 
analysis. 

In firms that do not use sales ana- 
lysis, data on past monthly sales by 
customers and by lines may be fur- 
nished on index cards such as illus- 
trated on Page 87. A card is made 
out for each of the salesman’s cus- 
tomers with the amounts of the sales 
of each line for each month. Using 
this information as a basis, and his 
knowledge of his customers, their plans 
and economic position, the salesman 
can draft reliable estimates of future 
business to be reasonably expected from 
each. 

Lacking such information, the sales- 
man should be supplied with total sales 
to each customer. If possible, these 
sales should be broken down into 
months. Proceeding from these figures 
and observing the principles of good 
forecasting as well as keeping in mind 
the factors which affect future sales, 
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as they apply to each customer, the 
salesman can build up a reasonably 
reliable forecast. 

This last alternative, however, does 
not answer the question of what the 
total sales of the firm by lines were. 
This information can be obtained by 
the sales manager, after the salesman 
has submitted his estimates by cus- 
tomers for review. The sales manager 
can obtain sales by lines from the pur- 
chase records after adjustment for be- 
ginning and ending inventory on each 
line. With this sort of information at 
hand, the sales manager is in a better 
position to draft a composite estimate. 

. 


Estimates Analyzed 


In all three methods described 
above, the salesmen prepare the orig- 
inal estimates which are handed to the 
sales manager. Commentary may ac- 
company those figures which seem to 
require some explanation. The sales 
manager studies and analyzes these 
estimates. The salesman may have 
overlooked some important factor in- 
fluencing future sales. Changes may 
be indicated for reasons of company 
policies, aims and limitations. 

Whether or not the sales manager 
discusses the estimates with the sales- 
man before making any changes, de- 
pends on company policies. Some sales 
executives feel that salesmen are too 
sensitive to current conditions and 
therefore are apt to be too pessimistic 
or too optimistic. 

When the sales manager completes 
his review and modifications, he pre- 
pares an overall estimate of sales vol- 
ume for the company. This estimate 
is submitted to management, or a 
committee formed by management, for 
a final check, revision and approval. 
It is management’s task to check the 
sales manager’s estimate thoroughly, 
particularly to see that it conforms to 
the shaping economic picture. 

While these refinements in the c.' 
mating procedure would give a more 
reliable guide to forecasting sales, some 
distributors may balk at the amount of 
work that seems to be involved. But, 
even for these cases, the distributor is 
better off if he makes an overall esti- 
mate and forgets about the refine- 
ments. The main point is to get some 
figure as a sales estimate against which 
he can measure his performance. 





COST OF SALES 


The cost of the merchandise to be sold during the budget 
year (cost of sales) must be determined as the next step 
in developing the overall budget. By subtracting cost of 
sales from estimated sales, the distributor arrives at the 
gross margin he expects to earn. 

Knowing what his gross margin earnings will be, the 
distributor is then in a position to: (a) set aside a part of 
this margin as his profit, and (b) determine the limits within 
which he must keep his operating expenses in order to 
earn that planned profit. 

The simplest way of arriving at a ‘‘cost of goods sold” 
figure for use in preparing a budget is to apply the ‘‘cost 
of goods sold’ ratio of preceding years to the estimated 
sales. This past ratio may require some adjustment if: (1) 
changes in discounts are expected; (2) changes in the pro- 
portion of goods sold in various discount categories are 
anticipated, or (3) if price changes are expected during 
the budget year. 

Greater refinement in preparing a cost of sales figure 
is possible where distributors break down their sales by 
lines. Expected average margins on each line may be 
calculated. These may be used as a base for determining 
a weighted averaged expected margin— weighted in the 
sense that expected sales in each line are multiplied by 
the expected margin for that line. This calculation will 
yield an estimated gross margin which, of course, when 
applied to total estimated sales, will give a ‘‘cost of sales’ 
figure for the budget year. 

There is another important use for the ‘‘cost of sales’’ 
figure which the distributor should keep in mind when 
preparing the budget. Cost of sales will give him an idea 
of his working capital requirements during the year. The 
overall budget gives a picture of the financial require- 
ments of the program. Given an idea of how much it is 
going to cost for merchandise to be sold, as well as what 
expenses will have to be met, the distributor can arrange 
the flow of funds to take care of all necessary payments. 
Since the major portion of the distributor's investment is 
working, rather than fixed, capital, he must watch the 
cycle of funds carefully. 
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Once tHE Sates Forecast has been 
made, and gross margins on the esti- 
mated sales determined, the next logi- 
cal step in the development of the 
budget is to estimate the cost of doing 
business in the budget year and still 
leave the desired profit. Operating ex- 
pense estimates determine the distribu- 
tor’s profit. Therefore, in planning for 
profit, the distributor should estimate 
future operating expenses carefully, 
and with an eye on the gross margin 
which the estimated sales will yield. 

There are two phases to the job of 
estimating an expense budget. The 
first is to find out the facts about the 
distributor's operating expenses in the 
past. The second phase is to use the 
information gained from an analysis 
of past experience with operating ex- 
penses to plan the budget for profit. 


Getting The Facts 


Before undertaking a study of his 
operating expenses in the past, the dis- 
tributor should know what these ex- 
penses are. In firms which prepare 
monthly profit and loss, or operating 
statements, all the necessary informa- 
tion of past expenditures of the busi- 
ness are available in ideal form for 
budgeting purposes. All past expense 
data should be in monthly figures as 
the budget is divided into monthly esti- 
mates. Moreover, operating statements 
show the total sales for the particular 
month in which the expenditures were 
made as well as the exact amount ex- 
pended for each item of expense as it 
appears on the budget. With these 
statistics, the ratio of the expense item 
cost to sales is easily determined. 

Lacking monthly statements for the 
past, the distributor who wishes to ob- 
tain past performance records for ex- 
penses can do so by using the sample 
budget estimate sheet shown on Page 
87 providing the sheet has been item- 
ized, as suggested, to conform with his 
accounting records. One of these is 
filled out for each month of the past 
year. 

Here, again, some distributors may 
be reluctant to take the trouble of ob- 
taining monthly expenditures in such 
convenient form. In such cases, the 
total expense for the year, by items, 
may be obtained from the annual prof- 
it and loss statement. Distribution of 


¢ EXPENSE ESTIMATES FOR PROFIT - 


these expenses over the 12 months may 
be arbitrary. The total expense for the 
year is divided by 12. 

When annual expenses are divided 
arbitrarily, it must be remembered that 
some items of expense, such as heat 
and light, are seasonal in character. 
They are not incurred uniformly 
throughout the year, the same from 
month to month. An analysis of the 
expense accounts will give the distribu- 
tor a good idea of the seasonal charac- 
teristics of expenditure for each item. 

Whep all data on past expenditures 
has been collected, it should be trans- 
ferred to the budget estimate sheets. 
In the second method of obtaining this 
data described above, this has already 
been done. One of these sheets is made 
out for each month of the year under 
study, the object being to analyze 
monthly expenditures and their ratto to 
sales for the same month. 

Sales for the month, cost of goods 
sold during the month and gross mar- 
gin earned should have been entered 
in the spaces reserved for these items 
at the top of the sheet. With the entry 
of expenses, for the month, and other 
income (margins on direct shipments, 
dividends and interest received; less di- 
vidends and interest paid), the profit 
for the month can be determined. 


Choose Your Method 


There are two commonly used meth- 
ods of estimating future operating 
costs in relation to expected sales. The 
first involves preparation of operating 
cost schedules under different levels of 
sales volumes. The second involves 
formulating a basic operating state- 
ment showing ratio of various items on 
the statement to sales for use as a 
guide. 

In preparing operating cost schedules 
for the distributor’s own business under 
different levels of sales volume, the 
determination of a standard cost for 
each item of expense is necessary. 
Past expense data in statement form, 
as described above, facilitates compari- 
son of expense with sales volume and 
profit, both of which must be con- 
sidered when establishing proper and 
reasonable cost of expense. 

In connection with this study, it 
may be pointed out that operating 
expenses in budgeting are usually 
classified into three categories: fixed 





expenses, semi-fixed or semi-variable 
expenses, and variable expenses. By 
grouping expenses thusly, stronger em- 
phasis is placed on those expenses 
which have “ups” and “downs.” 

Fixed expenses, as shown in the 
sample budget sheet listing on Page 
86, consists of those expense items 
that do not vary with changes in sales 
volumes. These expenses remain the 
same, regardless of whether the com- 
pany does the minimum or maximum 
amount of business. They include rent, 
taxes on real property and depreciation. 

Semi-Fixed Expenses are all those 
items of expense that do vary, but not 
in direct proportion to sales volume. 
Some of these expenses are salaries, 
telephone and telegraph charges, pro- 
fessional services, contributions, etc. 

Variable expenses are all those items 
of expense that fluctuate in direct pro- 
portion to sales volume. They include 
salesmen’s commissions, bonus : pay- 
ments and traveling expenses. 

Since fixed expenses do not vary, 
regardless of sales volume, they must 
be accepted as standard for all levels 
of activity. Some of the variable ex- 
pense items, such as bonuses and com- 
missions, can be computed for each 
level on the basis of estimated sales. 

Establishing practicable standard 
costs of semi-fixed expense items at 
different sales levels is not as difficult 
a computation as it may seem. A 
workable ratio can be figured out by 
comparing the statement for the month 
having the highest sales volume with 
the operating statement for the month 
having the lowest sales. Both state- 
ments should have a ratio of profit to 
sales as similar as possible. The similar 
ratio of profit assures, comparison of 
two “par” performances —each at a 
different sales level. 

By comparing the difference between 
between each similar item of expense, 
the distributor can estimate the effect 
of sales increases on each item. For 
example, suppose two statements, each 
showing a net profit of five percent, 
were selected for comparison. On one, 
the total sales were $200,000 with tele- 
phone and telegraph charges amount- 
ing to $150. On the other, total sales 
were shown at $150,000 with tele- 
phone and telegraph charges listed at 
$125. The rise in telephone and tele- 
graph charges would be $25 for each 
$50,000 increase in sales. Or, it may be 
put percentagewise; for each 33% per- 
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cent increase in sales, telephone and 
telegraph charges can be expected to 
increase 20 percent. 


Costs Trimmed To Sales 


With these ratios, the distributor 
can proceed to the establishment of a 
separate scale of operating costs for 
different volumes of sales. Necessary 
adjustments in costs will have to be 
made to insure a satisfactory net profit. 
Alternative estimates such as these as- 
sist the distributor in preparing his 
budget. He simply takes the schedule 
for sales nearest to his estimated sales 
and prepares his budget estimates. 

Once the distributor has established 
such schedules of operating expenses 
under various sales levels, he does not 
need to change them except when 
major economic factors affect his mar 
gins, or his expenses. Extreme fluctua- 
tions in wage levels or commodity 
prices, or a change in methods of op 
cration would necessitate changes. 

Such schedules of different operat 
ing costs may be shown in ratio form 
(each item expressed as a percentage 
of sales), or in actual dollar amounts. 
These schedules may be shown graphi- 
cally in charts with the various sales 
levels indicated on one axis and operat- 
ing costs on another. Some distributors 
may prefer to keep the figures or per 
centages in tabular form. 

The alternative method of estimat 
ing operating expenses 1s to prepare a 
basic operating statement after a com 
parison and analysis of past operations. 
Items on such basic statements ap- 
pear as a percentage of sales. The idea 
is to select, on the basis of experience 
and good business judgment, the stand- 
ard cost for each item of expense, and 
still leave a suitable profit. The basic 
sales volume may be an arbitrary figure 
or the average monthly sales. 

In determining reasonable operating 
costs, comparisons of one’s own esti- 
mates with percentage figures of other 
distributors is helpful. Members of the 
National Supply & Machinery Distribu- 
tor’s Association receive national oper- 
ating statement averages in ratio form 
annually. These figures are compiled 
after a survey of member firms. Mem- 
ber distributors then can compare their 
own figures with the national averages 
to improve their own budget. stand- 
ards x pone and net profit. 
Together with the ratio of change 





FOCUS ATTENTION WHERE YOU NEED IT © 


The classification of operating expenses as shown in this article 
are not arbitrary. They are made for the specific reason of focusing 
attention on those expenses which have ups and downs. 

Mills & Lupton Supply Co., Chattanooga, Tenn., employs ex- 
pense control by comparing monthly statements with the same 
month of a year previous, and expenses to date. Their interest is 
chiefly in the control of selling and delivery expenses. 

To bring these porticular classifications of expense into focus, 
Mills & Lupton Supply divides operating expenses into three cate- 
gories: 

SELLING EXPENSE — Advertising, Display Room, Automobile Ex- 
pense — (Salesmen), Catalog Expense, Salesmen's Commissions, 
Salesmen's Traveling Expense, Salesmen's Salaries, Miscellaneous 
Selling Expense and Customer Entertainment. 

DELIVERY EXPENSE — Auto Truck Expense, Shipping Department 
Salaries, Packing and Crating Material, Miscellaneous Delivery 
Expense. 

GENERAL EXPENSE — Automobile Expense (Miscellaneous), Col- 
lection Expense, Contributions, Insurance, Legal Expense, Light- 
Heat-Power-Water, Postage, Rent, Office Salaries, Executive Sal- 
aries, Telegraph and Telephone, Executives Traveling Expense, 
Stationery and Dffice Supplies, Miscellaneous General Expense, 





of individual executives. 





Entertainment of Employees and Employees’ Insurance. 

in the main, items are classified according to functions, the 
expenses for which management wishes to control. In larger or- 
ganizations, the classification of the items can be determined by 
the manner in which the sub-divisions coincide with responsibilities 








in each item of expense to each in 
crease in sales volume, the distributor 
will have a working formula to estimate 
expenses and to revise budget estimates. 


Simple Budgeting 


A third, and simpler method sug- 
gests itself when discussing standards. 
The profit and loss statement for some 
previous year which showed a satisfac 
tory net profit may be assumed as a 
standard, if no major economic changes 
or variations in business are expected, 
and the distributor makes no great de- 
viation in his sales estimates. In fact, 
many distributors practice budgetary 
control without being aware of it. They 
use their last year’s profit and loss 
statements, or operating statements, as 
their budget. Monthly statements of 
current business are compared to the 
statement of the same month of the 





previous year for any deviations. ‘These 
deviations are studied and form the 
basis of some control. The disadvan 
tage of such procedure lies in the fact 
that it is a static process which does 
not take into account possibilities of 
the budget year. No business can afford 
to stand still. 

Carefully prepared standards and 
cost schedules help the distributor in 
estimating, guiding his business, con 
trolling expenses, revising budgets and 
result in better net profits. They do 
not, however, indicate whether or not 
those expenses are the lowest possible. 
It is the distributor’s obligation to 
himself and his industry to study his 
operations constantly, item by item, 
and to make improvements where 
indicated. Carefully prepared cost 
standards and diligent application of 
budgetary control will keep him aware 
of this obligation. 
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¢ BUDGETARY CONTROL STARTS WITH BUDGET « 





Tue Necessary Steps in establishing 
a budget for an industrial supply and 
equipment firm have been described 
and discussed on the preceding pages. 
Several methods by which the distrib- 
utor can arrive at reliable estimates 
for the guidance of his business to- 
ward an equitable profit were out- 
lined. It is at this point that budgetary 
control begins. The Budget is a plan; 
Budgetary Control is the intelligent 
use of that plan to earn a profit. 

It is first necessary to organize budg- 
et estimates and past performance 
figures in an orderly manner to facili- 
tate comparisons and analysis during 
the budget year. This is done by en- 
tering all budgetary control data on 
the summary budgetary control sheets 
illustrated on Page 86. 

After the first year of budgeting, 
the previous year’s data should be aug- 
mented by the inclusion of last year’s 
budget figures. This will enable the 
distributor to refine his budgeting and 
budgetary control techniques. 

At the end of the first month of 
operations under a budget program, 
a report of performance is prepared 
from the company’s books. This means 
obtaining all the data for each item 
in the budget. It will not be necessary 
to close out the operating accounts 
each month. Adjustments are made 
for certain incomplete transactions, 
such as merchandise received but not 
paid for, unpaid expenses, etc. The 
idea is to give a reasonably accurate 
report of the firm’s performance during 
the month. 

The results are entered opposite 
each item in the “Actual” column of 
the Summary budgetary control sheet. 
Cumulative figures for actual are en- 
tered at the same time following the 
first month of budget operation. 


MARGINS EARNED 
Figured Monthly 


In preparing the monthly operating 
statement, some distributors may en- 
counter some difficulty in arriving at 
gross margin because of the cost of 
sales figure. Without this figure, the 
distributor cannot tell whether he has 
operated in the red or the black dur- 
ing the month. In firms which cost all 
invoices, or sales, this is no problem 
as the exact cost of goods sold is 


ascertained by a simple calculation. 

Distributors who keep check on 
average gross margins for each line, 
also will encounter no difficulty in 
estimating their total margin. A per- 
petual inventory system, no matter 
how basic it is, will furnish the neces- 
sary data on the amount and kind of 
goods sold during the month. The 
cost can be determined from these 
figures and price lists. 

Those distributors with a monthly 
count-of-stock inventory plan, can fig- 
ure their cost of goods sold by the 
following formula. Net purchases of 
the month are added to the beginning 
inventory. The ending inventory is 
subtracted from the above sum to find 
the cost of goods sold. 

From the foregoing paragraphs, it 
is evident that the distributor must 
adopt one of three different methods 
of arriving at gross margin earned dur- 
ing the month. He must (1) cost 
his sales; (2) keep inventory records; 
or (3) keep records of average gross 
margins for each line or for the firm. 

The summary budgetary control 
sheet shows a third column in each 
of the four sections. This column is 
marked “Diff.” It is reserved for 
marking down any deviations of the 
actual performance from the budgeted 
figures. These deviations may be in- 
dicated by amounts, or by percentages. 


PROFITS 
Point to Controls 


All comparisons, analyses and con- 
trols start with a review of the profit 
situation at the end of the month in 
budgetary control. Since profit is af- 
fected by three main factors — sales 
volume, gross margins earned and op- 
erating expenses — the extent of the 
control the distributor will want to 
exercise over them will be determined 
by his profit or the lack of it. 

If the resulting profit is reasonably 
close to the budgeted figure, it is quite 
likely that all his other estimates, such 
as sales, margins and operating ex- 
penses, would be reasonably close also. 
He will want to check this, however, 
for there may have been some sizeable 
deviations which were offset by ex- 
traneous factors, such as inordinately 
large direct shipments, which may have 
contributed substantially to profit. In 


such a case, actual sales volume may 
have fallen below the budgeted figure 
and that should prove of some concern 
to the distributor. 

Where the profit does not agree sub- 
stantially with the estimate, this calls 
for an overall analysis of deviations 
and the enforcement of various con- 
trols. 


SALES FIGURES 
Tell Part Of Story 


All distributors rely upon sales fig- 
ures to give them some indication of 
the progress of their business. Many 
distributors, however, proceed upon 
the mistaken assumption that sales 
volume tells all the story about profits. 
Other distributors depend upon com- 
parisons with previous months’ sales 
and previous year’s sales as a guide. 
While last year’s figures may have been 
indicative of good performance during 
that year, they are not too reliable a 
guide to the best possible performance 
in the current year. 

Sales volume has a lot to do with 
profits. It must be remembered, how- 
ever, that increased sales volume means 
larger profits only when the other fac- 
tors — gross margins earned and oper- 
ating expenses —remain constant in 
proper ratio to sales. Therefore, a com- 
parison of sales volumes, without refer- 
ence to pag nae we in the other 
sections of the budget, is not too in- 
formative or relevant when the best 
possible results are sought. 

In budgetary control, the practice is 
to match sales volume with expected 
performance. These expectations are 
based on sound judgment of past per- 
formance and future conditions and 
represents a minimum possibility. This 
is management’s first consideration 
when comparing actual sales with 
budget. Failure to match budget fig- 
ures in sales may be due to causes with 
which the distributor is already famil- 
iar. Until he investigates other devia- 
tions, however, he is not ready to take 
definite action. 

To illustrate further how budgetary 
control can assist management in ex- 
ercising greater administrative control 
over his business, several examples may 
be relevant. Sales volume may exceed 
budget expectations. The gross margin 
earned, however, would not show a 
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corresponding increase. The possibili- 
ties of what might be wrong would 
have to be probed. It may be that sales 
effort was concentrated on low-mar- 
gined lines. An analysis of sales effort 
may be indicated. The sales policy 
might be reviewed and changed. The 
main point is that budgetary control 
reveals weaknesses and induces action 
by management. 

In another instance, increased sales 
and correspondingly increased gross 
margin would seem to indicate good 
progress. But a check of operating ex- 
penses would reveal that they are get- 
ting out of hand. 

Budgetary control puts sales volume 
into its proper perspective in judging 
its value as a performance. 


GROSS MARGINS 
Must Be Watched 


An example of insufficient gross 
margin on seemingly satisfactory sales 
volume was given as an instance in 
which budgetary control can be very 
relevant. The fact that many distribu- 
tors do watch and control their gross 
margin earnings proves that something 
can be done about them. 

In the example cited above, one of 
the causes to which the insufficient 
margin might be attributed was heavy 
sales in low- margin lines and not 
enough in the higher-margin products. 
In firms where emphasis is placed on 
total sales, such a situation is conceiv- 
able. The answer to the problem would 
be a better organized sales effort. 

There is, however, another situation 
where such an explanation might not 
do. Inadequate gross margin may ap- 
pear in a firm which advocates sales 
effort in the higher-margin lines. In 
such a case, a review of the salesman’s 
compensation plan might be indicated. 
The plan may not have been designed 
to encourage salesmen to concentrate 
on those lines which would boost the 
firm’s gross margin average. 


EXPENSE CONTROL 
Spots Leaks 


Expense control is a natural develop- 
ment of budgetary control. Budgetary 
control gives a practical answer to the 
riddle: How high is up?, as it concerns 
operating costs. The budget sets limits 


on operating expense items. These 
limits are based on past experience and 
a careful consideration of all factors re- 
lating to sales, service and profit. With 
the exception of selling expense items, 
the limits are ceilings beyond which in- 
dividuals responsible for expenses can- 
not transgress without approval. 

Itemization is the key to expense 
control. Expense items are segregated 
according to the distributor’s own idea 
of which items will need the most at- 
tention. When grouped according to 
movement, management’s attention is 
concentrated on those items which are 
most apt to exceed reasonable limits 
as indicated by budget figures. When 
classified according to function, man- 
agement can bring deviations from 
budget to the attention of the indi- 
vidual responsible for incurring the 
expenses. 

Differences between budget figures 
and actual performance as reported 
each month are noted in the column 
reserved for this purpose on the sum- 
mary budgetary control sheet. To focus 
attention on the trouble areas, manage- 
ment should mark the favorable differ- 
ences (where actual expense is less 
than the budget figures) in black. Un- 
favorable differences (when actual is 
more than budget) should be entered 
in red. 

With the entire operating picture 
before him, the distributor has the 
necessary material to form sound judg- 
ment as to conditions, causes and 
cures. A below-par sales volume may 
be shown to be the result of inadequate 
sales promotion and advertising ex- 
pense rather than any lack of effort on 
the part of the sales department. If 
the promotion expense is adequate, 
sales policies may need a review and 
revision. 

The monthly reporting and compar- 
ing of expenses with budgeted figures 
checks leaks and losses before it is too 
late to do anything about them. It has 
been observed that no accounting in 
the world can save a spent dollar. Budg- 
etary control can, however, save many 
more dollars from being spent need- 
lessly. Whenever expenses go over the 
line, the monthly budget survey re- 
veals it instantly. Moreover, it tells 
management just where too much was 
spent. Management then can ascertain 
why too much was spent and whether 
or not the excess was justified. 

The control also extends over those 





items of expenses which grow in cost 
gradually, and which, but for the budg- 
etary control system, might pass un- 
noticed until they had grown substan- 
tially. This growth of an expense item 
may not be noticed in the report for 
the month but it will be revealed by 
the cumulative figures of the actual. 
The increase accumulates also and soon 
the cumulative figure for actual will 
deviate widely enough from the cumu- 
lative budget figures for the distributor 
to notice the difference. 

In short, budgetary control spots the 
leaks; management plugs them. 


REVISIONS 
Keep Profit As Goal 


It should be evident from the fore- 
going pages that a budget is a plan for 
the profitable operation of a business. 
It is a program of action with the main 
objective of guiding the distributor to 
a fair profit through increased sales and 
minimum costs. Being a plan, the 
budget must be used in order to be 
worth even the paper on which it is 
written. 

The distributor should not apply a 
budget program to his business in such 
a way as to permit the planned esti- 
mates to dominate his business judg- 
ment. The accuracy of the distributor's 
estimates depend on the accuracy of 
his business forecast based on known 
trends and economic data. If unfore- 
seen changes in business conditions de- 
velop, the distributor should not 
hesitate to revise his budget, his poli- 
cies or operating methods, whichever 
seems to conform best to the unex- 
pected developments. 

The common practice in making 
budget revisions is to start with adjust- 
ments in the short-term forecasts. In 
the case of an industrial supply firm, 
this would be the monthly budget. The 
object of the revisions should be to 
bring the business to the level of the 
long-range forecast eventually. 

Such revisions may not be possible 
always but the principle involved is 
that the long-range budget should not 
be revised until the distributor is con- 
vinced that the new situation confront- 
ing his operations is not temporary. 
Some of these factors include general 
economic changes, higher wage scales, 
and rentals, increased taxes, or faulty 
forecasts. 
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ANY INDUSTRIAL SUPPLY and equipment firm, no 

matter how large or how small, can establish and 
use budgetary control with advantage. The main re- 
quirements are management's willingness to set def- 
inite objectives and to see that those objectives are 
realized by intelligent planning, effort and judgment. 
Industrial supply management has the experience 
and knowledge of the business and industry to un- 
dertake intelligent and practical estimating. It has 
the organization and facilities required to realize 


Some other requisites which contribute to success- 
1. An accounting system which can provide budg- 


. 2, Cooperation of all responsible individuals in 
the organization to understand the benefits of budg- 
etary control and how to attain them. 


3. Continuing interest in economic conditions as 


ADVANTAGES OPEN TO ‘ALL 


they affect the industry. 
_ 4, Adaptability to change. 

Each distributor must develop his own budgetary 
control method suitable to his needs and ideas. This 
system is based on some fundamental prevepls of 
ie budgeting practice. They are: 

. Procedure should be as simple as possible. 

2. Sales estimates should be the minimum of ex- 
pectancy in performance. 

3. Individuals should be encouraged to prepare 
estimates which affect their responsibilities. 

4. Provisions should be made for monthly com- 
parison of performance with budget. 

5. Flexibility of budget should be maintained with 
revisions of estimates according to necessity. 





_whenever possible. 


6. Revisions must be made with profit in mind. 


7. Extend controls over factors affecting profit 

















Slumps in sales due to strikes, or 
shutdowns for repairs, etc., may not 
always be sufficient cause for drastic 
revision of budget estimates. On the 
other hand, delay in promised deliv- 
eries may make revisions necessary. 
Resumption of business activity may 
give the distributor a chance to offset 
one month’s decrease in sales with bet- 
ter sales in subsequent months. 

Revisions may be made of all, or 
part, of the budget, depending on the 
seriousness of the possible effects the 
new circumstances may imply. In the 
making of revisions, schedules of oper- 
ating costs under various levels of sales, 
or standard budget ratios (whichever 
the distributor used in making his orig- 
inal budget estimates) are particularly 
helpful. The procedure is the same as 
in making original estimates, modified 
by the new conditions, 


It may be necessary to lower the 
sights on sales. In such a case, it is im- 
portant to maintain a proper ratio of 
operating expense to sales to assure a 
profit even though the sales objective 
was lowered. The possibilities of in- 
creasing average gross margin for the 
firm on the lowered sales should not be 
overlooked either. A special drive on 
high-margin lines during the period of 
lowered sales might help. 

Some items of expense may show an 


unexpected increase in some months, 
and the occasion would not warrant 
changing the budget estimates or tak- 
ing any other corrective action. The 
increases may be due to a change in 
conventions, schedules, or above aver- 
age emergency deliveries. Such ex- 
penses average out usually in the cumu- 
lative actual column, which must be 
watched as closely as the monthly 
comparisons. 

In the main, the distributor should 
not hesitate to make any revisions 
which good business judgment would 
demand. With additional experience 
in budgetary control, the distributor 
will develop his knowledge and inter- 
pretation of conditions which affect 
his industry and business, and accord- 
ingly, his judgment of when it is time 
to revise. 


BUDGETARY CONTROL 
Is A Management Tool 


Ir Cannot be emphasized too strongly 
that budgetary control is a manage- 
ment tool. It is not a substitute for 
management's thinking and judgment. 
It supplies management with the in- 
formation and facts about its business 
operations. Management needs those 
facts in making decisions and taking 
action which will mean greater profits. 





It informs management of adverse de- 
velopments at a time that management 
can take remedial action. In short, 
budgetary control keeps management 
on its toes. 

Blind adherence to budget figures is 
as much of a business sin as being ig- 
norant of how the business is perform- 
ing. It has been the case of many 
misconceptions of budgetary control. 
Instances can be cited where manage- 
ment has trusted blindly in the budget 
and ended the year with a net loss. 
This has happened. In such cases a 
high degree of correlation between 
budget and actual figures was found 
in all items except sales and profit. 
Refusal of management to spend any 
more than the budget allowed for ob- 
taining more business put the firm 
into the red. 

Management must act on the infor- 
mation furnished by budgetary control. 
One of the chief attributes of the 
budget system is that it presents the 
hard, cold facts about one’s business in 
such a way as to inspire action. These 
are the advantages of a budgetary con- 
trol system: 

1. It substitutes facts for guesswork. 

2. It encourages systematic analysis. 

3. It promotes operating efficiency. 

4. It provides for intelligent scrutiny 
of sales, margins and expenses as they 
affect profit. 
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INFORMED COUNTERMEN 
work better and faster, J. S. Van Pelt 
(right) contends. He always points out 
new listings to J. V. Clapp, in charge 
of the counter. 






EVERYTHING IS CONVENIENT for countermen to render “Sudden Service.” 


Ed Jones (left) is checking prices while Horace Dyer prepares a customer's order, 


Fifteen New Customers A Day 


That’s the record a Knoxville 
distributor has established by 
streamlining his counter service 
and telling buyers about it in 
promotion and advertising 


By stREAMLINING their counter serv- 
ice and letting buyers in the Knoxville 
area know of the project through an 
advertising and promotion campaign, 
officials at C. M. McClung & Co., Inc., 
are attracting an average of fifteen new 
customers a day. 

The determination to speed up the 
servicing of “will call’ orders stemmed 
from the opening of a new counter 
department. “Sudden Service” is the 
new department’s official slogan and 
all activities are geared to make the 
motto really mean what it says. The 
constant aim of the department is to 
have every telephone order ready and 
packed by the time the customer ar- 
rives at the counter. 

Telephone calls for “will call’ de- 
livery are transferred to the counter 
department for direct filling. Pink 
colored order blanks are used for city 
customers and white order blanks for 
out-of-town accounts. The key to 


success in having the items ready when 
the customer arrives is a space on the 
order blanks for noting the approxi- 
mate time the customer will arrive. 

Should an order contain items from 
several departments, the order is dupli- 
cated on a Ditto machine and a copy 
sent to each department; the items 
then are routed to the counter depart- 
ment where they are checked against 
the original order and, when assem- 
bled, are packed. 


Direct Mail Used 


When the new © service’ _was 
launched, the company published 
good-sized advertisements in both 
Knoxville newspapers. Buyers were 
invited, in the advertisements, to use 
the new service. This was followed 
up by mailing to everyone on the 
firm’s industrial mailing list a personal 
invitation to try “sudden service.” 
Reprints of the newspaper advertise 
ment were enclosed in the letters. 

The advertising and promotion 
campaign did not end there, though. 
A card record is kept of all new cus 
tomers. After utilizing the new coun- 
ter service, every customer receives a 


letter of thanks from C. M. Clung & 
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Co. The thank-you letters also ask 
for additional opportunities to be of 
service and request the new customers 
to suggest ways in which the counter 
service can be improved. 

As a final touch, the company, after 
a customer’s first visit, mails a gift of 
three items—a tiny screw driver, a 
mechanical pencil, and an inside meas- 
ure steel tape rule. Both the pencil 
and the rule carry the supply com- 
pany’s name. 

The service, according to J. S. Van 
Pelt, manager of the firm’s mill sup- 
ply division, has proved popular with 
both out-of-towners and nearby indus- 
trial firms. This, of course, is consid- 
ered by McClung officials to be the 
most important result of the project 
but they also point out that it is 
profitable to the supply company in 
another way: a great deal of delivery 
and express service is eliminated. 

For the most part, orders are for 
items in small lots but the demand for 
the service has grown so rapidly that 
the company is now in a position to 
fill most any size order immediately. 

At present four clerks handle the 
orders. Officials plan to add more 
if the rate of growth is maintained. 
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KNOWING WHAT TO SELL is casy, Hugh O’Connor savs, if you watch and talk with men in the shop. 


Get In The Shop, You ll Sell More 


Columbus salesman practices what he preaches. The result: he led all salesmen 


in a lamp campaign and, at the same time, found new customers for files, drills, etc. 


HETHER Hugh J. O’Connor is 
W uying to develop an account or 
get a new one, he puts into practice a 
simple sales formula: 

“Go through the purchasing agent’s 
office to get into the shop and then 
keep your eyes and ears open.” 

Records at The Smith Bros. Hard- 
ware Co., Columbus, Ohio bear wit- 
ness to the fact that the formula is a 
successful one. The records show, for 
example, that Mr. O’Connor was No. 
1 salesman in a recent campaign to 
sell lamp contracts. His sales totaled 
$14,000 more than any other Smith 
Bros.’ salesman—and that includes 
salesmen in the hardware and all other 
departments. 

Chalking up lamp sales was not the 
only campaign result achieved by 
Salesman O'Connor. Getting the buy- 
er's signature on a lamp contract for 
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Mr. O'Connor was a goal that, in be- 
ing reached, opened the way to sell- 
ing other lines. Files, drills and waste 
rags, unrelated as they may seem to 
lamps, were some of the products he 
sold as a direct result of the bulb 
campaign. 


Put the Formula to Work 


The sale of these products was not 
just incidental; it was not just a matter 
of picking up orders. The products 
were sold as a direct result of Mr. 
O’Connor_ exercising salesmanship, 
using lamps as the springboard for 
carrying out his formula of getting 
into the shops. Here’s how it worked: 

When the campaign to sell lamp 
contracts was announced, Salesman 
O’Connor undertook a_ self-adminis- 
trated refresher course on lamps; he re- 
acquainted himself with product in- 


MILL SUPPLIES © JANUARY, 1948 


formation as well as mapping out his 
selling strategy. 

“To convince a buyer that he 
should sign a lamp contract,” Mr. 
O’Connor reasoned, “I have to be able 
to render that buyer a service; I have 
to offer him something to induce him 
to buy from me.” 

Mr. O'Connor, recognizing that the 
buyers’ market is here, reasoned fur- 
ther that there was nothing more 
attention getting to a buyer than price. 
It was not a matter of cutting prices; 
it was a matter of pointing out to 
buyers that if they signed a contract 
for X number of lamps they would 
be entitled to a specified percentage 
discount. This sales point, combined 
with his product knowledge, proved 
effective. After discussing lamps and 
the merits of his line, Mr. O’Connor 
would wind up by asking the buyer 
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CHECK ON 


how many lamps per year he used. 
Only a few could give an accurate 
answer. Most confessed “I don’t 
know.” 

That gave Mr. O'Connor the exact 
opening he wanted. “I'll tell you what 
I can do,” he would say, “I'll take a 
walk through your plant, count the 
lamps you use, and then I can give you 
a pretty fair estimate of how many 
you'll need in the next year. Then you 
can sign a contract and get the maxi- 
mum discount your purchase will war- 
rant.” 

The system worked. 


See It, Then Sell 


When one buyer okayed the plan, 
Mr. O'Connor started his walk 
through the plant, eyes and ears wide 
open. A multiple drill press operation 
caught his attention. He watched an 
operator for five minutes and, during 
that time, the operator broke several 
drills. There was only one conclusion 
Mr. O’Connor could reach: “This 
plant uses a lot of drills; I’ve got to 
get the drill business.” 

Back in the purchasing agent’s 
office, he mentioned drills. He pointed 
out that the line his company carried 
included sets of drills in metal boxes. 
Stamped on the metal boxes were the 
various sizes of drills included. Mr. 
O’Connor suggested that cach me- 
chanic in the plant be provided with 
a set. He supported the suggestion 
by proposing that a couple of foremen 
be given sets and, in this way, deter- 
mine the value. The buyer consented. 

Before his next call, Mr. O’Connor 
studied all available literature on drills. 
He felt he knew the answers and con- 
fidently broached the subject again. 
The foreman had liked the drill fur- 
nished by Smith Bros. and had liked 
especially the method of packaging. 





STOCK before going on calls. Mr. O’Connor 
finds immediate delivery is a good sales point. 


The buyer asked a few pertinent ques- 
tions and was given direct answers. 
An initial order for drills was given 
immediately. It was for 380 dozen. 
And, what’s more, since then Mr. 
O’Connor has been getting monthly 
orders for 80 to 90 dozen drills. 


Hear It, Then Sell 


While counting bulbs in another 
plant, Mr. O’Connor noticed that a 
great many rags were being used. He 
overheard one workman complain 
about the quality of the rags. 

He made a mental note of the inci- 
dent and, when he reported back to 
the purchasing agent’s office, he in- 
quired about the rag business, ex- 
plaining that he would like very much 
to have the buyer try a couple of ‘bales 
of rags from Smith Bros. The buyer 
asked about price, and right then the 
possibilities of making a sale seemed 
to decrease. The Smith Bros. price 
was one and one-quarter cents per 
pound higher than the buyer was pay- 
ing. However, the buyer was pleased 
with the results of the lamp study 
and wanted to show his appreciation; 
he placed an order for “a couple of 
bales.” 

On his next call, Mr. O’Connor 
asked about supplying more rags. The 
quality of the Smith Bros. rags had 
been liked by the workmen, and the 
buyer had been asked by the foreman 
to get more. The company is a steady 
buyer now. 


Fundamentals 


It was the same story on files; a 
buyer agreed to try out the brand Mr. 
O’Connor sells; the trial was a success; 
the firm now is a regular purchaser 
of files from Smith Bros. 


(Continued on next page) 


MILL SUPPLIES © JANUARY, 1948 





GET ADVICE from colleagues. Talking things over with 
Sales Manager Charles Kuntz helps Mr. O’Connor. 





SHOW SAMPLES whenever possible. 


A drill in his brief case has meant many 


sales for Mr. O’Connor. 


DRESS NEATLY, Mr. 





O'Connor 
says, and you'll find the most fastidous 
buyers will welcome you. 
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GET IN THE SHOP, YOU'LL SELL MORE (Continued) 





with customers. 


sloppy worker. 





THREE LITTLE THINGS THAT LEAD TO SALES 


Did you ever stop to think that some small thing, completely 
unrelated to a product, may cause you to make or lose a sale? 
Hugh J. O’Connor, a salesman for nine years, has given a lot of 
thought to the matter. He has found out: 

1. Colorful, but not garish ties can get you on a friendly footing 


O'Connor has such a wide assortment of ties he rarely wears the 
same one more than once in three months. When he gets up in 
the morning, he mentally checks off the customers he expects to 
see and selects a tie that will evoke comment from them. It’s not 

‘' unusual for a buyer, when O'Connor is announced, to ask the recep- 
tionist: “What kind of a tie has he got on today?” 

2. Being dressed neatly increases your prestige. 

You don’t have to be a Beau Brummel, O’Connor says, but you'd 
be surprised how many buyers notice such things as whether your 
socks and your tie are mis-mated. When you get sloppy about 
your dress, O'Connor adds, a buyer frequently classifies you as a 


3. Avoiding profane language creates a good impression. 

Language can be colorful without being spiced with profanity, 
says O’Connor; when you do not use profanity, you'll never offend a 
man who does but, on the other hand, a man who avoids profanity 
frequently dislikes to hear you use it. 








Mr. O’Connor, though, is the first 
to admit that there is much more to 
selling than suggesting that a cus- 
tomer use your products. He does not 
think that there is any substitute for 
two fundamentals: 

1. Always play square with your cus- 
tomers—tell them the truth. 

2. Keep plugging—don’t get dis- 
couraged. 

Reciting and remembering these 
fundamentals, Mr. O’Connor points 
out, is simple enough but adhering to 
them, at all times, is not always so 
simple. For example, it is only natural 
for a person, especially a salesman, to 
want his customers to think that he 
knows everything about his products. 
Should a salesman be in doubt about 
the answer to a buyer’s question, 
there’s a strong tendency to feel that 
you might lose the order if you don’t 
give an answer. If you reason this way, 
you'll reach the conclusion that it’s 
better to take a chance on giving the 
correct answer. Mr. O’Connor will 
not do this—he sticks to the funda- 
mental of telling the customer the 
truth, even when it means saying “I 
don’t know.” 

Such an admission, though, very 


rarely ends the conversation, because 
naturally Mr. O’Connor immediately 
adds “I don’t know, but I’ll find out 
for you.” This, Mr. O’Connor has 
found, scores with the buyer: he likes 
the salesman’s willingness to render a 
service. 

“Besides,” Mr. O’Connor - said, 
“you’d be surprised at the number of 
buyers who'll ask technical questions 
on products about which they know 
much more than you. A wrong answer, 
in a case like this, immediately brands 
you as a fellow who doesn’t know 
what he’s talking about. And that 
puts you in a bad spot because no 
matter what you talk about after that, 
the buyer doesn’t have confidence in 
what you say.” 


You Can Sell More 


Mr. O’Connor places a great deal of 
confidence in the “sell ’em more” phil- 
osophy. He tries to practice it con- 
stantly when dealing with accounts 
that buy from him regularly. 

In places where he is trying to get 
a new account or to convert a once-in- 
a-while buyer into a regular purchaser, 
Mr. O’Connor employs a slight varia- 
tion of the “sell ’em more” idea. In 
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these cases he studies the firm’s opera- 
tions and decides on what line he will 
concentrate. Once he has determined 
this, he talks about the product every 
time he visits the buyer. He places no 
time limit as to when he should get 
an order; his experience has proved 
to him that: 

“If I can get a plant using one of 
my lines, within a year I’ll have other 
lines in the plant—maybe ten of 
them.” 


Engineering and Salesmanship 


Whether he’s trying to get an in- 
itial order or to serve an old customer, 
Mr. O’Connor refuses to pass up prod- 
ucts that require engineering or a 
highly technical background. Although 
he is not an engineer, like most indus- 
trial supply salesmen he is mechani- 
cally minded; he is able to understand 
mechanical problems. This, of course, 
is an asset but does not always com- 
pletely answer the need. 

“Sometimes,” Mr. O’Connor said, 
“you just have to know real technical 
answers if you’re going to be of real 
service to a customer.” 

That doesn’t mean, he adds, that 
you have to shy away from engineer- 
ing jobs. 

Mr. O’Connor employs several 
means of getting technical informa- 
tion. Once he gets an inkling of a 
job that could mean the sale of engi- 
neered products, he gathers up all 
available manufacturers’ literature, 
catalogs, etc., takes them home and 
— his evening hours poring over 
them. 

Then he tackles the prospective cus- 
tomer. If more information is needed, 
Mr. O’Connor tries to arrange for a 
manufacturer’s representative to call 
on the prospect with him. 

“Customers like you to do this,” he 
said, “It gives the customer a feeling 
that vou are so interested in him that 
vou are going out of your way to get 
information for him.” 

Many times, Mr. O’Connor finds 
it is impossible to get a particular 
manufacturer's man immediately. 
When this happens, Mr. O’Connor 
enlists the aid of the Smith Bros. 
buyer who deals with the particular 
manufacturer. Most times, Mr. O’Con- 
nor said, the buver is pretty well 
versed on the product and, “by mak- 
ing a call with me, can be of service 
to the customer.” 

And, Mr. O’Connor always points 
out, being of service to customers is 
the salesman’s job and the only real 
way to make sales. 
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The days of saying “We can 
let you have ...”’ are over, sales- 


manager warns; he advises 


drafting a selling plan and mak; | 


ing sure it is a simple one 














1. CALL ON EVERYBODY we have 
ever sold or who has ever called on us 
and signified a desire to buy. 
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3. STUDY SALESMEN’S REPORTS 
on calls. Salesmen are required to give 
small accounts good service. 





4, REVIVE PROMOTION ACTIVI- 
TIES and make certain the mailing list 
includes the small accounts. 





2. LIST APPROVED ACCOUNTS 
(small) from a credit standpoint. Seg- 
regate them by sales territories. 





5. HOLDPRODUCT DISCUSSIONS 
at regular sales meetings. Have manu- 
facturers’ men attend meetings. 


A Five-Point Selling Program 


By C. A. GRIFFIN 


Sales Manager, Lorenze Co., 
Klamath Falls, Ore. 


WE ALL Must get down to business— 
not simply calling, but working. We 
must ask an account to buy, rather 
than graciously accepting an order. 
“We can let you have” are five words 
that should be cast into a place of 
solitary confinement. 

We have started cultivating every 
possible account, including the small 
occasional small buyer who has been 
neglected for a long time because of 
the lack of material and the lack of 
manpower on our part. 

The program we are now following 
is a simple one. It takes in little more 
than elementary essentials. But, and 
this is the important thing, we are 
following a program: 

1. We call on everyone we have 
ever sold or who has ever called on us 
and signified a desire to buy. 

2. Our credit department is work- 
ing constantly on a list of approved 
small accounts. The accounts are clas- 
sified and segregated according to 
salesmen’s territories. This puts each 


salesman in the position of being able 
to determine whether orders are ac- 
ceptable, from a credit standpoint, 
without checking with the office. 

3. Salesmen are required not only 
to make calls but also to make definite 
reports. Each salesman is required to 
give the same service and attention to 
the smaller accounts as he does to the 
larger ones. 

4. Direct mail efforts have been re- 
vived, with special attention being 
placed on the sending of manufactur- 
ers’ literature to all accounts, again in- 
cluding the small ones. Many of these 
small accounts already are doing busi- 
ness with us just because we have 
begun paying attention to them. 

One of the cases that comes to mind 
involved selling in a small out-post 
town. Business there had dropped to 
practically nothing because we had 
no one to send there and little or 
nothing to sell if a salesman did call. 
Recently, we located a man there. 
There was no long-drawn-out process 
of development. Within 30 days a 
surprising and most gratifying amount 
of business was developed. 

5. We hold product discussions at 
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our regular sales meetings. Every other 
I'riday evening meeting is reserved 
completely for product talks. About 
half of the time in alternate meetings 
is reserved for the same purpose. If 
manufacturers’ representatives are 
available, they are invited to attend. 

For product discussions of industrial 
items, we take groups of products from 
our sectionalized catalog. At one meet- 
ing we may discuss tools, at another 
grinding wheels, etc. We hesitate to 
start discussions on individual items 
ot lines. There are too many. It 
would present an almost unending 
procession and it would look discour- 
aging. 

Our discussions are informal; the 
salesmen ask questions and answer 
them. The object of it all is to get 
the men sales minded. They talk about 
tools or wheels or anything else as 
though they are things to sell and 
sell hard, instead of subjects to be 
handled with kid gloves. Products no 
longer are subjects about which noth- 
ing must be said to lead some big 
customer to suspect that he is getting 
a little less merchandise than some 
other big customer. It is refreshing. 
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Exterminate the three blind mice, I 
Think, I Guess, I Hope—Oscar Iber. 


Operating facts tell the story much 
louder than words—James H. Ruddell. 


Piacente of products — grinding wheels, 
mounted points, cutting tools and threaded products 
—was the major topic discussed when the Central States 
Mill Supply Association held its fifteenth annual meeting 
in Chicago, Nov. 17. More than 500 distributors and 
manufacturers—a record number for a Central States ses- 
sion—gathered in the Palmer House and heard: 


OSCAR IBER, chairman of the Line Evaluation Com- 
mittee, who explained the study and introduced .. . 

RHAE M. SWISHER, Certified Public Accountant, 
who presented the results of the study which were com- 
mented on by... 


WILLIAM C. TEARE, president of Sterling Products 
Co., for distributors and by . . . 


S. S. KAHN, sales manager of Parker-Kalon Corp., for 


manufacturers. 


Moderators for the session were J. H. RUDDELL, re- 
tiring Central States president, for distributors, and D. W. 
NORTHUP, president of Henry G. Thompson & Son 
Co., for seulinguan. 


Diagnose your operations, start making Too few manufacturers are close 
money—Rhae M. Swisher. 





Price discrimination which cannot be 
justified is illegal-H. T. Halfpenny. 


Central States Evaluates 





to the jobber—William S. Teare. 





You can’t make footprints in the sand 
of time by sitting down—Gene Flack. 


In addition to those who spoke directly on the prod- 
uct evaluation study, the all-day session included talks by: 

HARRY A. PULVER, Pulver Machinists Supply, on 
distributors’ margins, 

HAROLD T. HALFPENNY, attorney, on “The 
Change of Approach by the Federal Trade Commission” 
and 

GENE FLACK, president of the National Federation 
of Sales Executives, on “The Time Is Now’. 


We Cannot Be Complacent—Oscar Iber 


TurovucH Propuct Eva.vuation, industrial distributors 
can reduce to a minimum losses caused by guessing and 
hoping, Mr. Iber, president of O. Iber Co., said. He ex- 
plained that the interest created by the Central States 
Association’s first product evaluation study prompted the 
group to continue the work along the same lines. 

“It is no longer possible,” Mr. Iber warned, “to be 
satisfied and complacent about our business and stay in 
business. 


192 MILL SUPPLIES © JANUARY, 1948 














od- 


on 


‘he 


” 


on 








Self-tapping and socket screws are not 
sdld as loss leaders—S. S$. Kahn. 





Old acquaintances were renewed when Victor Vallance, 
Vallance, Brown & Co., Ltd., Hamilton, Ont., met Ray 
W. Bowers of Wells Mfg. Co. With the two old friends 
are Al Tucker, G. W. Smith and H. Hocks of Henry G. 
Thompson and Walter Crowder, Miti Suppuies. 


our Distribut 


He likened product evaluation to a watchdog that can 
exterminate “the three blind mice—I Think—I Guess—I 
Hope”. Through product evaluation, Mr. Iber said, “we 
seek facts that will better fit us to judge the value of a 
product in order that we may serve better our source and 
our customer at a fair profit to ourselves.” 

Mr. Iber explained that the study differed from last 
year’s in two ways: 


1. Last year, nine firms were invited to participate; 
this year, all members of the association were invited 
and fifteen participated. 

2. Last year, a committee decided the products to be 
considered; this year, members voted and the three prod- 
ucts receiving the greatest number of votes were studied. 


The three products, in the order in which they were 
voted on, are grinding wheels, cutting tools and threaded 
products. Other products voted for, Mr. Iber said, in- 
cluded coated abrasives, files, wire rope and carbide 
tipped tools. 

“The committee has asked me to tell you,” Mr. Iber 
said, “that there is no intent to put the ‘heat’ on the 


Our problem affects manufacturers, dis- 
tributors, consumers—D. W. Northup. 
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We are employees of manufacturers. So 
how about a raise?—Harry Pulver. 





They came from near and far: Wallace Campbell, Camp- 
bell Hardware, Seattle; Arthur Squier, Squier, Schilling & 
Skiff, Newark; R. C. Duncan, Duncan Co., Minneapolis; 
Don Brisbane, Columbus McKinnon, Tonawanda, N. Y., 
and William Teare, Sterling Tool, Chicago. 


or Products 


manufacturers. The facts and figures speak for them- 
selves. 

“From an artistic point of view, the black and red fig- 
ures melt into a fine composite picture; but from the 
profit angle, there is entirely too much red, so much so, 
in fact, that some of you will see red. 

“But please, Mr. Manufacturer or Mr. Distributor, do 
not judge too quickly. This is a composite picture. 
Individual company’s pictures are either be‘ter or worse. 
Comparison should be the first order. 

“Maybe, Mr. Distributor, you are not as efficient as 
you might be if you are in the lower bracket of the com- 
posite or average picture. Don’t guess. Get rid of those 
blind mice. Evaluate. Know whereof you speak. If con- 
clusions are unsatisfactory consult with your source. If 
ro result—exterminate. If satisfactory—need I say more? 

“Mr. Manufacturer, maybe, if the composite picture 
of your product shows up in red, an adjustment in the 
coloring can easily change the picture. Perhaps you did 
not know. 

“Let’s get together on a basis of facts.” 

(Continued on next page) 














*x CENTRAL STATES STUDY - 
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Seek a Showdown; You're Entitled to a Fair Net Profit—Rhae M. Swisher 
“Tue Distrripuror is faced with the general principle distributor’s net return for his capital and services to P 
that the profit margin between the price which he charges 3.6%. 
his customer and the cost which he pays to the manu- For the purposes of the study, the two elements—cost 
facturer must, if he is to prosper and survive, be sufficient of administration and customer contact, and a reasonable 
to cover three elements in his business operations,” Mr. profit margin—are combined into a “Expense and Profit 
Swisher said. He listed the elements as: Fund”. The requirement for this fund, therefore, is 
1. The cost of handling the product from the time it 15.12% of each sales dollar. é 
is shipped by the manufacturer until it is billed and de- How the 15 distributors’ figures compared to this yard- F 
livered to the customer. stick is shown in the Table below. n 
2 The ee ; Mr. Swisher’s report also included a detailed breakdown n 
° e cost of administration and customer contact ‘ an oe 
; agree sats of the figures contributed by the 15 participating com s 
(sales costs and p )- I h h 4 
; nies. In each case he quoted the range of percentage H 
3. A reasonable profit margin. ures for net profit and gross profit and for turnover. t 
To obtain a yardstick against which the products in- He also reported on the number of distributors who k 
cluded in the study could be measured, Mr. Swisher first submitted figures for the individual products. The sta- 
determined what percentage of sales should be allocated tistics are shown below. } 
to each of the three elements. To do this he took figures As to the remedy for correcting the condition as pic- h 
from the National Association’s “1946 Statement of Over- tured by the study’s figures, Mr. Swisher concluded: t 
head Expenses”. “A simple solution would be: Ask the manufacturer r 
For “the cost of handling”, Mr. Swisher listed 8.15 to increase the profit margin. But such a thought is un- t 
rcent which includes 3.17% for office employees; fair. This solution is undoubtedly justifiable as to 
1.10% for communication and general office; .14% for threaded products and cutting tools, but in the case of t 
warehouse expense; .17% for repairs and depreciation— grinding wheels and mounted points it is obvious that t 
equipment; .40% for boxing, packing, cartage and dray- some distributors find that the profit results meet our \ 
age; 2.44% for store and warehouse salaries; .69% for suggested standard. Further, in the case of cutting tools, ¢ 
building taxes, insurance and rents; and .04 for discounts, we find that a five percent additional profit margin would ¢ 
net. solve the profit problem only for the seven distributors ( 
For the second element, he listed 9.56% which is the who handled the line at a profit—even though the profit 
total of 3.01% for officers and executive salaries; .27% was far short of our standard. An additional five percent t 
for legal and collection; .40% for boxing, packing, cartage would not solve the problem for the eight-distributors ' 
and drayage; .57% for advertising and catalogs; 4.53% who lost money on cuttings tools. 3 t 
for salesmen’s renumeration and expenses, and .78% for “Logically, then, the solution for the distributors who ’ 
insurance and taxes on merchandise. are losing money on cutting tools, grinding wheels, and ] 


For net profit, before Federal Income Taxes, he listed 
5.56%. 

In connection with the net profit figure, Mr. Swisher 
cautioned against considering 5.56% as net profit to the 
distributor; Federal Income Taxes, he said, reduce the 


mounted points is to embark on a program of self-exami- 
nation. They should diagnose their operations and find 
out why they are unable to make at least as much profit 
as the seven distributors who do eam a profit on the 
product. 


HOW DISTRIBUTORS FARED ON FOUR LINES AND NUMBER REPORTING 




















Contribution Percentage 
Average toExpense& Needed to 
Profit Profit Fund Provide 
Average Before In Excess of Expense & No. Having 
Average Handling Overhead 15.12% of Profit Fund Sufficient to ( 
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‘My final conclusions in the light of our findings are 
these—to distributors who are losing money on any 
products: Diagnose your operations carefully and adopt 
a program of correction and a program of making money.” 


Wring Out The Water From Your Costs 
—D. W. Northup 


Propuct EvauatIon is an important step toward elimi- 
nating the small order problem, said Mr. Northup as 
moderator for the amelie. As he pictured it, the 
small order problem is a three-way problem affecting the 
manufacturer, the distributor and the consumer. All 
three, he said, suffer vast losses because of the lack of 
knowledge which is supplied by product evaluation. 

“As more and more products are evaluated,” Mr. 
Northup continued, “distributors will be able to give their 
manufacturers authentic information on the cost of dis- 
tributing particular products. Then, for the first time, 
manufacturers will have actual distribution costs on which 
to base suggested resale schedules.” 

Mr. Northup made it clear, though, that the evalua- 
tion figures serve another purpose too—they show dis- 
tributors where their costs of distribution are out of line 
with the more economical practices of some of their 
—. He proposed that case histories be gathered 
on the handling and storing of products by t:.2 most effi- 
cient methods. 

Product evaluation, Mr. Northup said, is the distribu- 
tor’s job. And, he continued, an extra discount or re- 
vised suggested resale schedule will not make the product 
the most profitable unless the distributor's whole organi- 
zation is geared up for the most economical methods of 
processing, handling, storing and shipping of orders. 

“In other words,” Mr. Northup declared, “the dis- 
tributors must wring out the water from their costs as well 
as look to the manufacturer for relief.” 

He suggested that distributor organizations consider 
presenting to each manufacturer in an industry the de- 
tails on the cost of distributing that industry’s products. 
In making any adjustment, Mr. Northup continued, a 
manufacturer normally would take into consideration any 
wide difference in individual distributors’ costs for han- 
dling the same product. 

“Therefore,” Mr. Northup pointed out, “distributors 
with high costs should examine the reasons for these high 
costs and take steps to correct them.” 

As for manufacturers, Mr. Northup said that now that 
product evaluation is a paramount subject of discussion, 
the first manufacturer in an industry to revise his sug- 
gested resale schedule for small quantities will find him- 
self in a most advantageous position. 


Push For A Better Spread 
—William S. Teare 


A REcoMMENDATION that “we try to evaluate all prod- 
ucts handled by us” was made by Mr. Teare who, at the 
same time, urged that “we not lose sight of the fact that 
we would do well to have our manufacturers evaluate our 
method of operating and we in turn evaluate them for 
their policy tepeniion and assistance.” 


* CENTRAL STATES STUDY 





In evaluating lines, Mr. ‘leare said, such things as 
location of the particular supply house and the extent 
of competition p should be taken into consideration. 
“Many houses located two to three hundred miles from 
Chicago have much better setups on some lines than the 
jobber in Chicago,” Mr. Teare continued. “In the first 
place, they most likely have exclusive lines. They are not 
worried by too much competition, especially from the 
manufacturer.” 

Mr. Teare believes a firm that has been in business 
several years has an advantage over a new company in 
evaluating a manufacturer. He pointed out that the older 
company knows which manufacturers “give him a break 
handling the line” and which companies have reduced or 
taken away the cash discount. 

As for manufacturers evaluating distributors, Mr. Teare 
said “too few of them are close enough to the jobber; 
many manufacturers’ representatives are taken into our 
organization just as if they worked for us—we do know 
they work with us; others just come in for a routine call 
but seldom have anything to offer for the mutual benefit 
of our companies,” 

Mr. Teare compared the profit picture of a Janitor 
Supply company with that of an industrial distributor. 
He reported the janitor house had a net profit of 11.6% 
after taxes on a volume of $550,000 while the distributor 
did $2,225,000 with a net profit of 4.4%—and an 
$18,000 tax dispute. 

“We, of course, couldn’t live long enough to reach 
the 11.6 figure,” Mr. Teare said, “but it would be wonder- 
ful if we could get out of the basement figure. Our only 
way is to continue to push for a better spread on our 
main items, grossing us less than 25%, and a consider- 
ably better spread on the small orders forced on us.” 


Specialty Lines Need Special Study 
—S. S. KAHN 


A rEviEw of how his company cooperates with distribu- 
tors to make the handling of the firm’s products a pay- 
ing proposition was given by S. S. Kahn, salesmanager of 
Parker-Kalon Corp. Mr. Kahn explained that inasmuch 
as he did not have an opportunity to review the results 
of the Central States’ latest product evaluation study, he 
had to base his talk on the results of the first study. 

Mr. Kahn pointed out that the 1946 study showed an 
average marginal loss of 5.28% of sales on threaded prod- 
ucts generally. “It is our opinion,” he added, “that self- 
tapping screws, socket screws and other products that we 
make should not have been included in the survey.” 

The analysis of lines, Mr. Kahn said, prompted Mr. 
Swisher to pose three questions: 


1. Are the distributors aware of the factors affecting 
the cost of handling this product? 

2. Are their products being sold as leaders without re- 
gard to cost factors or to unsound and uneconomic com- 
petitive practices? 

3. Are the distributors, with their high handling costs, 
receiving fair consideration from the manufacturers as to 
provide margins or as to competitive practices? 


Mr. Kahn answered the questions from his company’s 
standpoint and then gave a detailed account of his firm’s 
operations and its officers’ thinking. 
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Price Discrimination Must Be Justified 
—H. T. Halfpenny 


“In Looxinc for a solution to Robinson-Patman Act 
problems confronting industry at all levels of distribution, 
the possibilities of industry wide conferences, under the 
auspices of the Federal Trade Commission, merit study 
and examination,” Mr. Halfpenny said. Mr. Halfpenny, 
a member of the Chicago law firm, Halfpenny & Hahn, 
was the principal speaker at the Central States’ luncheon 
meeting. 

In explaining the operations of the commission, Mr. 
Halfpenny pointed out that the pressing question at the 
present time is the legality of various types of discounts. 
He said the Robinson-Patman Act contains no specific 
reference to quantity, cumulative, volume, service or func- 
tional discounts. However, he continued, “if the giving of 
a discount results in a price differential among purchasers 
of the same class, then the matter must be measured 
against the terms of the Act to determine whether there 
is a violation.” 

“In other words, the form of the differential, whether 
by reduced price, increased discount or otherwise, is un- 
important. If in substance the result is a price discrimina- 
tion which cannot be justified within the provisions of the 
act, it is prohibited.” 

The Commission, Mr. Halfpenny said, considers any 
discount unlawful if it injures competition, without regard 
to the seller's purpose in granting it. It is generally be- 
lieved that the Act applies only to manufacturers, Mr. 
Halfpenny said, but this is incorrect; the Act also applies 
to wholesalers and retailers. 

“The difficulty of applying the broad terms of the Act 
to specific facts is troubling all businessmen. As to a pos- 
sible solution, I have mentioned trade practice confer- 
ences. President Truman takes cognizance of the fact 
that some infractions of mercantile law are best remedied 
through mass education and cooperative assent rather 
than by lengthy litigation against single companies. This, 
he indicates, we can obtain through the trade conference 
procedure of the Federal Trade Commission.” 


Our Expenses Have Spiraled—Harry Pulver 


“WAGES AND PRICES have been on the rise since the repeal 
of Government regulations,” said Mr. Pulver. “I am sure 
you have raised all your personnel salaries or commissions 
to meet the rising costs of living, and also you have raised 
your commodity prices to take care of the expenses caused 
by the raises, and the material costs of the merchandise 
you make. 

“As a jobber or distributor, we can only class ourselves 
as representatives for your firm, who work on a commis- 
sion basis. Our expenses have spiraled in the same pat- 
tern that is now prevalent. We have to pay our v4 a 
salary that is a living wage, which is considerably higher 
than it has been in past years. Our rent has advanced and 
our trucking or delivery charges have skyrocketed. 

“Various other expenses, such as light, power, sta- 
tionery, etc. have increased and, last but not least, today 
you must have three people to do the work of two, 
namely, shorter working hours and the lack of the will to 
work as they did before the war. 


* CENTRAL STATES STUDY 








With best wishes for success, J. H. Ruddell,-retiring president, 


turns the gavel over to the newly elected president, William S. 
Teare. Other new officers elected are A. M. Steed, Barrett 
Hardware, Joliet, Ill., vice-president; H. J. Stangel, Stangel 
Hardware, Manitowoc, Wis., secretary; and F. M. Cruger, 
Indiana Manufacturers Supply, Indianapolis, treasurer 


“Our discount or commission from your firm has not 
varied in all this time, and the only way we can meet all 
our increases is more volume. Today volume is off and 
back orders are stacking up and, incidentally, the back 
order department is a new one since the war and an addi- 
tional expense. 

“As I have said before, we are your representative and 
we are still in your employ, so may we consider we have 
done a good job for you, and to be a little facetious, I 
might ask—‘Boss, how about a raise?’ I would like to 
have you think of this as coming from a loyal employee 
who has been with you for quite a few years and who 
wants to care for his family (our employees) and put 
money aside for a rainy day, which we can’t do now. 

“Now that you have heard my story, which was to have 
gone to you through the mails, we will be looking forward 
to receiving your answer.” 








A Tribute To Carl A. Channon 


In recognition of the long and untiring services of Carl A. 
Channon, the Central States Mill Supply Association at its 
fifteenth annual meeting in Chicago, Illinois, 1947, wishes to 
express its sense of personal loss in the death of Mr. 
Channon and its great appreciation of his services as a 
member and officer of the association. 

In his death we have lost a forceful leader, a wise 
counselor, a kindly man and a dear friend. With his mag- 
netic personality, his rare gift of humorous expression and 
his wisdom acquired through wide experience, he was a 
dominant figure among his fellows. 

His memory will remain as a choice possession for a multi- 
tude of friends who knew him and loved him. 

Be it therefore resolved, that this expression of apprecia- 
tion be sent to the family of Mr. Channon, also that it be 
spread upon the minutes of this meeting. 
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YOU NEED TIME TO SELL 


Spend your working hours sell- 
ing, not on details that mean 
little or no business, is the advice 
two California sales managers 


give their men 


“You may be a good salesman, and 
an ambitious one, but you still need 
time to sell.” That, in substance, is 
the advice of R. A. Bogensberger and 
Frank Cochrane, sales managers in 
different firms. 

As sales head at Rawlins Bros. Inc.. 
Los Angeles, Mr. Bogensberger says: 

“To my way of thinking, the sales- 
man’s most valuable asset is repre- 
sented by his possible customer-con- 
tact hours during the day.” 

Mr. Cochrane, sales manager of the 
Geo. A. Kreplin Co., Oakland, Calif., 
phrases it this way: 

“Don’t spend so much time doing 
favors for one customer that you lose 
other business.” 


The Rawlins Method 


Salesmen at the Rawlins company, 
report into the office only once a week. 
Mr. Bogensberger contends it is more 
profitable to salesmen and the com- 
pany to have them operate from home. 

“If any rule, such as requiring the 
men to report at the office in the 
morning or evening, encroaches upon 
their customer-contact time, for even 
a half an hour, a serious loss of busi- 
ness results,” Mr. Bogensberger said. 

“If a salesman has been properly 
trained, and his heart is in his job, 
he will soon have his territory so 
mapped out that he can start in work- 
ing on some customer or prospect 
early in the day. The salesman begins 
early on prospects near his home. In 
a large city such as this, what kind 
of a start can he make if he has first 
to drive to headquarters and back, 
through traffic? 

“There is another argument against 
morning reporting. When a salesman 
gets to the office, he is beset with 
telephone calls, and people in his own 
organization are on top of him con- 
cerning this detail and that. He is 
constantly fighting time to break away 
and get to work, and usually is about 
as tired and jumpy when he does get 
going as though he hac been out 
working half a day. 

“So, all things considered, we are 
for the stay away from the office policy 





“You can spend too much time on a 
customer’ —Frank Cochrane. 


on the part of salesmen, as a preciou: 
time saver. That means clear away, 
all the time. A salesman can’t kid 
himself into thinking he will just run 
down for a minute to sce,if anything 
new has turned up. All we ask him to 
do is to report to the office by tele- 
phone at least twice a day. 

“Similarly, in the case of salesmen’s 
written reports, these can be time con- 
sumers, or, if intelligently handled, 
can give us a fair picture of the whole 
customer situation without burdening 
the salesman with paper work. 

“We use a simple printed form on 
which the salesman lists the day and 
date, the name of the account, type 
of business, number of employees and 
remarks. The two middle columns— 
type of business and number of em- 
plovees—are for new accounts, only. 
All we ask of the salesman is to give 
us one of these reports for each call 
of the day, and under remarks to give 
only the salient information concern- 
ing the call.” 

The once-a-week visit to the office 
by salesmen is usually on Monday 
mornings. The men, ordinarily, stay 
in for only an hour. This time is de- 
voted to questions and answers rela- 
tive to the company’s service, discus- 
sion of complaints, etc. 


The Kreplin System 


One of Mr. Cochrane’s most recent 
experiences in advising salesmen to 
guard against spending too much time 
on a single customer came as a result 
of his system of keeping men advised 
as to how they are doing. 

Mr. Cochrane does not believe in 
calling salesmen in on the carpet and 
wrangling with them over individual 
failings or shortcomings. He believes 


MILL SUPPLIES © JANUARY, 1948 





“We are for salesmen staying away 
from the office’’—R. A. Bogensberger. 





results are what count and that cvery 
salesman knows that. 

Each month, therefore, Mr. Coch- 
rane sends to cach salesman’s home a 
brief report on his sales for the previ- 
ous month. The form shows the sales- 
men’s standing in relation to other 
salesmen and also his percentage gain 
or loss for the month. There is no 
comment sent with the form. 

“The form is enough,” Mr. Coch- 
rane said. “Any salesman who is in- 
terested in his work and in his job and 
who sees himself slipping regularly is 
going to do something about it. If 
he does not do it voluntarily, no 
amount of scolding is going to help. 

“As an example, one man came to 
me and said: ‘I’m sick and tired of 
being low man month after month. I 
think I work hard and I have customer 
friends who buy a lot from me. 
What’s the matter with me?’ 

“The answer is simple enough, | 
told him. You are spending too much 
time on one customer. I grant you 
that he is a big and important one, 
but he isn’t big enough so that you 
and we can afford to lose money on 
him, which is what we are doing now. 

“This customer has you tied up in 
knots half the time. He demands that 
you shop around for him on every lit- 
tle item that we do not happen to 
have in stock. He asks all sorts of 
favors of you that consume your time. 
He has made you his personal expe- 
diter. In accommodating him, you 
lose other trade. Counting your time 
and the detrimental effect on your 
other possible sales, it is time, and you 
have my permission, to call a halt. 

“The salesman took the hint and 
in a short time pulled himself out of 
the cellar.” 
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MORE THAN 200 attended the second of five sessions planned by the American, National and Southern Associations. 


Joint Regional Sales Conference Held In Newark 


BEFORE THE MEETING distributors talked over with 
manufacturers. Here are William H. Heinze, Jones & Auer- 
bacher, Newark, and R. A. Kurz, Greenfield Tap & Die. 


QUESTION AND ANSWER periods were conducted by 
the chairman, aided by Frank Shurts, American Swiss File, 
and Jack Madsen, Madsen & Howell, Perth Amboy, N. J. 
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ON THE COMMITTEE that arranged a cocktail party 
were these two Newark distributors: James Lindsay, Abrasive 
Machinery, and Arthur Wilcox, Wilcox-Slidders. 


THE DISTRIBUTOR’S VIEWPOINT was given William 
Cisko, Manning, Maxwell and Moore, by Larry Seggel, Jr., 
Larry Seggel, Sr., Don Jones of Dodge-Newark Supply. 
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EDITORIAL 


On Face Lifting 


ITH this January issue of Mix Supptirs, we 

present a new face to our readers. Yes, we 
have had our type face lifted. How do you like 
us with the “new look”? 

For those who want the details, we have 
changed our basic text type from “Bodoni Book” 
to “Electra.” As a type face, “Electra” is designed 
for easier reading and presents a cleaner, clearer 
page. Take the December issue of Mitt Suppties 
and compare the text type with that of this 
January issue. Do you agree with us that it is 
easier to read? 

The headline type is also changed—we think 
for the better. The old “heads” were set in 
“Bodoni Campanile,” the new are set in “Medium 
Condensed Gothic” and “Bodoni Black.” Mii 
Supp.ies is essentially a merchandising paper for 
industrial distributors and their salesmen. In 
adopting our new type faces, we have endeavored 
to create a “look” that is in keeping with the job 
we are striving to do and the field we serve. 

We have also made some basic changes in our 
layout. But you will find all the features and 
departments we have carried throughout the years. 
In keeping with the times, we have dressed up 
our valued product—put it in a more attractive 
and usable package. 


Susceptible Customers 


In announcing this change, it is appropriate 
that we should make a few remarks on face lifting 
as it may be applied to the places of business of 
distributors throughout the country. There is a 
tendency among all of us to go along year after 
year without giving much thought to how we look 


to others—our customers. We are apparently do- 
ing a successful job, so why change? The trouble 
with that attitude is that the world around us 
changes. By comparison, we may have lost ground. 
Every customer who comes into a distributor’s 
place of business also patronizes a grocery store, 
a drug store, a department store, as well as others. 
There he sees the change and progress that has 
been made in merchandising and display. These, as 
well as most other distributive trades, have under- 
gone a lot of face lifting in the last decade or two. 
What must this same susceptible customer think 
when he visits his industrial distributor? We 
might as well face it, a large number of distribu- 
tors need to do a face lifting job on their offices 
and showrooms. Much can be done to make the 
quarters clean, light and attractive—to make them 
create in the mind of the customer the impression 
that here is a progressive and efficient concern. 


Take a Look 


Mut Suppuies enters its thirty-eighth year this 
month. During those successful years of publica- 
tion, the magazine has changed its “look” several 
times. We believe that the change we are now 
making will make Mit Supptirs a better and 
more easily read magazine for you, our customers. 
We hope we may have set an example that will 
induce distributors to take a look—an objective 
look—at their own quarters. And then to do 
something about them. 


Halts A Coowdler 
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Flexible Coupling 


Employs Sheave-Type 

Taper-Lock Bushing 
A new pin type flexible coupling in- 
corporates the taper-lock bushing used 
successfully with V-belt sheaves. The 
use of the bushing not only insures 
fastening to shaft with firmness of 
a shrunk-on fit but it also makes re- 
boring unnecessary. The center disc is 
of oak-tanned sole leather, providing 
flexibility, resiliency and strength, and 
it can easily be removed by loosening 
coupling flanges and sliding them 
apart on shafts. Large diameter cen- 
terless ground pins which are pressed 
into the flanges easily cau be renewed. 
Coupling is machined throughout to 
insure balance and true running.— 
Dodge Mfg. Corp., Mishawaka, Ind.— 
Mill Supplies, January 1948. ” 

















Electric Hand Saws 


One-Hand Operation 

Low Maintenance Cost 

Two new electiic hand saws feature 
unique design improvements and bal- 
anced construction which permit easy, 
one-hand operation. The Model 160 


110 


saw is equipped with a 6-in. diameter 
blade, cuts to a maximum depth of 
2-1/32-in. and weighs 10 Ibs. 8 oz. 
No-load speed is 4000 rpm. The 
Model 180 saw has an 8-in. diameter 
blade and is equipped with an adjust- 
able shoe for setting the blade to any 
angle from 0 to 45 deg., and adjusting 
the depth of cut from 1 to 2*s-in. 
maximum straight cut. Maximum 
depth of cut at 45 deg. is 24-in. No- 
load speed is 3800 rpm; net weight, 
153 Ibs. The saws are designed with 
blade on the left to enable the opera- 
tor to hold the tool in one hand, in 
a normal, comfortable sawing position. 
The motor in both the Model 160 
and 180 saw is a powerful, universal 
110 volt AC-DC type. Motors having 
220 volt capacity also can be supplied. 
—Bradford Machine Tool Co., Cincin- 
nati, Ohio—Mill Supplies, January 
1948. 





Hoist Unit 


Doubles As Jack 

For Easier Lifts 
A new hoist-jack, a combination hoist 
and jack, is designed to move or lift 
heavy loads in shops, factories, mines, 
utilities, construction, and other in- 
dustrial fields. Complete in only three 
pieces (stand, hoist and handle), the 
new hoist-jack has a rated capacity of 
2,000 Ibs., yet it weighs only 23 Ibs. 
complete. It features: a hoist whose 
ratchet-and-pawl construction —_ uses 


the smallest possible number of work- 
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ing parts; a “‘safety-load” handle de- 
signed to bend at maximum overload 
before there is any possibility of the 
chain breaking or of hooks straighten- 
ing out; a stroke (which, at the top, 
brings the handle to a level just even 
with the top of the hoist frame hor- 
izontally) raises or lowers the load 
(thus requiring very little head room). 
Weight of the hoist alone is 13 lbs. 
Height of the stand is 42-in. Rated 
capacity, one ton, the hoist-jack has 
been factory tested at two tons.—Cof- 
fing Hoist Co., Danville, 1l.—Mill 
Supplies, January 1948. 

















Power Buggy 


Hauls Anything 

Anywhere, With Ease 

The “Power Buggy”, a new sturdy 
motorized wheelbarrow and dump- 
truck can haul wet concrete, dirt, 
bricks, grain, ore, castings, tools—prac- 
tically anything. According to the 
maker, one man with the six hp unit 
can do the work of six men with 
wheelbarrows. It hauls 2000 Ibs. or 12 
cu. ft. at speeds from 2 to 15 mph; 
forward or reverse; goes up a 25-deg. 
ramp with a load; turns in its own 
radius; goes through doors and nar- 
row passages and is even fitted with a 
hitch for light tractor use. The power 
buggy, with single wheels, is only 28- 
in. wide; with dual wheels is 36-in. 
wide—with all wheels, in either case, 
interchangeable, like auto wheels. 
Rear wheel drive and full 360-deg. ro- 
tating drive mounting make it easy to 
turn in its own radius or to reverse. 
Power is provided by a 6 hp, 4-cycle, 
air-cooled engine with an automatic 
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clutch and variable speed changer 
through worm gear reducer. The 
bucket height of 34-in. enables it to 
load at most concrete mixers without 
pit or platform.—Whiteman Mfg. Co., 
Los Angeles 26, Calif.—Mill Supplies, 
January 1948. 




















Arc-Welding Unit 


Stable Arc, 
Uniform Input 


Known as the G-R “Correct-Arc”, an 
auxiliary unit is available for use with 
A.C. welders on inert gas welding with 
“Heliarc” torches. In addition to a 
high-frequency circuit to start and 
maintain the arc without contacting 
the work piece with the electrode, the 
new unit has a unique filter-choke cir- 
cuit which reduces substantially the 
rectification effect of the inert gas 
arc. The method removes or greatly 
reduces the causes of overheating, ex- 
cessive input, reduced output and 
low power factor usually encoun- 
tered in inert gas arc welding with 
AC welders. Greatly improved arc 
stability and more uniform heat input 


to the weld also are reported, particu- 
larly on aluminum and magnesium 
welds. The unit is available in two 
sizes with maximum capacities of 300 
and 600 amperes respectively; units 
may be paralleled for welding at 
higher than 600 amperes.—Glenn- 
Roberts Co., Indianapolis 18, Ind.— 
Mill Supplies, January 1948. 











Rubber Tooth Belt 


Non-Slip And Strong 
Reinforced With Steel 


A belt with rubber teeth that will not 
slip, perfected after many years of re- 
search, is said to be enormously strong, 
highly flexible and virtually noiseless 
in operation. The belt is reinforced 
with steel cables embedded in oil-re- 
sisting synthetic rubber. ‘The cables 
reduce stretch almost to zero, eliminat- 
ing the necessity of take-up devices in- 
stalled on many belt drives to remove 
slack. In operation, the belt makes 
positive engagement with the pulleys 
at any speed ranging from a snail’s 
pace to 10,000 fpm. Known as the 
Gilmer Timing Belt, the new product 
will be made in various sizes to meet 
the requirements of machine design- 
ers. It is suitable for power transmis- 
sion and synchronization.—L. H. Gil- 
mer Division, U. S. Rubber Co., New 
York, N. Y.—Mill Supplies, January 
1948. 

















Thermometer 


Indoor-Outdoor Face 
Reads Like A Clock 


A unique, highly practical thermom- 
eter registers both indoor and outdoor 
temperatures. Called the “Duo- 
Temp”, the instrument is designed for 
the home, apartment or private office 
and may be placed at any convenient 
location. It is as easy to read as a man- 
tle clock. The face of the thermometer 
is divided into two separate tempera- 
ture ranges. The top range indicates 
the outdoor temperatures; the bottom 
range shows the indoor temperatures. 
Outdoor temperatures are shown in 
black and indoor temperatures in red 
to set off the two temperature scales. 
The thermometer is a precision instru- 
ment enclosed in a finished baked- 
enamel case.—Jas. P. Marsh Corp. Chi- 
cago 14, IIl.—Mill Supplies, January 
1948. 


Floor Coating 


Non-slip, It With- 
stands Weather-Wear 


“Oil-Dri” abrasive anti-slip floor coat- 
ing, a new product compounded of a 
synthetic resinous material with an 


(Continued on page 138) 
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Hoist Unit............. Coffing Hoist Co........... 110 | Humidity Indicator.... Weston Elec. Inst. Corp.... 142 
Power Bug¢y........... Whiteman Mfg. Co. 110 Oil Refiner............. > ee .... 144 
cous Unit...... pecan soe gy a 111 | Air-Powered Drills..... Air-Speed Tool Co..... ae 144 
Rubber Tooth Belt L. H. Gilmer Division U. S. Pipe Threader.......... Threadwell Tap & Die Co... 146 

ia . Cutting Machine....... DeWalt, Inc.. . 148 
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Thermometer.......... Jas. P. Marsh Corp......... 111 Heavy Duty Jacks...... Blackhawk Mfg. Co........ 150 
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TO SELL MorE Chueks you NEED THE ANSWERS 





Don’t be independent; leave that to your chucks. 


Be magnetic. Answers on page 170. 


10. 


112 


. Match the chuck with the machine operation for 


which it’s best suited. 


O universal chuck 
Q) independent chuck 


1. ordinary machine work 
2. polishing with emery 
cloth 

O two-jawed chuck 3. holding small drills 
C) spring chucks 4. small, round work 
(J taper shank arbor 5. turret and chucking 
lathe 


. A chuck has something in common with which one 


of the following: 


0 angle plate 
OD face plate 


D belt lace bridle 
C) centering jig 
O arm girdle 


. Face plates are “truest” on which one of the follow- 


ing: 
O) engine lathe 
() turret lathe 
© bench lathe 


The best face plates for shop work have the cross- 
slide. . . 

O) concave 

O perfectly flat 

QO) convex 


Another name for the split chuck is. . . 


0 taper arbor CQ) spring collet 
CO) tail spindle . 0 cat head 


Define the following terms: 
(a) independent chuck 

(b) universal chuck 

(c) combination chuck 
(d) chuck steak 


The stepped jaws on a chuck: 

(] make the work more accessible 

O make it possible to hold more work at one time 
O) enable pieces of various sizes to be held 


Chucks often are used for work in which of the 
following operations: 


O drilling 
C) boring 


CJ recessing 
C] threading 


O reaming 


. Permanent magnet chucks: 


() have both positive and negative connections 
QO) have only a positive connection 
C) have no electrical connections 


Magnetic chucks are designed: 

O) for holding very thin, not thick work 

Q) for iron and steel materials 

QO) to save the machinist’s time 

QO to run only on alternating current (AC) 


12. 


13. 


15. 


16. 


. The holding power of a magnetic chuck depends on: 


C) the strength of the electric current 

0 the amount of work surface in contact with the 
work 

OQ) the operator’s strong right arm 


Chucks usually are wound for: 
C) 110 or 220 volts 
0 330 or 440 volts 
O) 660 or 770 volts 


Chucks that no longer are accurate enough for lathe 
work: 

O) cannot be used on drilling machines, either 

© can be used, as is, on drilling machines 

0 can be used, supported on parallels, and clamped 


If a three-jaw chuck is used, to release the work: 
QO) only one jaw need be loosened 

OQ at least two jaws must be loosened 

0) all three jaws must be loosened 


Which one of the following is not accurate as an 
advantage in the four-jaw chuck: 

O) its equal quarters speed set-ups 

O the amount of error in two jaws can be found by 
a quarter turn of the table 

O) chuck jaw faces form good parallel surfaces 

O “rock” can readily be taken up by metal liners or 
shims 


The circles 4 inch apart on many chucks: 

€ are there to catch chips 

D aid chuck ventilation 

© make it easy to set the jaws near the center 
O) give the jaws a tighter grip on the work 


When choosing a chuck for your customer always 
select: 

OQ) the largest. You'll get more commission on the 
sale 

0 the smallest. You'll be saving him money 

0) the size no larger than the job requires 


. Which of the following statements are true, which 


false: 
(a) Chucks are exclusively work-holding fixtures. 
O True. O False. 


(b) A chuck provides the best and simplest method 
of holding and rotating work. O True. 
0 False. 

(c) Where simplicity of chucking is the prime con- 
sideration, magnetic chucks are the type to 
recommend. ©) True. O False. 

(d) Chief disadvantage of the 4-jaw independent 
chuck is that it cannot hold irregular-shaped 
work. O True. O False. 

(e) A length of pipe fitted on to the handle of the 
box spanner will increase the chuck work-hold- 
ing power. O True. O False. 

(f) A 4-in. drill requires two times the driving 
power needed for a }-in. drill. O True. 
O) False. 
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Continuous cleaning of conveyor chain with brushes simplifies maintenance at General Electric Refrigerator Plant 


. con or e 
[->) The new conveyor method of assembly em- 


|. | ployed at the General Electric Refrigerator 
Plant, Erie, Pa., is the last word in modern 
| 


production practices. Here, starting with a 





compressor unit, a new General Electric 
Refrigerator literally grows before your eyes as it 
moves from one operation to another at a speed of 
27 feet per minute. 

But new ideas create new maintenance problems. At 
one point in the operation the conveyor chain passes 
througha rust-proofing solution. This results ina deposit 
of scale which must be removed from the chain. At first 
the chain was removed and cleaned ina caustic solution 
—obviously a costly and time-consuming operation. 

Then an Osborn sales engineer was asked for sug- 
gestions. The answer and solution is shown above. An 


Osborn Disc Center Wire Brushing Wheel is mounted 
on either side of the chain. Revolving with the chain 
as it emerges from the bath, the brushes remove all 
dirt and scale. Cleaning is instant and continuous at a 
mere fraction of former costs. 

Time and money-saving ideas such as this are the 
stock-in-trade of Osborn sales engineers. It's the appli- 
cation that counts and the brushes are only the means 
to an end. This premium service costs you nothing, 
may save you much. For complete information write— 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Osborn 








— 





WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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THE SALES INDICATOR —Supply sales in October 
rose to 393 on the Index 6.21 percent above September 





and 35.2 percent above October, 1946. Sales throdgh 
October are 31 percent above the same period in 1946. 


Supply Sales Trends 














Pac. North North 
Month Coast Western Central Southern Atlantic 


Sales Ss 480 isthe 271 386 405 
Indicator °. 435 450 321 386 460 
Order per Sales- S. 14 eee exe 18 13 
man per Day °. 13 ee 16 19 14 
Volume per Ss $16,300 $16,500 $18,800 $14,600 
Salesman Oo. 11,450 15,500 17,400 20,400 18,000 
Size of S $35.40 $29.30 $43.50 $44.00 
Average Order O 31.80 iow 37.00 36.40 45.80 
Order per Ss 97 147 94 
Working Day 1e) 130 143 101 











REGIONAL TRENDS—The North Central and North 
Atlantic groupings again showed substantial gains for 
October, in every category. Largest rises were in volume 
per salesman and orders per working day. The South held 
steady; the West showed slight gains. Only the Pacific 
Coast registered sizable losses since September. 
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ORDERS PER WORKING DAY—were 122 in Oc- 
tober, up 12 from September. Orders per salesman per 
day were 15, down one. October had 27 working days. 
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SIZE OF AVERAGE ORDER—was $39.80 in Octo- 
ber, down from September’s $41.50. Volume pe: sales- 
man was higher, however, up, in October, to $17.$50. 
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mb” Rotary Die-Head 
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ble to many unusual threading jobs 


Type- Standar 


No. 422 “Power Vise Stand” Standard range 
ve" to 2” pipe. Range with universal drive shaft 
22” to 6” pipe. This fast-selling machine con- 
verts hand die-stocks, cutters, and reamers to 


Pipe Master* 
Extra tange 14° 


rive shaft 2! 
to lla” 








power tools. 








CATALOG SERVICE 


Illustrated catalogs on 
these machines are avail- 
able on request. 


MACH. NO. CATALOG NO. 


We 6 eae one's 22-A 
ee ei ae 24-B 
SSV-A ww wc ccees 7-B 
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the application of special fixtures 


Modern Appearance and High Performance 
make the winning combination that keeps 
Oster Portable Pipe and Bolt Threaders the 
fastest selling machines in their class. 


THE OSTER MANUFACTURING CO. 


2041 EAST 61st STREET © CLEVELAND 3, OHIO, U.S. A. 
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View above shows the new “SPIN- 
FAST” Wrenchless Chuck on the 
Oster No. 502 “Pipe Master”. A 
quick spin of the easy-to-grip wheel 


chucks or unchucks instantly 
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SEC Examines 
National Sales 


Net sales by 1,243 listed corpora- 
tions were 38.5 percent higher in the 
second quarter of 1947 than for the 
same period last year, the Securities 
and Exchange Commission reports. 

Oil refiners led the field, with meat- 
packers second, automobile manufac- 
turing third, and steel production 
fourth. 

Whether the increases represented 
price rises or an upswing in buying 
during the period, the Commission re- 
port didn’t say. 

Though not all businesses gained, 
manufacturing companies, of which 
898 were included in the report, in- 
creased their sales by 43.8 percent, 
five points better than average. 


Pease Ties Production 
To Tax Law Changes 


The imperative need for the ma- 
chine tool industry of this country to 
turn out large quantities of its prod- 
ucts requires changes in our tax laws, 
according to Herbert H. Pease, presi- 
dent of the National Machine Tool 
Builders Association. To that end, 
Mr. Pease has offered a three-point 
recommendation for government con- 
sideration: 

1. A change in the depreciation 
policy of the Treasury Department 
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with respect to machine tools. 

2. A change in basic tax laws that 
will permit companies to “plow back” 
more carnings into re-equipment, 
without being penalized for doing so. 

3. An aggressive sales policy on the 
part of the machine-tool industry to 
prove to customers that new machine 
tools today must be considered not in 
the light of their cost but in the light 
of their performance in reducing oper- 
ating costs. 


Expansion Expenditures 
Of U. S. Business 


American business, exclusive of agri- 
culture, spent in total almost four 
billions during the fourth quarter of 
1947 for the construction of new plant 
and the purchase of new equipment. 

Planned expenditures by manufac- 
turing companies for the fourth quar- 
ter of 1947 are estimated at $1.8 bil- 
lion, or 45 percent of the total for all 
industry. 


Steel Demand 
Almost “Hysterical” 


The demand for steel is reaching 
almost hysterical proportions, accord- 
ing to The Iron Age. Greater activity 
is present in the “gray market”, and 
there is little chance that premium 
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Keeping Up with Business 


price levels there will decline for some 
months to come. Pig iron is so short, 
the publication reports, some steel 
companies are forced to divert pig 
from their open-hearths in order to 
supply it to their ingot mold makers. 


BRIEFS: 


. .. Total exports of steel, in products, 
machinery and tools in 1947, will ex- 
ceed 11,000,000 tons, or 17.6 percent 
of all steel-mill products produced. 

. . . Canada’s imports from the U. S. 
in October, mostly in hard goods, 
jumped by 300 percent over Septem- 
ber. They totalled half a billion dol- 
lars. 

. . . War veterans and their families, 
all prospective applicants for govern- 
ment benefits of one kind and an- 
other will number 62,500,000 ten 
years from now. It’s the estimate of 
the National Industrial Conference 
Board. 

. . . As of November 1, freight cars 
on order totalled 126,213, up by 10,- 
000 over October 1, according to the 
Association of American Railroads. 
Old cars still are being retired faster 
than new ones can be built. 

... Tariff cuts on machinery, electrical 
apparatus and other metal products 
under the Geneva conference plan 
will be lowered by half from the pres- 
ent 27 percent average—if Congress 
ratifies the plan. 
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Users tell us the most convincing salesman of Yarway 
Impulse Steam Traps is the trap itself. In plant after 
plant, now 100% Yarway-equipped, the maintenance 
engineer started with one Yarway trap. In less than ten 
years half a million Yarways have been bought by 
utilities, institutions, industrial plants and ship-operating 
companies. Here are the reasons: 


ONLY ONE MOVING PART. No levers, buckets, weights, 
bellows or floats. The only moving part is a simple valve. 
Result—Easy maintenance and small inventory of parts. 


SMALL SIZE... LIGHTWEIGHT. Hardly larger than a pipe 
union, Yarways require no support other than the pipe 
line. Installations are simpler, neater, more practical. 


525,000 Salesmen 


YARNALL-WARING COMPANY -111 Mermaid Ave., Philadelphia 18, Pa. 


PAR WAY IMPULSE STEAM TRAP 





TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 








GOOD FOR ALL PRESSURES. Yarways are good for all pres- 


sures within a broad range without change of valve or 


seat. Factory set. 


EFFICIENT OPERATION, Yarways discharge condensate 
rapidly, getting equipment hotter, sooner, and main- 
taining peak efficiency. Small amounts of condensate 
discharge continuously through control orifice in valve; 
at medium loads, main valve opens and closes at short 


intervals; under heavy loads, valve opens wide. 


LOW COST. Often it costs no more for new Yarways than 
to repair old type traps. 
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INDUSTRIAL PRODUCTION INDEX-Up, Up, Up. 


At 1HE RATE the economy has gained, 
during the past few months, 1947 will 
close as the best production year the 
country has ever known—excepting 
the war years, of course. Output con- 
tinues to rise as business activity hums 
merrily along, expanding to new record 
levels of income and spending, month 
by month. In short, the nation is in 
a period of record peacetime prosper- 
ity. 7 


Prices Inching Up Again 


Prices are on the move across the 
country. Machine and tool lines have 
begun to push for slightly higher lev- 
els, following the lead of other manu- 
facturing industries and, thus far, 
there have been few complaints from 
consumers. It’s likely there won’t be 
many. High prices have been around 
so long, people have learned to live 
with them—in some comfort. 

Some tools have gone up, sheet 
abrasives, too, along with lapping, 
grinding and polishing equipment— 
the increases running between 5 and 
10 percent. Some makes of files have 
just undergone a price lift, and drills 
of various kinds are scheduled for a 
rise, too. The general feeling is that 
these price rises presage a steady round 
for every line—spark-plugged by the 
government’s heavy export commit- 
ments in the machine and tool cate- 
g v. Distributors and manufacturers 
alike hope for an early embargo on 
many lines to increase the amount of 
srpples allocated to domestic mar- 
kets. 





Oct.* Sept. Oct. 
1947 1947 1946 
Total Production.... 189 186 182 
Total Manufactures.. 195 192 188 


ER: Sch aiseenes 222 218 214 
Non-durable ........ 173 171 168 
a —E ae 154 153 145 


* These figures are preliminary and subject 
to minor revision on the basis of additional 
data. 





Construction vs. Exports 


The decline in exports that began 
last June has continued, though at a 
slower tempo than had been _pre- 
dicted. Accountable, in part, are the 
stop-gap loans Congress has voted to 
support foreign purchases of some 
countries; in part exports are held at 
high levels by sales of foreign assets, 
and spending of gold and dollar re- 
serves. 

Losses in foreign trade have been 
offset by gains for some domestic 
markets. Construction is an outstand- 
ing example. Normally, as the winter 
months approach, construction drops 
off from 10 to 15 percent-—the great- 
est declines being felt in housing. 
However, home-building in October 
was up 5 percent over September, 
and September was a post-war record 
month. Total starts on new homes in 
October reached 92,000. At that rate 
1947 may be housing’s best year since 
the 1929 boom. 

Commercial construction is up, too. 
Apparently, removal of controls, last 
June, was all business houses needed. 
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Industrial building, however, contin- 
ues in decline. 

Buyers, apparently, have given up 
hope of a price-fall, look for new rises, 
and are busy building inventories now. 
The latter increased, in September, by 
almost a billion dollars. It’s true re- 
tailers took half“the gain, but whole- 
salers were included for a substantial 
share, too. Probably October will show 
another rise, judging by the 12 per- 
cent (post-war high) gain in the num 
ber of orders received by manufactur- 
ers in September. 

Inventories, though they are big. 
are not yet out of line. Set them 
against sales and the clamoring poten- 
tial of current markets and they seem 
quite “normal.” Wholesalers’ stocks 
were higher in 1941, considerably 
higher in 1939. 


Other Domestic Props 


A second “prop” that tends to coun- 
ter-balance the drop in exports is 
business investment; a third, durable 
equipment production; a fourth, the 
rate at which workers are spending 
current income from wages and sala- 
ries. Altogether, they provide a com- 
fortable margin of prosperity for the 
nation, no matter what the situation 
of the world outside. Moreover, there 
seems little likelihood that the bal- 
ance will be upset suddenly—not 
while demand continues so heavy. 
Now: if the materials situation would 
clear up a bit, one way or the other, 
distributors might feel a little more 
certain about what lies ahead. 
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FACTS YOU SHOULD KNOW 


About the 1948 STEEL VALVE Outlook 












AN ANNUAL REPORT 
TO STEEL VALVE USERS 





A year before the war started, steel valves became 
difficult to obtain. One of the most critical wartime 
industrial commodities, steel valves have been re- 
quired in large quantities for postwar construction 
programs. 

What is the situation now? How about prices, 
deliveries, new design developments? These are our 
observations... 


LITTLE INCREASE IN VALVE PRICES 


The steel valve industry has done its share in keeping 
prices down. Edward selling prices, for example, 
are now on the average only about 10 per cent above 
those in effect before Pearl Harbor. It is hard to 
think of any durable goods industry which today 
serves the buyer on such a favorable price-value 
basis. Steel valves are real bargains—they don’t 
hold up construction programs because of high cost. 


DELIVERIES IMPROVING, BUT— 


Deliveries of Edward valves, on the whole, are 
considerably better than they were a year ago. 

Most small forged steel valves are obtainable from 
stock or upon short delivery. 

Larger steel valves, however, continue to require 
fairly long lead times and undoubtedly that will be 
the case for all of 1948. Expansion commitments of 
the steam generating, petroleum and process in- 
dustries are such that there is little possibility that 
deliveries can be shortened very much on steel valves 
in sizes above six inches, particularly in the higher 
pressure and temperature series, until well into 1949. 

It is therefore still wise to place steel valve orders 
as far in advance as possible. 


ONE WAY TO CUT INVENTORIES 


Most businesses are greatly concerned about mount- 
ing inventories. Among the several causes for in- 
creased inventories, we think, is the buying of 
“specials.”’ Take the case of valves: standard valves 
with a high degree of interchangeability require the 
stocking of very few repair parts; non-standard 
valves with trick attachments mean extra inventories 
for repairs and delays in receiving emergency 
replacements. 

The steel valve industry today has a complete 
line of standard valves suitable for fully 99 out of 100 
installations. For better deliveries, lower cost, known 
performance and smaller inventories, stick to the 
standard. 
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NEW DESIGNS FOR NEW SERVICES 


There is, as we said, a standard valve for virtually 
every service today. That is another way of saying 
that the valve industry has kept up with the tech- 
nological advancements of the power, petroleum, 
and the varied process industries. 

For instance, take Edward. Each new Edward 
catalog has listed basically new valves for higher 
pressures and temperatures. During the past year, 
Edward continued to improve its original designs 
for pressure sealed valve bonnets, welded body- 
bonnet valve joints, closing mechanisms, seating 
systems, etc. 

Not all the advancement is confined to specific 
valve designs, either. For instance, the continuing 
research of the Edward laboratories into the char- 
acteristics of flow and the economics of pressure 
loss has not only led to the development of the 
Edward Equalizer for increasing flow through valves, 
but also has been widely heralded as a contribution 
to the knowledge of the fundamentals of flow through 
pipes. Edward engineers have shared their findings 
and experience with others interested in the same 
problem. 


MEN AT WORK 


As a unit of the Rockwell Manufacturing Company, 
Edward has access to the combined facilities of the 
other Rockwell plantsinall parts the United States. 

This permits more economical manufacturing, an 
even greater research program, fewer headaches in 
obtaining materials and equipment which continue 
in short supply—in other words, more men and 
minds at work on a common objective. 

And right here at the Edward plant, employment 
is at an all-time high. Almost all the experienced 
Edward personnel that left for war service came back, 
and many new men and women have been trained. 
In 1947 expenditures for Edward production facilities 
also reached an all-time high, exceeding even our 
big wartime expansion programs. 

Consequently we sincerely feel that we are in the 
best position ever to take care of your steel valve 
requirements in pressures from 150 psi up, in sizes 
from !¢ in. to 16 in., for all temperatures, and for 
boiler room, petroleum, industrial, marine or 
technological service. 
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SUBSIDIARY OF ROCKWELL MANUFACTURING CO. 


EAST CHICAGO, INDIANA 





Sales Tips From Salesmen . . « team more, earn 


more .. 





VIRGIL LAMONT... 


Save Time 
On the Counter 


When only one man is on the counter, 
what should his routine be? “Every 
man to his taste”, says Virgil Lamont, 
of Machinists’ Tool & Supply Co., 
Los Angeles, “but here is how I try to 
work it.” 

“If I’m working with a cash sale 
customer and one or two drivers, or 
maybe a purchasing agent, show up 
with confirmations, what am I going 
to do? Probably the confirmation and 
pick-up boys are from our big accounts. 

“Of course, in a retail store it’s no 
problem. It’s axiomatic for the sales- 
man to take care of the customer in 
hand and give perhaps no more than 
a smile or nod to the one coming next. 
But work at this kina of a counter is 
a little different. The cash customer 
‘in hand’ may be after something 
that we do not have in stock—perhaps 
he comes in with a circular, or a vague 
description of the item. In that case, 
some little conversation may be re- 
quired to locate this item or find a 
substitute. So .. . I ask him if he will 
mind waiting a minute while I take 
care of the confirmations. This usually 
does take only a few minutes. 

“But if any cash customer is after 
something we have in stock I am 
bound to get it for him at once, and 
get the cash, letting the confirmations 
wait. 

“When working alone on the coun- 
ter, it’s absolutely essential to save 
time in every way possible. To save 
time on price figuring, I have taken 
one of our catalogs and am having the 
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office make the necessary extensions 
so that I will have available, in pencil, 
the net price per item on all currently 
fast-moving items, as well as the regu- 
lar per dozen price. This saves time 
in turning from the customer to the 
price and discount sheets, and then 
turn again to the calculating machine 
in order to make the extension. 





.~mAN a ae 


WESLEY 


Salesman’s Education 
Never Quite Finished 


Wesley Herniman began working as a 
shipping clerk for the Peerless Mill 
Supply Co., Buffalo, N. Y., 11 years 
ago, soon after he had graduated from 
high school. At the time he took the 
job, he had not settled the question 
of a career. Six months in the ship- 
ping room at Peerless decided it for 
him. He would become an industrial 
supply salesman. 

In Mr. Herniman’s estimation, that 
is the first important step towards be- 
coming a salesman because it was his 
first and one of his best examples of 
salesmanship, i.e., selling himself thor- 
oughly on a salesman’s career. A good 
selling job at that point, according to 
Mr. Herniman, makes the rest of the 
task relatively easy. Peerless Supply co- 
operated by moving Mr. Herniman 
from shipping to purchasing, then to 
inventory, invoice pricing, counter 
sales, telephone sales and, last year, to 
outside sales, the first objective. 

Mr. Herniman doesn’t kid himself 
that his preparation ends with the out- 
side assignment. Knowledge of the in- 
side workings of an industrial supply 
firm and the range of products and 
pricing are valuable assets but he finds 
himself studying just as much and as 
hard as he ever did in the 10 years he 
spent inside. 
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. get his first name . . . simplify work, save time, “know-how” never ends. 





HERBERT J. DOHERTY .. . 


Engineering ‘“‘Know-How” 
Can Make New Sales 


One of the most helpful services a 
mill supply salesman can give his cus- 
tomer is information and specifications 
in engineering and product items, in 
the opinion of Herbert J. Doherty, 
who has spent 24 of his 29 years as a 
salesman with J. G. Christopher Co., 
Jacksonville, Fla. 

Such information assists the cus- 
tomer in planning the repair, remodel- 
ling or expansion of his facilities. 
Moreover, adds Mr. Doherty, you are 
in on the ground floor for orders and 
can make recommendations more or 
less freely. 

Another advantage in long-range 
sales planning is the opportunity it 
gives the salesman to become ac- 
quainted with as many people in a 
plant as possible. “I try to learn every- 
one’s first name,” Mr. Doherty points 
out. “Some day the ‘little fellow’ may 
become tops in the company and have 
the sales say-so.” 

One strict rule Mr. Doherty follows 
is to keep before his customers the 
added service offered by his firm, and 
to follow up the service. He says a 
thorough knowledge of your line or 
product gives you confidence to do a 
top selling job. Mr. Doherty always 
welcomes the assistance of a manufac- 
turer’s representative on tough jobs. 
He says they can aid in making surveys 
and recommendations. The customer 
has confidence in the experience of 
the representative and appreciates the 
added service. 
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Delivery on standard items 
now being made from stock 


“TAPS OF DISTINCTION” 


THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S.A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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Ritzenthaler Heads 
Great Lakes Supply 


William G. Ritzenthaler was elected 
president of the Great Lakes Supply 
Corp., Chicago, Ill., at a recent meet- 
ing of the firm’s board of directors. 
Mr. Ritzenthaler succeeds the late 
Carl A. Channon, who had been asso- 
ciated with the corporation for 53 
vears and had been president for the 
past 12 vears. 

L. R. Niep was elected vice-presi- 
dent. Mr. Ritzenthaler and Mr. Niep 
have been associated with the com- 
pany for the past 32 years. 

Executive offices and plant of Great 
lakes Supply are located at 1026 West 
50th St., in Chicago. The company’s 
Calumet Division is at 3217 East 92nd 
St. 


E. E. Stvan Guest at 
Shakeproof, Inc. 


When E. E. Stvan of Strong, Car- 
lisle & Hammond, Cleveland distribu- 
tors, traveled from there to Chicago 
to speak before the sales staff of Shake- 
proof, Inc.—well, it was something 
new under the sun. Mr. Stvan was 
ware of the fact and accepted the 
invitation to speak because it offered 
in opportunity to one distributor to 
bring about closer relations with a 
manufacturer through better under- 
standing. 

In his remarks on the steps a manu- 
facturer must take to get the most out 
of his distributor, Mr. Stvan made 
three strong recommendations. 

1. The manufacturer’s policy must 
be fair and attractive to induce the 
best effort on the part of the distribu- 
tor 

2. The manufacturer must maintain 
close contact with the distributor and 
render genuine sales aid. This aid 
should include inventory recommenda- 
tions and actual customer contact 
work, either with or without the dis- 
tributor’s salesmen. 

3. The manufacturer should arrange 
to appear at the distributor’s sales 
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Founders of “The Keystoners”, who now number 75 (representatives of leading tool 
manufacturers in the U. S.), pose on the occasion of their 10th Anniversary: Left, Mike 
Jackson of Beht-Manning, Bob Brown of Ace Drill Corp., Dave Moffat of L. S. Starret 
Co., Bill Eberlein of Greenfield Tap & Die Corp. and Marty Hayden of Star Expan- 


sion Bolt Co. 


mectings to explain and promote his 
product. According to Mr. Stvan: 
“One well-planned sales meeting is 
worth three months of field work by a 
single manufacturer's representative. 

The payoff for coordinated manu- 
facturer-distributor sales effort, Mr. 
Stvan concluded, is increased sales vol- 
ume all around. 


E. E. Stvan 
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Seventh Branch Office 
For Detroit Ball Bearing 


The Detroit Ball Bearing Co. of 
Michigan recently opened its seventh 
branch office and warehouse, located 
at 425 East Michigan Ave., Lansing 
29, Mich. The branch is under the 
management of Robert I. Augustus, 
a graduate engineer of Ohio State Uni- 
versity. 

Complete stocks of all leading ball 
and roller-bearing manufacturers will 
be available in the new branch. 


Stevens Goes To 
Perkins, Bassett & Wright 


Harold W. Stevens has resigned his 
position as industrial sales engineer 
with the Noland Co. to become asso- 
ciated with Perkins, Bassett & 
Wright, Inc., of Keene, N. H. Mr. 
Stevens will specialize in engineering 
of large equipment and also cover the 
regular run of mill supplies. 

Perkins, Bassett & Wright, Inc., 
covers the states of New Hampshire 
and Vermont and, will have four men 
covering the territory. 

























Boost Your Black & Decker 
PROFITS by Selling 
Drill Accessories! 


FEED * f 
SCREWS bin 


AWS 


RIGHT 
ANGLE 
ATTACHMENTS 


BENCH # 
STANDS # 


: 
Feed Screws—-Give a mechanical 
‘“‘push”’ for constant, steady feed 
pressure, in close quarters. 

Hole Saws—Cut clean, round 
holes in any material a hacksaw 
will cut; 5g" to 4'' diameters. 
Right Angle Attachments —- Help 
you drill and bore around cor- 
ners, in close clearances. 

Bench Stands —Quickly convert 
your portable drill to drill press 
use for accurate and heavy- 
duty work. 


SELL These RUGGED DRILLS 
to Speed Up Heavy-Duty Work 


Roller 


severe side and end thrust. 


Continuous, heavy-duty drilling, wood boring 
and hole sawing . . . there's your profitable mar- 
ket for the big Black & Decker Heavy-Duty 
Electric Drill Line! Drills have to be plenty 
rugged to stand up under that kind of service. 
And from spade handle to chuck, Black & 
Decker Heavy-Duty Drills are built to take it! 
Their heavy-duty, B & D-built motors are spe- 
cially constructed for constant use. Heavy-duty 


gears and ball bearings are used throughout. 


LEADING DISTRIBUTORS 


bearings on chuck spindle withstand 

We're pre-selling your prospects on these Drills 
this month ... and sending them to you for too! 
ing help . . . with big color advertisements in 
leading trade papers. And we’re pushing drill 
accessories for profitable repeat sales. So the time 
was never better to go after this business! The 


Black & Decker Mfg. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 


| 
Ve EVERYWHERE SELL 


PORTABLE ELECTRIC FOOLS 
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Here's why this 


Machinery & 
Equipment 





Financing Plan 


helps you sell in today’s market 


NO CREDIT RISK 


———— 


NO COST 


a 


NO CONTINGENT 
LIABILITY 








COMMERCIAL CREDIT 


COMPANY 
Capital an 


d Surplus $80,000,000 
IMORE y # ND. 


ST 





Today businessmen need new equipment to 
cut production costs ... yet often they can’t 
spare the cash to buy it. COMMERCIAL 
CREDIT’S Financing Plan 


problem for them and for you. 


solves this 


Under our plan, you get your full selling 
price in cash . . . and you are in no way 
liable if your customer fails to complete 
his payments. 

We purchase your customer's paper from 
you without recourse. Your customer gets 
the equipment he needs, on liberal terms and 


at low cost. 
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From reading advertisements in business 
publications, buyers throughout the country 
know the advantage of COMMERCIAL 
CREDIT’S plan. Your salesmen should know 
about the plan so that they can use it effec- 
tively as a sales tool, and they should have 
the facts when prospects ask about it. 

All you need to put the plan to work is a 
supply of Catalog Sheets. We will be glad to 
furnish these promptly. Just write or phone 
the nearest Commercial Credit Corporation 


office listed below. 


COMMERCIAL FINANCING DIVISIONS: 
BALTIMORE 2, NEW YORK 17, CHICAGO 6, LOS 
ANGELES 14, SAN FRANCISCO 6, PORTLAND 5, 
ORE. . 


. and other offices in more than 300 cities 


of the United States and Canada. 
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cities 


Ads Like This 


iit a u is 3 a 
iy sotiog ‘and selling QUICK AID FIRE 


GUARDS. Turn-over is quick because QUICK 
AID is extensively advertised. Customers are 
satisfied because QUICK AID is fully ap- 
proved by Underwriters’ Laboratories. And 


In Books 
Like These 


QuickAib 


literature, aovellioa 7 end direct mail. 
The big, powerful “Have You Money To 
Burn?’ campaign is now on. Don’t miss this 


profit opportunity. Call your distributor or 
write direct. 


THE GENERAL DETROIT CORP. 


DETROIT 7, MICHIGAN 


NEW YORK e PHILADELPHIA e ATLANTA e CHICAGO e DALLAS 


Subsidiaries: 


THE GENERAL PACIFIC CORP. 


LOS ANGELES e SAN FRANCISCO e SEATTLE 
THE GENERAL DETROIT CORP., CANADA, LTD. 
INTREAL 


TORONTO e« MO) 
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The Purchasing Agents Association, 
Inc. of Baltimore, Md., held a three- 
day manufacturer products exhibit on 
November 4, 5, and 6. Industrial dis- 
tributors of Baltimore were well repre- 
sented, with exhibits staffed by their 
salesmen: and men representing their 
sources of supply. 

Among the companies exhibiting 
were the following: The Anderson & 
Ireland Co.; The Baltimore Belting 
Co.; The L. A. Benson Co.; Carey 
Machinery & Supply Co.; Electric 
Tool and Equipment Co., Inc.; Ha- 
joca Corp.; Standard Supply & Equip- 
ment Co.; The Taylor Supply Co.; 
The James Walker Co.; and The Wm. 
H. Whiting Co. 

Manufacturers who had their sepa- 
rate booths were the following: W. O. 
Barnes Co., Inc. The Black & Decker 
Mfg. Co.; Chisholm-Moore Hoist 
Corp.; The Fairbanks Co.; Ingersoll- 
Rand Co.; The Maryland Bolt & Nut 
Co. Mine Safety Appliances Co.; and 
Simonds Abrasive Co. 

In the three days, thousands of 
plant men and purchasing agents at- 
tended, and much interest and aetivity 
was shown in the products exhibited. 


Yale & Towne 
In New N. Y. Building 


A new building, the first to be de- 
voted to providing industries in the 
New York metropolitan area with com- 
plete materials handling technical and 
sales services, has been completed for 
the Philadelphia division of The Yale 
& Towne Mfg. Co. 

In addition to moving its materials 
handling sales engineers and_ their 
offices from their former quarters in 
the Chrysler Building to the new Yale 
Material Handling Machinery Build- 
ing at 205 East 43 St., the company is 
installing a complete Materials Han 
dling Maintenance “Garage” and 
showrooms to repair and service and 
display its complete line of chain and 
electric hoists, hand-operated and mo- 
torized handlift trucks, powered in- 
dustrial trucks and tractors, and in- 
dustrial dial scales. 

Appointments to the New York 
branch of the Philadelphia division 
include: Carl FE. Lang, regional man- 
ager; Robert J. McGreevy, regional 
sales manager; Charles K. Drury, 
metropolitan manager; Warren E. 
Clapp, district manager for hoist sales 
for N. Y. and Conn.; William F. Red- 
mond, district sales manager for hoist 
sales in up-state New York, Northern 
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Distributors Exhibit at Baltimore Products Show 





Wm. A. Hoffman and Charles Trumbo, 
of Carey Machinery & Supply, in confer- 
ence with a couple of customers. 





W. F. Guthrie and R. G. MacBeth, both 
of Fairbanks, flank Ray Dearhart of Kim- 
mel & Co., to make a point about the 
exhibit. 





ee 


SY HAJOCA CORPORATION 


Ag 
» 
. 







A portion of the Hajoca Corp. display at 
the Baltimore Products Exhib:- 





Al Taylor of ‘Taylor Supply, and Jim Mar- 


tin of Jenkins Bros., answer quecics in the 


Taylor display booth. 





New Jersey and New England, except 
Connecticut. 

Walter F’. Randall, the Philadelphia 
division’s associate director of field ac- 
tivities in charge of the New York, 
New England and New Jersey area, 
also will be located in the New York 
branch building, as will Edward Pur- 
chess, manager of the Yale & Towne 
Materials Handling Service Depart- 
ment. 


New Location For 
Dixie Belting & Supply 

The Dixie Belting & Supply Co. 
has moved into its new quarters at 
1613 West Main St., Oklahoma City 
4, Okla. 

Formerly the company was located 
at 826 N. Walnut St. The same tele- 
phone number it had at the old 
address, 7-4701, will be retained at 
the new location. 
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Wills Heads Sales 
At Michigan Abrasive Co. 

C. H. “Fid’” Wills has been named 
general sales manager of the Michigan 
Abrasive Co., Detroit. 

Mr. Wills will have como>lete re- 


sponsibility for the world-wide sales of 
Michigan Abrasive materia’, which 
include sheets, rolls, discs an elts. 


A veteran in the mill suxolv field 
and widely-known throug’) ut the 
Mid-West, formerly Mr. Wills was 
Detroit- Toledo representativ< for an- 
other abrasive company for I0 vears. 


York Machinery & Supply 
Advances Paul R. Shelly 


Paul R. Shelly has been a pointed 
general manager of York Machinery & 
Supply Co., distributors of York, Pa. 
Mr. Shelly has been with tie com- 
pany for the last 20 vears. 








000 floles per day 


wah CLE*FORGE “24. DRILLS 


TRADE MARK REG. U.S. PAT. OFF 


Three multiple spindle set-ups, 
one of which is illustrated at the 
right, are employed to drill the 
20 holes in this cast steel truck 
wheel. An average of 250 wheels 
are drilled each day—a total of 
5,000 holes. CLE-FORGE High 
Speed Drills are given much of 
the credit for maintaining this 
production rate. 


This job is typical of many where CLE-FORGE High Speed Drills have 

demonstrated their superior performance. Because these drills produce more 
med holes per grind, they are an important factor in reducing “down time” and 
igan increasing output. If you have not already used CLE-FORGE High Speed 
i Drills and experienced their many advantages, we urge you to... 


es of 


the 

Was 

r an- 

‘ears. 
“CLEVELAND” 


DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 


inted 
ery & 
, 


com- 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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C. COUSINO, right, Ohio Belting & Transmission Co., Toledo, watches sheave- 
grooving at Worthington’s Buffalo plant with J. Kuechle and L. R. Erb. R. Jozen is 
on the machine. 











{ 
E. B. GRAFT, Oscar P. Stocker and ] 
H. A. Pelle are still co-workers, al- ( 
though Mr. Stocker now is president } 
of Graft-Pelle Co., Louisville, Ky., dis- 2 
tributing firm. The new organizational —_ I 
structure took shape when the former BY DEVIOUS WAYS do men find ( 
CARL J. MEISTER was recently ap- partners sold out their controlling in- their niche in life. Formerly a teacher, ( 
pointed general sales manager of The terest to employees of the company, R. L. Fox, now is office manager and 
Atlas Chain and Manufacturing Co. of who have been hard at work since, personnel director at Cleveland Tool & . 
Philadelphia, Pa. making every sale mean profits. Supply Co., Cleveland, Ohio. J 
V 
[ 
n 
a 
li 
V 
tc 
oO 
ec 
pe 
la 
m 
th 
APPLYING DEMOCRACY with a gencrous hand, Presi- YOUNG JACK HALL and his dad, F. N. Hall, president- 
dent Theodore F. Smith, Oliver Iron & Steel Corp., Pitts- treasurer of Hall & Co., Inc., distributors of Spartanburg, 
burgh, greets young visitors to the firm's “Family Night.” S. C., pore over local maps to stake out company sales areas. 
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The fate of the world 


sits on this rug” 


NOTE: Paste this editorial in your hat. Re-read it 
as you start to shiver the next time John L. Lewis 
cuts off the nation’s coal supply. 


“Labor monopoly” will mean much more to you 
then. But if you are worried enough you will get 
after your Congressman to do his part now -— before 
the shivering starts. 


“The fate of the world sits on this rug.” 


The men on the rug: John L. Lewis, President of 
the United Mine Workers, who made the remark; 
Benjamin Fairless, President, United States Steel 
Corporation; George M. Humphrey, Chairman, Pitts- 
burgh Consolidation Coal Company; Harry M. 
Moses, President, H. C. Frick Coke Company; 
Charles O’Neill, President, United Eastern Coal Sales 
Corporation; the late John O’Leary, International 
Vice President of the United Mine Workers; and 
John Owens, President, District No. 6 United Mine 
Workers. 

The place: Room 800, Carlton Hotel, Washington, 
D. C. 

The time: Last July during the “negotiation” of a 
new soft coal contract. 

The outcome: Another whopping increase in wages 
and the price of coal, another hike in the cost of 
living, and a “contract” which binds the United Mine 
Workers only as long as they are “willing and able 
to work.” 

Mr. Lewis was right. The fate of the world did sit 
on the rug. In fact, it sat at Mr. Lewis’ feet, for, as this 
editorial will explain and as the outcome shows, his 
power over coal is absolute. 

Without coal modern industrial civilization col- 
lapses. Without Mr. Lewis’ assent coal can not be 
mined. He has the nation and, in the years 1947-48, 
the world at his mercy. 


The Taft-Hartley Act, good as it is, does nothing 
to check this kind of monopoly. 


- JOHN L. LEWIS 
I 


The Taft-Hartley Act fails to protect the public 
in many major particulars. 


Here are some of them. 

1, Labor monopoly is promoted and protected by 
its continued exemption from the federal antitrust 
laws. Management has no such exemption and should 
not have. 

2. Industry-wide bargaining, a kind of second- 
degree monopoly, is left virtually undisturbed. So 
is union-wide bargaining which extends the power 
of national unions far beyond a single industry. 

3. Featherbedding, the art of getting paid for doing 
nothing, is left largely intact. 

4. The menace of having local utility strikes wreck 
the health and safety of a community is left un- 
touched. Postponement and persuasion are the only 
instruments provided to deal with strikes that would 
wreck the nation. 

My purpose in citing these omissions from the 
Taft-Hartley Act is not to belittle the act or its 
framers. They did a most courageous and construc- 
tive job. They made a real start toward restoring a 
workable balance in industrial relations in the United 
States, so far as the law can do it. But they have 
not completed the job. Among their omissions the 
two discussed in the next sections of this editorial 
stand out above all others. 


II 


The most serious Taft-Hartley shortcoming is 
its failure to deal with labor monopoly. 


Labor monopoly exists wherever a union is so 
strong that bargaining becomes a sham and the union 
virtually dictates its own terms. 

If an employer or group of employers secures a 
monopoly or anything approaching a monopoly, pros- 
ecution for violation of the federal antitrust laws 








ls in order. That is as it should be, for monopoly 
means death to economic and political freedom. 


But if a labor union secures complete monopoly 
control over an industry through control of its 
workers, that union remains above and beyond the 
antitrust laws. “The fate of the world sits on this 
rug.” By that imperial attitude John L. Lewis fully 
demonstrated how obsolete is the notion that labor 
unions are weak and, therefore, need exemption 
from the antitrust laws. Through the United Mine 
Workers, Mr. Lewis controls about 90% of the coal 
miners. (No company controls more than 5% of the 
nation’s coal output.) Wherever he sits he has at 
his feet the welfare of the whole nation. 


Great international unions exercise a comparable 
measure of monopoly control in other basic indus- 
tries—steel, transportation, and automobiles, for 
example. 


These labor monopolies can destroy the nation 
if they are not themselves broken up. Witness the 
plight of France. There the Communists have found 
in the great labor monopolies an instrument for shak- 
ing the nation to its foundations. 


iil 


The Taft-Hartley Act also leaves untouched in- 
dustry-wide collective bargaining, which is a 
kind of second-degree monopoly. 


When all or almost all of the employers in an 
industry get together with the union leaders to agree 
on wages and working conditions (that is called in- 
dustry-wide bargaining) -they set up a monopoly 
control. It is a less concentrated monopoly than 
when the terms are dictated by either side, as Lewis 
dictates them in coal. But, nonetheless, competition 
is eliminated and monopoly control is established 
over wages, which are by far the largest element 
in the cost of production. It follows that public regu- 
lation of collective bargaining— which means the 
end of free unions and free management —is not 


far behind. 


Some employers defend industry-wide bargaining 
as their only defense against industry-wide unions. 
Other employers like it because it makes wages and 
hours uniform for their whole industry. 

For those employers who are forced into industry- 
wide bargaining in self-defense the road to relief is 
clear. Congress owes it to them and to the public to 
free them from the necessity of dealing with a mo- 
nopolistic union. The best way to do that is to 
remove the exemption of labor unions from the 
federal antitrust laws. 


To those employers who engage in industry-wide 
bargaining because they like it the proper answer 
is also quite clear. They (and the union involved) 
are maintaining a private monopoly which is offen- 
sive to the public interest. It should be prevented 
by law. 


IV 


Congress should finish the job of eliminating 
labor monopoly and industry-wide bargaining. 


In the course of enacting the Taft-Hartley law 
last spring the House acted to eliminate the exemp- 
tion of unions from the federal antitrust laws and 
to make industry-wide bargaining illegal. The Sen- 
ate, however, refused to go along. 


‘ The principal reason advanced in the Senate for 
deferring action was that more knowledge is re- 
quired to legislate intelligently. To get the needed 
information, a joint Congressional committee was 
created. 


It is standard Congressional practice to stall off 
tackling a difficult job by creating a special com- 
mittee to study it. The new joint committee is not 
likely to prove an exception to this rule—wunless 
the voters loudly demand of Congress that it get on 
with its job of protecting the public interest in the 
conduct of labor relations —a job which is nowhere 
near done. 


Helpful and effective as many of its provisions 
are, the Taft-Hartley Act does not face squarely 
the central principle of industrial relations in a free 
society. That principle is this: Neither employers nor 
organized workers, separately or in combination, 
shall exploit the public by establishing a monopoly. 


Do not let your Congressmen go to sleep on the 
job of solving that problem or hide from it because 
of fear. The perfect solution may be hard to find. 
But the problem can be largely solved by making 
organized labor subject to the federal antitrust laws 
just as management is now subject to them. If that 
problem goes by default your children and your 
grandchildren will really know what slave labor 
means. 





President, McGraw-Hill Publishing Company, Ine. 


THIS IS THE 64rr OF A SERIES 








UMI 


SELL THE HOIST 
THAT'S IN DEMAND 


b/ 15 - 


SPUR - GEARED HAND CHAIN HOIST 


\ hoist 
that’s number one in its class. One that’s famed 
throughout the world for its sound engineering, 
speed and safety of performance . . . its long, de- 
pendable life, and unfailing ability to lower pro- 
duction costs by making child's play of the heavi- 
est lifting jobs. Holds loads in suspension by an 


automatic brake. 


Greater sales and income 
possibilities from a hoist that’s easy to sell hecause 
it's in demand, Capacities ranging from Y% to 10 
tons. Hook and trolley types with modifications 
that take care of every hand hoist application. 


And to boost your profits higher, sell the Yale 
YALE HOIST Cable King and Midget King Electric Hoists and 


saus SERVICE of eorgy . eae ‘ 
sastenie Shia the Yale Pul-Lift, “The Indispensable ‘Tool of 


Tour Oiatribeter 


Industry.” The Yale & Towne Manufacturing 
Co., 4530 Tacony St., Philadelphia 24, Pa, 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


INDUSTRIAL DIAL SCALES HOISTS HAND AND ELECTRIC TRUCKS — HAND LIFT AND ELECTRIC 
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HANDSOME as a man’s best girl were the Clipper ships that plied the seas in 1848. 


FIVE INDUSTRIAL SUPPLY COMPANIES WERE STARTED 


One Hundred Years Ago 


¢Braman Dow & Co:. Boston 


New York e J. Russell & Co., Holyoke, Mass. 


One way and another, these five firms have managed to survive our three major 
wars, our depressions, our internal dissensions, even the weather, and have 


settled down to enjoy a graceful—and, we hope, a prosperous—old age. 





But, what was the atmosphere in America in 1848? What were a man’s 
chances for a success in a new business venture? Your editors have taken a 
look back on history, and have discovered that in 1848—well, read about it 


for yourself. 


I"S 1848. The world is in a state of 
cruption—except in the United 
States. France and Rome have lost 
their kings and are republics, and four 


ternich to cry “uncle” and open the 
door on a new civilization. 

Richard Wagner has completed 
“Lohengrin” but he’s had a time of 


¢Curtis Supply Co., Inc., Buffalo 





lesser kings and heads of state have 
tumbled from their tinsel and gilt. 
Only Qucen Victoria still looks digni 
fied on her English throne. (She'll be 
a long time sitting, too—another 50 
vears.) Pius IX has been Pope for 
two years; Vienna and Paris are closet 
now, thanks to a new railroad; and the 
industrial revolution waits patiently on 
Europe’s doorstep for “Prince” Met- 
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it to get the opera staged, or find 
artists who can sing the new work. 
Chopin, on the edge of death, tours 
England and Scotland in one _ last 
grand concert. 

The Pan-Slavic Conference meets 
in Prague, Czechoslovakia—-and ac 
complishes nothing. But all Germany 
is united in a Parliament at Frank 
fort. Some fellow by the name of 
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@ Patterson Bros., 


® Tay-Holbrook, Inec., San Francisco 


Karl Marx has just brought out some- 
thing he calls a “Communist Mani- 
festo.” ‘They say it may do as much 
damage in the world as it does good. 

Darwin's “Origin of the Species” 
still is angrily debated in be. ssl 
medical and literary circles—to no 
good purpose. 


God’s Country—1848 


Here at home the ‘Treaty of Gua 
dcloupe-Hidalgo is signed—ending the 
war with Mexico. We scttle for Cal 
ifornia, Nevada, Utah, Arizona and 
New Mexico—a domain larger than 
rance and Germany. Mexico gets 
$15 million in cash—as a consolation 
prize—-but the deal leaves a bad taste 
in the mind of more than onc his- 


torian. (They'll give the episode an 
appropriately unpleasant name 


“frontier imperialism.” ) 
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HORSEPOWER, in 1848 meant horsepower, as witness 
this combination reaper, thresher, separator and sacker. At 
harvest it did everything but feed and bed old Dobbin. 


But the “war” has made more than 
one military reputation. It’s been 
three-and-a-half months since the last 
shot was fired, but you still hear 
familiar names. General Winfield 
Scott was in command. IIe chased 
General Santa Anna’s Army up and 
down creation—from Vera Cruz to 
“the Halls of Montezuma.” (‘The 
Army, as well as the Marine Corps, 
sat in on that long string of victories. ) 
The younger men who survived will 
be around a while vet, long cnough to 
take part in the Civil War that is due 
to tear up the country in fourteen, 
fifteen years. Captain Robert I. Lee, 
he’s one—and Joseph Hooker is an 
other. Ulysses S. Grant was im on 
that duck-hunt, too, and Lieutenant 
I’. J. Jackson. (It'll be 14 vears before 
anyone thinks to call him “Stone 
wall”.) Licutenants G. B. MceClel- 
land, P. G. ‘VT. Beauregard, James 
Longstrect and George KE. Pickett, 
they were there, and thev did them- 
selves proud. 

The country has settled down since 
the shooting stopped. It’s been busy, 
helped along by foreign trade, immi 
gration, cheap labor, cheap land, new 
machines, the low tariff, railroad build 
ing; the opening of the west and the 
new territorics from Mexico. Won't 
stop growing, cither, till it’s inter 
rupted by the war in 1861. 


Age of Presidents 

James K. Polk, Democrat of North 
Carolina, is President of the United 
States—twenty-five of them now, or 
will be when Wisconsin is admitted 





————— 


















































LUA 























Trett 





es eacanent 

































































ane 
Me SS et 


later this year. George M. Dallas is 
Vice-President, but won’t be for long. 
"48 is an clection year, and Zachary 
‘Taylor, Whig of Virginia, is duc to 
win out over Lewis Cass, Democrat. 
Millard Fillmore of New York will be 
‘Taylor’s running mate for Vice-Presi 
dent. 

Abe Lincoln has just finished a term 
in Congress, and old George Washing 
ton is 50 years dead and buried. John 
‘Tyler is living in Richmond, Va., and 
James Buchanan is ambassador to ling 
land. Rutherford B. Haves is— prac 
ticing law in Ohio. He'll be our 19th 
President one day, after Andrew John 
son. Mr. Johnson must be 40 about 
now, and U.S. Grant, he’s 26. James 
A. Garfield is 17, and Chester A. 
Arthur is a year older. Benjamin Har 
rison has just put on his first pair of 
long breeches, Grover Cleveland is 
still in knee-pants, and William Me 
Kinlev, he’s only a sprout, five years 
young. Now there’s a handful of men 
who will grow up and be President. 





FREEDOM OF SPEECH-AD 
NAUSEUM 

“The decade of the forties has 
been called the “hot air” period 
of American history—the golden 
age of the talk-fest, the lyceum, 
the brotherhood of man.” 
—Krmest Bogart, “EKconomic His- 
tory of the U.S.” 
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NO, not a hot-dog stand, but a man-powered steam forger 
is it looked in 1848. Air conditioned, too, for most of them 
were built outdoors, roofed over against the rain. 
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There are almost a million wage 
earners in the country, and they work 
in more than 100,000 establishments. 
Lhere’s half a billion dollars invested in 
these firms; the value of their output is 
close to $2 billions. ‘The public debt is 
low, only $55 millions. ‘That's about 
$2.35 a head. ‘There’s talk in Con- 
gress of raising taxes to pay off the 
debt, but that won’t come to much 
too unpopular with the voters. 

The population is large, but the 
land is larger. ‘Vhere are 7.9 people 
to the square mile. In the next hun 
dred years the density will increase to 
44.2 per square mile, but we'll have 
moved on by then. 


Foreign Trade—And 
No Competition 

Kurope takes over 77 percent of 
our exports nowadays, and Tngland’s 
our best customer; she buys most of 
our cotton and our foodstuffs. But 
only Brazil among Central and South 
American countries has found a place 
at our breakfast table. Coffee, yes. 

Half the things we buy from abroad 
are manufactured items, ready for con 
sumption. Most of them come from 
Murope-—about two-thirds of all out 
foreign wares. And most imports en 
ter the U. S. by wav of the northern 
ports; more than 60 percent through 
New York City. ‘The South still com- 
plains that the North discriminates on 
this trade, but most of the goods are 
destined for the North anyhow, so 
nothing much has been done to solve 
the issue. Seven ports handle all the 

(Continued on next page) 
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POWER TRANSMISSION took a long leap forward when 
this explosive gas engine was introduced. That box below, 
with the six holes, is an air vent, not a bird’s nest. 


country’s commerce: New York, New 
Orleans, Boston, Baltimore, Mobile, 
Charleston and Philadelphia. 

U. S. trade had spurted in the last 
ten years. Britain’s wars with China 
has left the seas free for American 
ships. So shipbuilding has boomed, 
though in the wrong direction. Most 
of the ships on the ways right now 
are Clippers; fast, beautiful in their 
lines and substantial, but soon to be 
outdated by iron and steel ships pow- 
ered by steam. 

Land is still cheap. They’re just 
selling the last few million acres of 
what Congressmen call “the public 
domain.” Congress was all but giving 
it away, a while back. Sure. Of a 
total of 269,406,415 acres disposed of, 
up to now, money has changed hands 
on only 68,752,889 acres. The other 
200 million were outright gifts, or 
sold so cheap they might just as well 
have been Christmas presents. They 
say one company (with an ear in 
Congress) cornered a million and a 
half acres ‘in one transaction and paid 
guess what? Eight and nine cents 
an acre. They went in re-sale for $2 
an acre, which put big money in the 
bank for somebody. They’ve passed a 
new law since—land can be had today 
by anybody for $1.25 an acre; mini- 
mum sale, 160 acres. And Congress 
has set aside one-eighteenth of the 
public lands for schools and such. 

Cotton’s the chief crop today; to- 
bacco next, then rice, and sugar. The 
South specializes in cotton, the North- 
east in dairying and fruit-growing, the 
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YEARS AGO (continued) 





THE MOVEMENT 
WARD 

“A few clear-headed men have 
foreseen the evil of so great a 
dispersion of the people as has 
taken place.” 

—Harriet Martineau, “Society in 
America.” 

“About two-thirds of the in- 
habitants of America pass the 
greater part of their lives in com- 
parative loneliness.” 
—Wakefield, “England and 


America.” 


WEST- 





West in livestock, wheat, corn and 
other foods. When the West started 
to compete with the Northeast on 
crops, New England turned to manu- 
facturing. Milk, butter and cheese is 
still produced there, though—and up- 
per New York State is just one long 
orchard. Apples, yes—the best in the 
East. 

They say the South is set to pro- 
duce maybe 3,500,000 bales of cotton 
this year—260 Ibs. per slave. With 
almost 2 million of the South’s 3 
million slaves engaged in cotton cul- 
ture, it looks to be a big year for some 
people below the Mason-Dixon line. 
And four-fifths of their crop is to go 
out of the U. S. to dress the world. 

Some. Northerner wrote the other 
day that 25,000 new slaves are coming 
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WOODWORKING, a major industry 100 years ago, was 
helped along by inventions like this planer and matcher. A 
single mill, they say, often could support a village of 2,000. 


into the country ,every year—at $900 
a head. Sure, it’$ a fancy price—but 
cotton is high this year, too—84¢ a 
Ib. and on the way up again. And this 
fellow says you can add $100 to the 
value of a slave for every cent cotton 
goes up. Yes sir, the South has gone 
overboard for cotton. Yet it’s only 
half as rich as the North in its invest- 
ments—10 billions, as against 5  bil- 
lions. 

Get outside the South, go north 
and west into the “more-than-one- 
crop” states and you'll see why. They 
farm the land in new ways that pro- 
duce more crops every year. Machines 
have got a toe-hold in the North and 
East and West—all kinds of ma- 
chines, and they’re light, simple to 
operate and cheap: Horse rakes that 
do the work of ten men; revolving 
hay-rakes, threshing machines; iron 
plows with interlocking pieces, so 
parts can be substituted when some- 
thing breaks down; reapers; cultivators 
drawn by horses; grubbers; seed-drills; 
corn-planters and other small tools. 
Animals do the work now; no more 
culture by hand. 

It’s funny how the manufacturers 
got the farmers to show some interest 
in their machines. They trundled 
them out every fall to the County 
Fair and started up some plowing and 
reaping matches. Proved to the farm- 
ers what their new contraptions could 
do by actual demonstration. And the 
manufacturer learned, too. He learned 
by listening, and jotted down the 

(Continued on page 134) 
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PERFORMANCE 

IS BUILT 

INTO ENGINEERING 
NATIONAL 

Tal 

CUTTING 

TOOLS 













































When you recommend and sell National metal cut- 
ting tools, you know they are soundly and scien- 
tifically designed. National field engineers 
continually make performance tests on every 

kind of material and under all conditions. 
In the modern, fully-equipped National 


laboratories, these tests and this 





experience are translated into 
concrete tool design. You gain 
satisfied customers when you 

sell National tools, for Na- 


tional tools incorporate 





; the latest advances 
F\ 

#7 % 

Call Your 
Every National ad in 
general business mag- 
azines advises readers 
to “Call your distrib- 
utor for cutting tools or 
any other staple in- 
dustrial product.” For 
years National has 
recognized the impor- 
tant role of the in- 
dustrial distributor in 


stimulating production 
efficiency. 


in the art of metal 


cutting. 


[ATIONAL rwrsr pritt An root coMPANY 


ROCHESTER, MICHIGAN, U.S. A. Tepand Die Division — Winter Bros. Co. 
Distributors in Principal Cities * Factory Branches: New York * Chicago * Detroit * Cleveland * San Francisco 
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IN 1848, Eric R. R. engines like the “Tioga” were named after the counties through 
which the road passed. Other firms named theirs after state governors and naval heroes. 


farmers’ notions about the “bugs” in 
the machines, and knew what to do to 
improve them—maybe even how. 

The farmers have adopted the new 
agricultural methods, too. The pro- 
fessors down at the State universities 
finally convinced them they ought to 
use fertilizer every now and then to 
sweeten their land. Even got them to 
rotate their crops, so the earth will 
vicld more come harvest-time. 


Factories and Men 


The revolution on the farm has 
caught hold in manufacturing. Elias 
Ilowe’s sewing machine is two years 
old now, and the tailors who rioted 
against it back in 1846 have gone to 
work for the owners of the new ma- 
chines. Yes, sir, sewing has moved 
out of the kitchen into the factory 
and mom and sis have gone along to 
keep it in the family. In Lowell, Mass., 
they say, 6,000 persons are employed 
in the textile mills—about half. of 
them women, 17 to 24 vears old. 
Long hours, low pay, lack ‘of educa 
tion and overwork—that’s the order 
of the day. 

Lowell isn’t so bad, though. Over 
at Fall River, Mass., mule spindles 
and men spinners are helped in their 
work by very young children They'll 
put an end to that soon. Last vear 
New Hampshire passed the first legis- 
lation to protect child labor. Here 
after, in that State, children under 
15 can’t work in factories for longer 
than 10 hours a day. 

The average working time for 
grown-ups is 12 hours long nowadays. 
Go ahead, smile—but 40 vears ago the 
day was 16 working hours long, and 
harder work, too. None of these 
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TIMES CHANGE 

“All the strikes I heard of were 
on the question of hours, not of 
wages. 
—Harriet Martineau, “Society in 
America.” 











“Jabor-saving devices” around then. 

Last year some of the workers got 
together to invest in the first experi- 
ments in “producer co-operation”. 
Ihe movement started among the 
iron moulders in Cincinnati, the tail- 
ors of Boston and New York, the stecl 
puddlers of Pittsburgh, the printers of 
Philadelphia, and other industrial 
groups. Supposed to have done well 
by themselves, too. Five years from 
now, though, they will be only a line 
in the history books. 


Wages and Prices 

Wages? ‘They run high and low. 
The wages of a skilled mechanic are 
about $1.50 a day, provided he’s an 
expert in his craft. Farm hands get 
75¢ a day and keep. Down at the bot- 
tom of the scale, factory workers can 
make as much as $3.50 a week—if 
they put in enough hours. Room and 
board is high, though, so it isn’t likely 
many of those factory people will be- 
come millionaires soon. 

Board’s cheaper out West, they say, 
and traveling expenses are low—only 
a dollar a day for a man and a horse. 

Prices?—they're on the way up, all 
across the country. They started to 
rise back in 1843; been climbing ever 
since. You hear more and morc talk 
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GROWING PAINS 

“The mobility of society in 
America, the wider distribution 
of property, the absence of caste, 
and other peculiarities created 
and fostered by our laws, are 
alone sufficient to account for the 
phenomenon of the growth of 
real wages in the face of the rapid 
growth of the population.” 
—Professor Francis Bowen, 
“American Political Economy.” 





now about the high cost of living. 
But then, wages are up, too. Some 
body said the other day that wages 
have gone up faster than prices; maybe 
8 percent higher right now. Well, the 
more they pay, the more people can 
buy! ‘That’s prosperity. It’s like that 
French traveling man wrote a while 
back: “There is the appearance of 
general ease in the condition of the 
people of this America.” 


People and Places 


Mr. Ralph Waldo Emerson is back 
home again. He’s just returned from 
his second visit to England. He’s sit- 
ting in his garden at Concord right 
now, trying to piece together the out- 
lines of another essay. He'll call this 
one “Compensation.” 

At Walden Pond, Mass., with Mr. 
E:merson’s permission, young Henry 
‘Thoreau has holed in for the winter in 
the hut he built with Bronson Alcott’s 
borrowed axe. (Bronson’s the papa 
of Louisa Alcott, the little girl who 
will write “Little Women”.) ‘The word 
is it cost young Henry all of $28.12 
to build his hut—and a good job, 
too. 

Speaking of housing, they say the 
prices on homes will go up soon, 
what with all these new immigrants 
coming in from Ireland and Germany 
and those other foreign places. Most 
of them only stop off on their wav 
West, but those who stay behind still 
are too many. ‘They tend to crowd up 
in the citics. There must be 23,000,- 
000 people in the country and with all 
the millions of acres open to them 
they still gather in towns. Why, half 
of them live east of the Alleghenics 
right now! 

They've all heard tall tales about 
the high wages labor is paid in Amer- 
ica, about the cheap land and cheap 
transportation—and gold in Califor- 
nia! They say two-thirds of those 
who will come in this vear are between 

(Continued on page 164) 
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GLOBE WOVEN 
BELTING 








Credit matters occupy John R. Cov- 

. : entry's attention at Cleveland Tool & 

@ More and more are GLOBE BELTS finding Sunaby Ca. Cite, stioey be is cotisaees 
treasurcr. 


favor in industry. Engineered for particular jobs 





.tested through service...improved through George B. Hays Heads 
research, those are the things which have made Hays Supply Company 








George B. Hays has becn named 
president of Hays Supply Co., Mem- 


BELTS for long service and perfect performance. phis, ‘Tenn., succeeding his brother, 
Dennis Hays, who passed away recent 


ly. S. M. es was named vice-presi- 


{ GLOBE ENDLESS WOVEN BELTS: For bigh- iach as ate laces 
speed operations. George B. Ilays also was elected 
GLOBE STITCHED CANVAS BELTING: For president of the Hays Machine ‘Tool 
fonutlen. / , Co., a separate corporation; A. 'T. 

GET conveying, eleva ing, and power Hicks, vice-president, and J. W. Hays, 
transmission. secretary-treasurcr. Formerly, — Mr. 


COMPLETE GLOBE KANRY-TEX: The superior belting ITicks was manager of the tool firm. 
INFORMATION . for food processors. 

ON GLOBE SOLID-WOVEN WHITE COTTON BELT- 
ING: “Tops” for light conveyor 
purposes. 

GLOBE CELLULOSE-COATED BELTING: For 
bakery...candy manufacturers. 


users in nearly every line depend upon GLOBE 








Write today for complete information on the 
profitable GLOBE line. 


| 

| Brushing up on selling angles, J. H. Ken- 
ney, vice-president of Peerless Supply Co., 

| Buffalo, studies a gage prior to conducting 

| a sales meeting. 
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These Facts Sell The File 


Made by specialists on Swiss-pattern files 

Based on more than 40 years’ experience in file making 
A file to fit the most intricate filing job 

Over 3000 different shapes, sizes and cuts 

More than 38 shapes—7 cuts—Nos. 00, 0, 1, 2, 3, 4,and 6 
Most shapes made from 3-in. to 12 in. in length 

Made closely to size—tolerance + ,002-in. in some shapes 
Made of highest grade file steel—not tool steel 

From 25 to 30 operations in their manufacture 

All Swiss-pattern files are double cut 

All files cut from tang to extreme point 

Have larger filing surface than most other Swiss-pattern files 
Specially keen filing edges-cut faster 


Uniform hardness assured by special heat treatment with auto- 
matic control and regulation—to within + 5° F. 


Every file rigidly inspected for shape, cut, size and hardness 

Every file guaranteed for performance 

Large factory stocks maintained at all times 

Sold at standard prices 

Special files made to order 

Expert advice on filing problems Reprinted from our bu| 


on’ " 
Files of Precis } 
ion 
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ORDER THROUGH 
YOUR DISTRIBUTOR 
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SELECTED 
RAW MATERIALS 



















MARK OF 
HIGH PRODUCTION 





CORRECTLY 
MILLED FLUTES 










ACCURATELY 
GROUND THREADS 





CORRECT 
CUTTING ANGLE 


ATTICA TLL, 





,| 


PROPERLY GROUND 
CHAMFER 


—— 





HY-PRO TOO 


A Subsidiary of Continental Screw ‘Co. 





MILL SUPPLIES © JANUARY, 1948 



















New Products 


(Continued from page lll ) 











evenly dispersed abrasive, reduces haz- 
ardous slipping and weather-wear on 
all surfaces. The coating is completely 
resistant to water, oil and grease and 
adheres easily to any type of flat sur- 
face. It is reported ideal for inside or 
outside loading and unloading plat- 
forms, inclines, steps, floors, docks, 
ramps, aisles, washrooms, basements 
and, particularly, factory floors. The 
product is easily applied with a brush 
or a trowel, preferably the latter, in 
two coats to a depth of approximately 
4-in. It dries overnight. Available in 
5-gal, 1-gal and 1-qt. cans, the standard 
color is gray. (Green, blue and red 
upon special orders.)—Oil-Dri Corp. 
Chicago 11, Ill.—Mill Supplies, Janu- 


ary 1948. ' 
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Gear Pumps 


Few Moving Parts 

Long-Wear Materials 

Two new hydraulic gear pumps, 
Models 9000 and 9075, have been de- 
veloped for continuous service at pres- 
sures up to 100 psi and for intermit- 
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high-value highlights of the 


fairbanks bronze valve line 


r/ MANY VALVES FOR MANY SER- 
x VICES can be selected from the 


i Bronze 
broad range of Fairbanks 
Valves: highlighted here. Made for 


jounds, 
ressures from 125 to 300 pounc 
Paichenhe Valves are available with 
screwed or flanged ends also with 
Faircoseal ends for Silbraz joints. 


The Fairbanks distributor performs 
many services for many industries. 


Adequate stocks of all types of piping. 


and mill supplies as well as Fairbanks 
Valves are available as needed, day 


or night. 
Consult your distributor for all 


valve installation requirements. 


BRONZE 
GLOBE AND 
ANGLE VALVE 
with 
Bronze Disc 


Screwed-in Bonnet, integral seats. 
Rugged, compact with exceptional 
resistance to pressure and pipe 
strains. For steam, water, gas and 
oil — 125 lbs steam pressure. 






(di gen tak ae 
Se 


Fig. 
033 






REGRINDING 
Globe, ; 
Angle. 
and Cross 
Bronze disc—integral seat—union 
bonnet—200 and 300 pound pres- 
sures. For higher pressure service 


where composition discs are not 
satisfactory 


} oset 






RENEWABLE 
REGRINDING 


Globe and 
Angle 


Nickel alloy seat and disc—union 
bonnet—200 and 300 pound pres- 
sures. For more severe services 
on steam, water, oil, gas and air. 


Cee ee 





PLUG DISC 
AND SEAT 
Globe and { 
Angle 





Renewable hardened nickel alloy 
seat and disc-200 pound pres- 
sure. For throtthfig and other 
service requiring close regulation 
of flow. 





NON-RISING 
STEM 


Gate 
Valves 





Screwed bonnet — solid wedge — 
taper seat 125, 150 and 300 
pound pressures. For full flow of 
steam, water, oil and gas. 


Fig. 
0228 
RISING 
STEM 
Gate 


‘| Valves 


Screwed bonnet — split wedge — 
solid wedge for 125 and 150 
pound pressures. For steam, wa- 
ter, oil and gas. 














Fig. 0601 } 
SWING CHECK VALVES 


Horizontal—renewable bronze 
disc—125, 150, 200 and 300 
pound pressures. For maximum 
flow of steam, water, oil and gas. 








Fig. 0616 


LIFT CHECK VALVES 


Horizontal—angle. Renewable 
composition disc for 150 pounds 
—regrinding bronze disc for 200 
and 300 pounds. To prevent re- 
turn flow. Positive vertical lift 
of discs. 


Fig. 
0209 
OUTSIDE 
SCREW 
AND YOKE 


Gate Valves | 





Screwed bonnet — solid wedge — 
taper seat — 150 and 300 pound 
pressures, where operating 
threads must not contact fluids. 
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UNION 
BONNET . 


Gate Valve 





Non-rising stem — nickel alloy 
wedge-—-integral seat—200: pound 
pressure. For higher pressures on 
steam, water, oil and gas. 
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BOLTED ASSEMBLIES STAY 


permanently T : fs ad 


BEALL helical SPRING WASHERS have “live action” 


and constantly exert tightening pressure over a long 










range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 


IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 





G WASHERS 
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tent service at pressures up to 1500 
psi. Model 9000 has a capacity of 8 
pm displacement at 1800 rpm; 
Model 9075 has 15 gpm displace- 
ment at 1200 rpm. The pumped 
fluid may be any oil with a lubri- 
cating quality. The pumps employ 
a minimum of moving parts. Wear- 
resisting materials are used, such 
as Nitralloy gears operating inside 
chrome-plated faces of the cast iron 
housing. The pumps have a pilot-type 
flush mounting face suitable for direct 
attachment to machinery or equip- 
ment, or to any type of mounting 
bracket. Can be directly driven, or 
used with belt, gear or chain drives.— 
The Aro Equipment Corp., Bryan, 
Ohio.—Mill Supplies, January 1948. 
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Arc Welder 





Low In Cost 
High In Work 


Several new, improved, general pur- 
pose, limited input transformer-type 
welders have been added to the manu- 
facturer’s line for use on single phase, 
rural and other power lines of limited 
capacity. Designed to conform with 
both REA and NEMA specification 
requirements, the new welders are 
fully approved by Underwriters Lab- 
oratories and are available both with 
and without power factor correction 
in output ratings of 130 and 180 
amperes. The welders have 36 fool- 
proof secondary output current heat 
stages ranging from 20 amps to their 
rated maximum secondary outputs. 
Class B spun glass type insulation is 
used throughout. Natural ventilation, 
no moving parts and sloping Vernier- 
type control panel include other of its 
features.—Trind] Products, Ltd., Chi- 
cago.—Mill Supplies, January 1948. 


Electric Hoist 


Push Button Control 
It Has 12-Ft. Lift 


Designed to meet the demands of 
modern high speed production is a 
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FOR BETTER 
LUBRICATION 





LUBRIPLATE 
DEALER 


LUBRIPLATE Lubricants ore sold by au- 
thorized dealers. This is a protection to 
LUBRIPLATE users for it is the respon- 
sibility of the dealer to see that only the 
proper LUBRIPLATE Product is used for 
the specific job. There is a LUBRIPLATE 
Lubricant for practically every application. 
Ask the LUBRIPLATE Dealer. It'is his job 
to reduce your operating costs through 
better lubrication. For his name consult 
your classified phone book. 


il type 

for general oi I 
fl oiled beorings, wick 
feeds, sight feeds and bottle oilers. 


i film 
_— avse of high d 
~ J pyres life it reflects wy 
pee performance in — 
- redu s 
enclosed gears (spe a 
i — One of the most Pp d 
Oo. oe products for — 
} re gun . 
ication by pressY 
oe _— For a wide range of gna 
Menticotions, especially ° tempe 
tures above 200 degrees F- - 
130-AA — Known nationwide 
= superior lubricant por Beg 
heovy duty bearings, “' aot 
RING — This is the LU 
BALL PA bricomt that - — 
ide acclaim for use in the M ~—4 
« f ball and roller beoring ~ 
aoe at speeds to > cae d 
temperotures YP to 300 


No. I Id 
lubrication, 


en From coast TOC”, 


” Your crassinien TELE 


MAKE YOUR OWN 
PROSPERITY 
IN i948 


If you call on a prospective customer often enough, 
he will give you an occasional order for something 
he needs at the time of your call. This kind of or- 
der alone, however, will never in itself build up 
substantial sales volume. What you need to give 
you a real income, is to be a regular supplier of 
something everyone needs right along, something 
your customers use up, something that runs into 
money. Then the occasional orders for other items 
are welcome gravy. 


* * * * 


LUBRIPLATE Lubricants are just the products you 
are looking for to meet these requirements. Every- 
body needs lubricants so everybody is your pros- 
pect. You can show a man how LUBRIPLATE Lubricants 
will save him money and that is what everyone is 
interested in. Once he tries LUBRIPLATE you can 
bet he will continue to use it. LUBRIPLATE is dif- 
ferent from other lubricants... it's better. And 
he remains your customer, re-ordering and re-or- 
dering from then on. The LUBRIPLATE protection- 
of-territory plan protects the Supply House which 
in turn protects its salesmen. 


* x  § #* * 


We here at LUBRIPLATE do everything we can to as- 
sist our distributors’ salesmen. Typical is the 
column advertisement in color appearing on the 
side of this page, which is currently appearing in 
27 publications covering practically every indus- 
try. Trade exhibits, sales literature, displays 
and the personal assistance of capable field engi- 





neers will further support your sales activities. 
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StGrsttere ws eat OFerce 


‘A.C. ARC WELDERS 


For Faster, Smoother Welding, Marquette gives you: 


* A New, Improved Transformer * A Wide Welding Range to take 
design. all welding jobs in stride. 


* Hagtont Ag Suihing.  withewt truck Mounting fr easy mobil 
’ gadgets. ity. 

* Built-in Capacitor for High ° 
Power F of 95%. ee ae Welders ... 


* Telnic Bronze plugs and sockets 
for — current carrying * Twelve Models from 125 to 400 
capacity in high heat stages. amperes. 


For MAINTENANCE And REPAIR 

. Sell versatile Marquette Welders to make quick, dependable repairs 
on vital production machinery ... without dismantling! Sell them for 
building sturdy, low cost trucks, racks, bins, guards, fixtures, jigs and 
gauges. Saves time ... saves money, Marquette Welders keep pro- 
duction lines running smoother. 


For HIGH SPEED PRODUCTION 

Plenty of Power for ‘round the clock, High Speed Production. Mar- 
quette’s Instant Arc Striking speeds welding on light gauge metal. 
Automatic Voltage Control reduces spatter on heavy welding jobs. 
Welding cuts costs by eliminating unnecessary drilling, tapping and 
riveting. Welding reduces shipping costs by providing a stronger, 
lighter finished product. 


For TOOL And DIE BUILDING And REPAIR 

Expensive tools and dies can be made from low cost, low carbon steel 
by Hardsurfacing the drawing and cutting surfaces. Broken cutters, 
drills, punches and high speed tools are made “‘good-as-new” at a 
fraction of their original cost with Marquette Hardsurfacing Electrodes. 


SELL THE BEST... 
SELL MARQUETTE! 










EQUIPM ENT 


A.C.ARC WELDERS ELECTRODES 
ACETYLENE GENERATORS ACCESSORIES 
OXV-ACETYLENE WELDING & CUTTING EQUIP. 








SLGISTARED US PAT OF FHKE 


MARQUETTE MFG. CO., Inc. Minneapolis 14, Minn. 
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new electric hoist, the “Whippet”. 
Rugged construction and low operat- 
ing costs make the hoist adaptable for 
many heavy duty lifting jobs. Its ca- 
pacity ranges from 250-Ib. to 2,000-Ib. 
It can be furnished with trolleys, 
either parallel or cross mounted. The 
standard lift of the wire rope electric 
hoist is 12 ft. However, 20 ft. lift 
can be furnished when specified. It’s 
easy to operate with push button con- 
trol, provides greater safety and’ long 
wear; has accessible parts, and motors 
meet NEMA standards.—Ford Chain 
Block Division, American Chain & 
Cable Co., Inc., York, Pa.—Mill Sup- 
plies, January 1948. 


Humidity Indicator 


Wet And Dry Bulb Type 
Accurate Within 1% 


A new quick-reading all-metal humid- 
ity indicator, designed for use in in- 
dustry and laboratory, provides read- 
ings of relative humidity accurate 
within 1 percent for general condi- 
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SALES HELPS 





Add up the advantages 
of a COMPLETE LINE 


New blade customers come your way when it’s known 
you’re handling the Star line—the line that’s really complete. 
You also give better saw service to your old customers. 
Handling the Star line means every customer gets what he 
wants—no matter what he wants—because there’s a Star 


SAG AND BELT LENGTH — The blade for every job a hack saw or band saw cando... PLUS 
relation between sag and belt length, the REPEAT sales that spring from Star’s finer performing 
ot”. generally misunderstood, is the sub- hack saw blades, band saws and frames. Customers will ask 
rat- ject of a bulletin which contains a oi 2 : 
for table showing the differential in for more and more Star... again and again. Add it up: the 
ca- length between a belt which is tight GRAND TOTAL is more money for you ! 
-Ib. and one which sags on the same drive. 


eys, A careful examination of the figures 
The will surprise most operators of Multi- 
‘tric V-drives—The B. F. Goodrich Co., 
lift Akron, Ohio. 

It’s 


PROPANE-BUTANE HOSE — 


wo Stressing its special suitability for han- 
tom dling ~ af volatile petroleum gases 
aie in liquefied form from bulk storage to 
& tank car and from tank car to home 
Sup- storage tanks, the manufacturer has 
released a new descriptive folder on 
Monarch propane-butane hose.— 
Hewitt Rubber Division, Hewitt-Rob- 

ins, Inc., Buffalo 5, N. Y. 
POCKET GUIDE— New tool for 
1% judging corrosion resistance of non- 
” ferrous and stainless steel alloys is in 
nid- easy-to-operate slide rule form, based 
in- upon exhaustive tests. It classifies the 
ead- resistance of 13 non-ferrous and stain- 
rate less steel alloys in 142 corrosive appli- 
ndi- cations with degrees of poe 
good, fair and no good.—H. M. 

a] arper Co., Chicago, Ill. 


INDUCTION MOTORS —Bulletin 
516-D describes the company’s line of 
type “CT” rolled shell, shaftless squit- 
tel cage induction motors for built-in 
drives, with details of electrical and 
mechanical features, mounting, venti- 
lation and applications—The Louis 
Allis Co., Milwaukee 7, Wis. 


TAPS AND DIES —The company’s 

new catalog, No. JDT-1, lists in its 

12 pages complete specifications of all 
standard taps and dies in the line and 
provides a data sheet for ordering Sold only through 
these or for specifying requirements recognized distributors 
for specially designed and engineered 
Jarvis-Dowding taps and dies for un- 


CLEMSON BROS, Inc., Middletown, WN. I. 


/ Aand and powe Aach saw blades 
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¥ tions. The instrument is of wet and 
dry bulb type and features all-metal 
& thermometers, self-supporting _ wet- 


bulb wick covering the thermal ele- 
ment, sturdy all-metal construction 
and a simplified slide rule calculator 
giving relative humidity reading di- 
rectly, eliminating the need for tables 
or psychrometric charts. The unit is 
light and the only maintenance neces- 
: . sary is to change the wick occasionally 
drive because ome —— and replenish the water in the reser- 
oo choose from the _ voir—Weston Electric Instrument 
tire field of power transmission | Corp., Newark, N. J.—Mill Supplies, 
equipment. | January 1948. 


“Matched” elements for more 
efficient performance what- 
ever the type of drive ...and 
Medart can give you unbiased 
recommendations on the right 
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Oil Refiner 


20 Minute Cycle 
Cuts Costs 90% 


Industrial plants are reported able to 
save up to 90 percent of their present 
lubricating oil costs through the use of 
a new portable automatic oil refiner. 
The refiner takes any make of dirty 
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Patents make Gobs lubricating oil, formerly thrown away, 
* Shaft Hangers * Chain Drives * Rigid Shaft Couplings and completely re-refines it, removing 
* Bicycle Type Sheaves ®SetCollars  . * Flexible Shaft Couplings all impurities in 20 minutes, automati- 
* V-Belt Drives * Hercules Pulleys * Universal Shaft Couplings | ‘lly, and at a cost of less than 20 
* Cast Iron Pulleys © Wood Pulleys © Sladent Eteion Beastngs cents a gallon. It handles 34 gal. per 
batch; 90 gals. per eight-hour day. 

* Stee] Rim Pulleys * Shafting * Iron & Semi-Steel Castings 


Simple to operate, it utilizes a specially 


> Ging Gling Sentage DE Seates icpugighuapehed developed, low cost catalyst and filter. 
* Wick Oiling Bearings * Sprockets * Cut Tooth Gearing The process removes not only foreign 
* Belt Tighteners * Pattern Work * Molded Tooth Gearing solids, such as dirt, dust, carbon, 


sludge, grit, abrasives and metal par- 
ticles, but also removes foreign liquids, 
such as gasoline, kerosene, sulphuric 
acid and water.—Holden Co., Buffalo 
2, N. Y.—Mill Supplies, January 1948. 


Air-Powered Drills 


Cool Operation And 
High-Speed Controls 


A straight type and piston-grip type of 
ait-powered hand drills are the latest 
addition to the company’s line of air- 
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usual or difficult needs.—The Charles 






. L. Jarvis Co., Middletown, Conn. 

>t- BELT CONVEYOR SYSTEM — 
e- Vital information necessary for laying 
mn out a belt conveyor system is contained 
Or in a new bulletin, No. 120 Al, on Rob- 
li- ins idlers which has just been issued 
es by the manufacturer—Robins Con- 
is veyors Division, Hewitt-Robins, Inc., 
4 Passaic, N. J. 

4 DISC WHEELS—A complete de- 
nt tailed and pictorial description of the 
2s, manufacturer’s raised hub disc wheels, 


their wide variety of uses and their 

many outstanding advantages, is con- 
— tained in a new 3-color, +-page folder. 
—Bay State Abrasive Products Co., 
Westboro, Mass. 


SELF-PRIMING PUMP — The 
manufacturer's automatic, self-prim- 
ing pump, equipped with a new type 
automatic spring valve which is said 
to give faster, smoother transition 
from priming or vacuum pumping to 
straight centrifugal action, is described 
in a new 8-page illustrated bulletin, 
No. 08B6319B.—Allis-Chalmers Mfg. 
Co., Milwaukee 1, Wis. 


V-BELTS—The company’s new V- 
belt catalog contains comparison ta- 
bles, selection data and other detailed 
information on the product for various 
uses in home and machine shop.— 


U. S. Rubber Co., New York 20, 


J N.Y. 















VALVES — Lead and lead-lined 
valves are described in an illustrated 
le leaflet in two colors which includes 
% special photographs of each major 
valve type manufactured, all designed 
to for use where corrosive fluids are a 
nt problem.—Kederated Metals Division, 
of American Smelting & Refining Co., 
. New York 5, N. Y 
r 
* INDUSTRIAL FIRE HOSE, — for 
ing mill and plant protection is described 
ati- in a new catalog section which ex- 
20 plains the construction methods by 
Der which the hose is built, materials used, 
ay. and some of the tests used to guaran- 
ly tee that it will meet the requirements 
fer. of fighting fire—The B. I’. Goodrich 
ign Co., Akron, Ohio. 
on SIGNAL CONTROL—A 6-page, 4- 
ds, color presentation, KD-361, outlines 
ric the significance of signal control as a 
alo tool of management for graphic pres- 
48. entation of action-facts that must be 
known if losses are to be avoided and 
opportunities capitalized.—Systems & 
Methods Research Dept., Remington 
d Rand, Inc., New York 10, N. Y. 
n 
ols GATE VALVE — A 12-page illus- 
al trated folder describes the many fea- 
est tures of the manufacturer's new Fig. 
air 270-U bronze gate valve with Monel 
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Advantages to Distributors 


DEMING — the COMPLETE line — gives you the 
following important combination of advantages: 


1. A 100% Distributor Policy. Deming Pumps and Water Systems 
are sold only through Distributors. 


2. An Exceptionally COMPLETE line that makes it possible for 
every Deming Distributor to meet the lions’ share of demands 
for pumps and water systems. 


3. A High Quality line built to high standards of engineering 
to assure maximum pump performance at low operating cost. 


4. Complete Catalog Service. The Deming “Library of Pump 
Data” in the form of catalogs and bulletins is recognized by im- 
partial authorities to be the most comprehensive and informative 
for Distributors and their customers. 


5. Engineering Cooperation. Deming maintains complete and 
competent engineering facilities and services for cooperation with 
Distributors, when required. 


6. Sales Promotional and Advertising Helps to assist Distribu- 
tors in building increasing volume of pump business. 


THE DEMING COMPANY 


511 BROADWAY «+ « «© SALEM, OHIO 





PUMPS AND WATER SYSTEMS 
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SLICK AS A WHIPPET! 


WB For years FORD has been developing and refining this 
new electric hoist. Now it has been tested, proved and 
acclaimed by users everywhere. The new FORD Whippet 
is an answer to the need for greater speed—moving more 
material per hour, or minutes, at less cost. It’s fast, safe, 
dependable, sturdy: It runs smooth and easy—slick as a 
whippet. Wide range of capacities up to 1 ton. For further 
details refer to folder DH-1325. Or, write to us at York, Pa. 


i 


York, Pa., Chicago, Denver, Los Angeles, Philedelphia, Pertiond, Sen Francisco, Bridgeport, Conn. 


FORD also offers a 
complete line of high 
quality spur-gear, 
screw and differen- 
tial hoists—other 





special hoisting 


equipment. 





FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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powered hand tools. Controllable 
speed regulation, utmost simplicity of 
design, rugged construction, high 
speed, light weight and cool operating 
characteristics are features of the new 
drills. ‘The tools are designed to op- 
erate efficiently at air pressures of 90 
to 100 Ibs. Air consumption is esti- 
mated at 12 cu. ft. per min. at drill 
speeds of 14,000 rpm.—Air-Speed Tool 
Co., Los Angeles, Calif—Mill Sup- 
plies, January 1948. 


Pipe Threader 


Self-oiling Ratchet, 
One-third Less Effort 


An improved design of pipe-threading 
tool has a self-oiling feature that is an 
especially noteworthy convenience 
and time-saver. A full day’s supply of 
oil is carried in the handle and the 
dies may be oiled while in use by 
simply pressing the plunger at the end 
of the handle. Another design advan- 
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seat rings that make it especially suited 
for any 200 Ib. service where condi- 
tions are unusually severe.—Jenkins 
Bros., New York 13, N. Y. 


WIDE BELT CUTTER — A new 
bulletin, No. BC-350, covers applica- 
tion data and specifications on the 
manufacturer’s recently introduced 
wide belt cutter.—Flexible Steel Lac- 
ing Co., Chicago 44, Ill. 


MAGNETIC CHUCKS — Lists of 
sizes and prices of all chucks are in- 
cluded in the company’s new 18-page, 
two-color bulletin, with pictorial de- 
scriptions of how a magnetic chuck is 
assembled, examples of work applica- 
tions, etc.—Hanchett Mfg. Co., Big 
Rapids, Mich. 


WELDING CABLE —““The Story of 
Major Cable”, where it is made, and 
how, its physical properties which aid 
resistance to abrasion, to kerosene, to 
oils and the like, its flexibility and pli- 
ability—all are featured in the manu- 
facturer’s new “‘cartoon-type”, 8-page 
bulletin —Welding Engineering Co., 
Milwaukee, Wis. 


BUYER 


LOOKS AT 











Composite opinion of purchasing 
agents who comprise the N.A.P.A, 
Business Survey Committee. 


The opinion of purchasing execu- 
tives shows the general trend of busi- 
ness in November is up, with 46%, 
the highest number so far this year 
reporting this condition, compared 
with the low point of the year, June, 
when only 6% reported increases, The 
indications are, however, for a flatten- 
ing out at the high production and 
sales levels attained in the past three 
months. 

Some members report a greater rate 
of production would be justified by 
present demand if labor and scarce ma- 
terials (principally steel) could be ob- 
tained. A feeling of uncertainty is 
developing over the effects of threat- 
ened wage demands on prices already 
too high, and the undetermined ac- 
tion of Congress on aid to Europe; 
there is much concern about which 





*x ASSURED CUSTOMER SATISFACTION- 
* ASSURED REPEAT SALES... 


THANKS TO improved Yrugn 











ALIGNMENT BUSHING 


Revolves on Retainer Pin. 


HARDENED RETAINER 
PIN 
Presses into-hex bushings. 


















¥ Cutters revolve against hex bush- 
ing shoulders, 


HARDENED HEX NOT SOFT CASTING 
BUSHINGS 


Pressed into casting, absorb radial 
thrust —cannot turn. 


@ 
Wve 
on VINCENT-HUNTINGTON 


GRINDING WHEEL DRESSERS * 





In many hand dressers the retainer pin is mounted in the 
soft cast iron of the dresser hood. Radial thrust during the 
dressing operation soon elongates the pin holes in the dresser. 
The resulting zig-zag cutter action produces rough, inaccurate 
dressings, wears the walls of the dresser hood and scraps 
the cutter teeth . . . building resistance to repeat sales. 


All this is eliminated in Vincent-Huntington Dressers 
. . . radial thrust as well as side friction is absorbed by the 
hardened hexagon bushings mounted in the dresser hood. 
Dresser wear is eliminated . . . cutters always remain square 
with the face of the grinding wheel, producing cleaner, more 
accurate dressings. 


Point these features out to your customers . . . they're “‘sale- 
clinchers’’. 


*No’s. O “‘special’’, 1, 1 “‘special’’, 2, 11 and 22. 


VINCENT DIAMOND 
DRESSING TOOLS 


Vincent Diamond Dressing Tools are made in both single 
point and cluster types. Single point tools are made in five 
styles including one for hand dressing, each in six diamond 





sizes—cluster type tools in three styles. All diamonds used are highest 
quality and are mounted in exclusive VIN-SET Metal Matrix. Stock these 
tools for quick sales. 








weetieis.. 


2424 Bellevue Avenue Detroit 7, Michigan 
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FOR SAFETY PLUS 





For better rubberized Work Gloves, look for the HOOD 
Trade Mark —a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


_43002° HOOD RUBBER CO., WATERTOWN, MASS. 


A Division of the B. F. Goodrich Company 








gq NOW LEMPCO OFFERS YOU 


A COMPLETE LINE OF 
DUAL SPIRAL REAMERS 





Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 
Write, wire or phone for details. 


@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


@ Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


@ Straight line expansion range equals that of 
five ordinary plug type reamers. 


e@ Hi-Speed blades can be sharpened at least 
eight times and then economically replaced. 






an 








a 


Lempco Dual Spiral Expansion Reamers are 
known and used everywhere. They are 
backed by consistent national advertising 
and sales literature. It will pay you to make 
the Lempco line yowr line. 


DUNHAM ROAD « BEDFORD, OHIO 
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tage is the locating of the dies in di- 
rect line with the handle. This is 
said to result in easier operation with- 
out the possibility of twisting action 
and with true starting smoother cut- 
ting and longer die life. Torque 
tests indicate the threader requires 
one-third less cutting effort than the 
conventional pipe-threader. Die heads 
from 4-in. through 14-in. are available, 
with right hand dies.—Threadwell Ta: 
& Die Co., Greenfield Mass.—Mill 
Supplies, January 1948. 

















Cutting Machine 


All-Purpose Tool 
Radial Saw Base 


One machine is said to combine the 
functions of many machines to make a 
tool ideally designed for all-purpose 
cutting. The “Cut-Master”, features 
simple alignment mechanism adjust- 
ments; start-stop switch control, 
deeply recessed for safety; a wide work 
table for easier handling of materials, 
or for a “gang” cutting operations; a 
direct drive motor, built by the manu- 
facturer, wound with Fiberglas insula- 
tion, furnished with grease-sealed-for- 
life bearings that require no lubrica- 
tion, .self-cooling fan and installed in 
exclusive heat-treated aluminum case. 
The tool is available in 3, 5 and 74 
hp sizes for any voltage, cycles and 
phase.—-DeWalt, Inc., Lancaster, Pa.— 
Mill Supplies, January 1948. 


Snagging Grinder 


Two-in-One Machine Has 
Independent Spindles 


Two operators may work independ- 
ently of each other on a new twin- 
which carries two 24 by 3 by 12-in. 
grinding wheels. One side may be sta- 
tionary while the other wheel is oper- 
ating; one side may be operated with a 
wheel differing in diameter to the 
other side, but each wheel operates at 
its correct and efficient peripheral 
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if . ’ 7 +e 
ow—American announces a new pl R TOOLS! 
— -W " . . + 
dealers! Tt plan of distribution o 
fA Rondon big profit opportunity for ee through bs 
of Americ: ; you Wi . : 
rican Portable Tools .. . including p , ith well-established lines  ° 
¥ DOWEL Sz is . be 
power saws, disc sanders, belt s: ° 
»beltsanders. 
* 
AMERICAN BELT SANDER ° 
* 
Profit right now with the popular American re 
Sanderplane Belt Sander! Widely used for 
- production sanding --- speedy and efficient on bad 
wood or metal .-- time-proved performance. e 
Eliminates muc hand sanding and planing. 
Does all and more than a hand plane will do, e 
= and does it ten times faster. Rugged - - - Power e 
ful. American-built dependability. 
a 
: iw w ‘ 
RICAN PO ER SA . 
2a Cash in now on the tremendous demand for e 
se American Power Tools for production 
res and maintenance Wor: Sell the new Ameri- a 
ste can Portable Electric Saw—4 handy, labor- ° 
ol saving tool for plant maintenance and con- 
ek struction, shipping departments, wood- * 
ils working shops, metal-working shops, many 
7 other industries. 10 times faster than han e 
an sawing! Cuts wood, stone, tin, tile. Big e 
la- power. g’” blade. Easy one-hand operation. e 
or- — 
ca- * 
in ICAN DISC SANDER 
se. 8 
> Sells fast! Industry needs the American Md 
gan Speedy Spinner to save time and labor on Ney 
J many jobs. Specially designed for sand- D 
ing wood or metal... also attachments EA I] 
for polishing, buffing, scrubbing, rill- ER 
ing, paint mixing. Speeds uP produc- Pls 
tion and cuts costs! Quality construction N 
_ uae performance-proved in years of use: 
i SEND 
in- D FOR PRO : 
i * FIT C 
oo i SIN CE 1903 ° The Amesican Meer Surfacing Machine Co. TAILS! 
a e Please rush pap ny so 5, Ome e 
4 . ER ae 
the “ Name ....- 
: | SRMERIVAN : 
PORTAB > ee ee ° 
cat cneeeennn eens connenseeeneeeseseenes 6 
LE TOOLS ; City..---0--eeeeeeeeeeeeneeserenes State. ® 
06teeevesce Cee ° 
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The 


ann 


AN 


AN Synthetic 


Non-Petroleum 
Cutting Oil 


something New Has Been Added 
To Distributor Selling! 


This development—plus its original marketing plan 
—offers a real tangible means for you to reach a new 
market for the industrial supply industry. 


CUTTING AND GRINDING COMPOUND 











e Highly Simplified in 





Application Practice! 





¢ Fast turnover! e Large unit sale! 
¢ Consumer acceptance a tested fact! 
¢ Long discount ¢ Sound distributor policy! 


¢ Protected franchises available! 


MACHINERY LUBRICANTS, INC. 


31 St. James Ave. Boston 16, Mass. 


Supalled in 
NON-RETURNABLE 
CONTAINERS 
tee hy 4 


(NO MEMO CHARGE, 
PICK-UPS, OR CREDITS 
TO BOTHER WITH) 











Saves 
Big 
Money 


its 
Users! 





CARTONS OF 
§ GAL. STEEL PAILS §=©$1X I-GAL CANS 


150 MILL SUPPLIES © JANUARY, 1948 





speed. Other features of the new ma- : 


chine, “‘No. 35”, include: two inde- 
pendent spindles; two 74 _ motors; 
two magnetic starters; two shaft locks; 
two infinitely variable speed drives; 
two hand wheel speed controls, and 
two interlocking arrangements to pre- 
vent over-speeding of grinding wheels. 
The machine is designed primarily for 
high speed resinoid bond wheels and 
has an infinite speed range from 1480 
rpm to 2200 rpm.—Standard Electrical 
‘Tool Co.—Cincinnati 4, Ohio.—Mill 
Supplies, January, 1948. 

















Heavy Duty Jacks 


One Unit Combines 
Load And Speed Pumps 


| ‘Iwo new heavy-duty hydraulic jacks, 


the 30-ton IB-11 and the 50-ton GB- 
11, combine the load pump and speed 
pump into one unit to achieve faster 
load contact. ‘The load pump cuts in 


| automatically when the speed pump 
| has raised the saddle to the load. The 
| jack user is able to work faster because 


he does not cope with two separate 


| pumps which would require shifting 


the jack handle to new positions. The 


| new models have bases machined from 





steel blocks 23-in. thick, to withstand 
extreme stress. Other features include 
a recessed safety release valve, overall 
closed-construction, ports for gauge or 
valve installation, pump beam protec- 
tion, carrying handle, and on-the-side 
operation. The I'B-1] and GB-11 are 
one-man operated.—Blackhawk Mfg. 
Co., Milwaukee 1, Wis.—Mill Sup- 
plies, January 1948. 


Gate Valve 


Resists Distortion, 
Stem-Thread Failures 


The first application of full cylindrical 
body sections has been incorporated 
into new bronze gate valves, providing 
maximum distortion resistance. Tests 
on pipe line stresses and internal pres- 
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DONNELLY ELECTRIC & MFG. CO. 


7 
“SR, RILING OPERATIONS 


BY OVERHEAD MOUNTING 
OF WALKER-TURNER 15” DRILL HEADS 


How to drill and tap holes in bulky radar cabinets, some five feet 
high, without lifting them onto a drill press table was the problem 
faced by the Donnelly Electric & Mfg. Co., of Boston, Mass. 

The adaptability of Walker-Turner Machine Tools made the 
solution simple. A battery of standard Walker-Turner 15” Drills 
was mounted from above and the cabinets, each requiring 44 holes 
of five different sizes, were placed on hand trucks and pushed along 
underneath them. 

This is only one example where Walker-Turner Machine Tools 
are being used in groups and in special set-ups designed by the 
users to solve unusual problems, or free costlier machines for other Model D-950 
work. Because they consider them excellent, rugged all-around Price: Less motor and belt guard $69.50 * 
machines, Donnelly also uses Walker- 
Turner Drill Presses for a wide variety of 
standard operations, Metals machined in- 
clude cold roiled steel, hot rolled steel, alu- 
minum, brass, and stainless steel. 

Light-weight and compact, Walker- 
Turner Machine Tools offer extreme flexi- 
bility of mounting and control. Their wide 
range of speeds enables them to handle all 
types of materials from wood and plastics 
to tool steel. Rugged construction permits 
many operations, assures long, trouble-free 
life under the most rigorous production 
program. And low investment, low oper- 
ating cost means real savings. For com- 
plete catalog, write to Walker-Turner 
Company, Inc., Plainfield, New Jersey. 





Photo, lower right: 44 holes of varying size are drilled in metal radar cabinets with Walker-Turner 15” 
Bench Model Drill Presses. A cumbersome lifting job is eliminated by the overhead mounting. 

*Photo, upper right: 15” Drill Press, Bench Model D-950. 6 spline spindle, 4 ball bearings, 4%" spindle travel, 
speeds with 1740 r.p.m. motor range from 600 to 5000 r.p.m. Capacity 2’. Slo-speed motor optional. 





DRILL PRESSES~HAND AND POWER FEED SOLD ONLY 

RADIAL DRILLS + RADIAL SAWS BY AUTHORIZED 
wa METAL-CUTTING BAND SAWS INDUSTRIAL MACHINERY 

POLISHING LATHES DISTRIBUTORS 





FLEXIBLE SHAFT MACHINES 
RADIAL CUT OFF MACHINES FOR METAL 
MOTORS + BELT & DISC SURFACERS 


ise 
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-for cutting all wide belts 
(except those containing 
metal) up to 60” wide by 
Ie” thick. 








Here is a simple type of belt cutter that makes it an easy job 
to cut wide belts — it’s the new Alligator Wide Belt Cutter. 

It is made up of two elements — the head that carries the 
blade and a T-shaped base or guide rail: To use the cutter 
as shown in the illustration, all that is necessary to do is to 
square the base up with the center line of the belt. The base 
is then nailed or clamped to the belt and the cutter is pushed 
across the belt. Each cut is made about 4g” deep and the 
screw is then turned to lower the blade another 4”. With 
several rapid cuts a belt can be cleanly and squarely cut. 

The blade consists of a long, thin, narrow strip of steel 
sharpened in a V shape. It is held in a slot in a vertical posi- 
tion in the head and vertical adjustment is accomplished by 
means of the screw. The base is made in four lengths for 
24”, 36”, 48” and 60” belts. 

Here is a tool that has a wide field of use for the cutting of 
both conveyor belts and transmission belts and Mill Supply 
Distributors everywhere will build up profitable volume on 
it. Its distribution will be backed by an extensive advertising 
program which will soon get under way in a wide group of 
business papers. ° 


Bulletin No. BC 350 gives all the details 
on this new cutter. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Ill. 


Also sole manufacturers of Alligator Steel Belt Lacing 
for transmission and conveyor belts. Alligator V-Belt 
Fasteners and Flex V Fasteners for V-Belts. Flexco HD 
Belt Fasteners and Rip Plates and Hinged Flexco for 


fastening and repairing conveyor belts. 





sures far in excess of actual service con- 
ditions have shown no distortion in 
body or valve seats. The 200-Ib. S. P. 
bronze, double-disc, “Union Bonnet” 

gate valve with rising stem and 
screwed ends features a patented sili- 
con alloy stem material which elim- 
inates stem-thread failures; hexagon 
head gland; beveled disc wing guides 
and body guide channels to make as- 
sembly easy when servicing.—Lunken- 
heimer Co., Cincinnati 14, Ohio.— 
Mill Supplies, January 1948. 


Flexible Shaft Machine 


Four-Speed Gear Drive 
Changes Speed Instantly 


A patented, new type of quick change 
gear drive, which utilizes four positive 
speeds, has been incorporated into a 
new flexible shaft machine. Instant 
change from one speed to another is 
made possible through a “Rotoflex” 
drive, which features two sets of heli- 
cal cut hardened steel gears running 
in lubrication. By means of an ec- 
centric driving shaft sleeve assembly, 
one or more master gears may be en- 
gaged by a slight rotary motion as well 
as axial movement of sleeve for several 
different speeds. Driving unit consists 
of totally enclosed ball-bearing electric 
motor, with totally enclosed gear hous- 
ing operating in oil, plus enclosed grit- 
proof switch to eliminate any possibil- 
ity of dirt, grit and foreign particles 
from reaching vital parts of the ma- 


| chine. Speeds are 850,~1800, 3600 
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and 4500 rpm.—N. A. Strand & Co., 


- | Chicago 40, Ill—Mill Supplies, Janu- 


ary 1948. 
Bridge Jack 


Lines, Shims, Replaces 

Railroad Timber Decks 
An improved “Simplex” bridge jack 
and bolt puller is especially useful for 
lining, shimming and relacing timber 
decks on railroad bridges, and similar 
work. The bolt puller attachment on 
the end of the chain is able to pull 
bolts whose heads are sized 4-in. to §- 
in. The jack is held from tipping “ a 
é-in. chain, and operates vertically, 
horizontally and at any angle when its 
base locking pawl is released. It lifts 
full capacity on toe, cap and at any 
intermediate point by using the chain 
as a sling. The tool is available with 
base either 33-in. or 5 in. wide to 
permit operation between ties. It is 
complete with lever and 5-ft. of 4 BBB 
chain with grab hook and the bolt 
puller attachment. The jack’s ca- 
pacity is 15 tons, its height 244-in., its 
lift 13-in., its toe lift minimum 2}-in.; 
weight 66 lbs., weight complete, 98 
lbs.—Templeton, Kenly & Co., Chi- 
cago, Ill._—Mill Supplies, January 1948. 
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ily 
AIR NOZZLE 


with 4 Interchangeable Noses 


° Body Made of Heat Treated Air Nozzle with General Purpose Nose. Nozzle 


may be purchased with this nose only or with 


Duraluminum Forging whatever noses are desired. 


__ AIR NOZZLE WITH 4 INTERCHANGEABLE NOSES. 
® Unusually Strong and Durable 2 





® Light—For Ease in Handling 
® Pistol Grip Fits the Hand 


For hard use and long life in machine shops, steel mills, 
foundries, forging plants, factories in general, garages, 
repair shops and wherever a blast of air is needed at the 
touch of a button. Various noses for handling all types 
of jobs. Neoprene washer. Self-cleaning seat. For all air 
lines. Has 4” female 1.P.T. 





Ask for Catalog No. 350 Secsen L Perpene Nose for all ordinary. 
Long See ¢ pre be bent—tor pockets, recesses, 


THE IMPERIAL BRASS MFG. CO. udinstebste Move fei high proses sid filed te 
511 South Racine Avenue, Chicago 7, Illinois where air blast must be controlled. — 


TUBE FITTINGS » SHUT-OFF VALVES + FLEXIBLE HOSE AND 
ATTACHABLE FITTINGS » TUBE WORKING TOOLS - PRODUC. 


TION AND MAINTENANCE AIDS - WELDING EQUIPMENT 
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PACE-SETTER 
IN VALVES 











HE same superior quality that 
earns OIC the title “Pace- 
Setter In Valves” is built into 
OIC’s brand-new line of 600- 
pound pressure Forged Steel 
Valves. Bodies and bonnets are 
precisely machined from carefully 
designed forgings . . . ample wall 
thicknesses are maintained 
throughout the entire construction 
for greater strength and safety... 
in all types and sizes, OIC Forged 
Steel Valves exceed accepted 
standards. 


When you go out and sell the 
matchless features of this newest 
pace-setter, you’re building busi- 
ness that will be yours for years 
to come—not only in OIC Forged 
Steel Valves, but in the many 
other types and sizes in OIC’s 
long line. That’s because OIC 
quality builds business for OIC 
distributors! 
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TAP ANOTHER PROFITABLE MARKET WITH OIC FORGED STEEL VALVES 


OIC Forged Steel Valves open a ready 
market with a steady, dependable profit. 
Now is the time-to check with OIC and 
take advantage of these extra sales and 


extra profits. Many new markets are open- 


x * * 


ing for OIC distributors all the time, 
because OIC’s specialized valve: knowledge 
and experience are reflected in a line of 
valves that constantly brings business to 


your door. 


* 


SELECT A COOPERATIVE, NOT A COMPETITIVE FRANCHISE 


OIC’s Selective Franchise is especially 
designed to promote an enjoyable and profit- 
able- business association between OIC and 
its distributors. Concentration of specialized 
knowledge on one particular line of prod- 
ucts by OIC produces better, more efficient, 


longer lasting valves. Cooperation with our 


WE WOULD LIKE TO TALK WITH YOU 


We will welcome the opportunity to explain OIC’s Selective Franchise 
to you. We will show you what we mean when we say, “You get 


cooperation not competition with OIC!” Just write to The Ohio 


Injector Company, Wadsworth, Ohio. 


.* + |= 2 


VALVES 


STEEL - IRON ¢ BRONZE 






distributors —- by offering them sales and 
engineering aids, by pre-selling OIC Valves 
with powerful national advertising, by 
urging valve users to buy from OIC Distrib- 
utors—pays off in the long run in an honest 
and friendly relationship that is profitable 


both to distributors and to us. 


0-148-10 
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For Utmost 
Precision... 


... recommend 
Desmond Diamond Tools 


FOR PRECISION truing and_ nibs) with hard- 
dressing of grinding wheels, you earned know-how, 
can recommend Desmond dia- and stand behind ev- 
mond dressers with full assur- ery single one. 


ance that they will serve long If you do not have a 
and well. You see, Desmond _ copy of our Catalog No. 
specializes in grinding wheel 45, write for one today. It 
dressing tools and makes the _ will help you recommend 
most complete line of such tools __ the right tools for individual 
you can get. We select rough jobs, open new accounts and 
diamonds with extreme care, keep profitable repeat business 
mount them (in hand tools or coming in month after month. 


THE DESMOND-STEPHAN MFG. COMPANY ¢ URBANA, OHIO 





the only complete line of grinding wheel 


DRESSERS & CUTTERS 
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BALL BEARING REVOLVING DIAMOND HAND TOOLS WHEEL TYPE 
DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS 
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SIMPLEX 
STEEL-SLIDE VISES 
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and how much more materials impor- 
tant to domestic production will be 
diverted to Europe. Watchful waiting, 
while exercising extreme caution, is 
the general policy. 


Prices 


The over-all price trend appears to 
level off, as about the same number 
report moderate increases as show no 
change during the month. Increasing 
competition is in evidence in fabri- 
cated items particularly. Buying is be- 
coming more selective. 

A real bright spot is found in the 
reports on labor productivity: 58% 
note an increase, while 4% note a 
decrease. The comments run all the 
way from “slightly better” to “maxi- 
mum efficiency.” It is clear that the 
smaller production units report the 
greatest improvement. One member, 
having a large central plant and sev- 
eral small outlying units, states that 
the small plants record a much higher 
productivity increase than the large 
plant. 


Inventories 


Industrial inventories continued to 
increase but it is a “creep,” not a 
“runaway.” 23% report increases— 
20% reductions. Many report that 
supplies are at uncomfortably low 
levels for the volume of production 
being obtained, compelling increased 
expediting efforts. 

The general policy is to hold in- 
ventories as low as possible and main- 
tain smooth plant operations. In- 
ventories of scarce materials being 
allocated by the producers cannot be 
increased; some of them have de- 
creased to the point of embarrassment. 
Purchasing agents believe it is poor 
policy to stock the easier-to-get items 
in excess of the “bottleneck” mate- 
tials and thus recreate the inventory 
unbalance which existed a year ago. 


Buying 

No change is noted in future cover- 
age. The general rule is hand-to- 
mouth to 90 days. Slightly more are 
now in the 90-day category because 
of the lengthening of some delivery 
schedules caused by recent increased 
demands. A longer-range view might 
be taken if the uncertainties of the 
impending controls could be cleared 
up. Need for continued caution is 
frequently expressed in the reports. 


Commodity Changes 


A long list of items is reported on 
the “up” side this month, but none of 
the advances bulks very large in the 
price picture as a whole: heavy acids, 
acetylene, asbestos, belting, cement, 
cotton goods, fire clay, files, fuel oil, 
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when you put your 


emergency lock washer 





needs up to a 


RELIANCE 
ISTRIBUTOR 


First, you save time. Your Reliance distributor carries adequate stocks of Reliance 
Spring Lock Washers in the new American Standard sizes and 
is geared to give prompt service. He usually can make delivery 

, of your requirements in a few hours. 








“ 


. » 
~ @) 


You avoid material shortages, reduce operating costs. Your Reliance distributor knows 
spring lock washers and their applications . . . can offer valu- 
able suggestions and help overcome your production difficulties. 


You avoid carrying inventories and tying up capital in spring lock washers to meet 
your emergency requirements. 


You save handling costs. The new Reliance “Red Seal” package, plainly marked with 

size, quantity and series, facilitates handling and inventory 
. eliminates confusion. 

The guarantee certificate in every package assures you highest quality. 
Reliance Spring Lock Washers are made from special-analysis 
steel, cold drawn in Reliance’s own mill, providing non- 
fatiguing reactive pressure which keeps bolted assemblies 
tighter longer. 

There’s a Reliance distributor near you. If you don’t know 
his name, we'll be glad to furnish it. 


eee Athienrce hitivton 
RANSON cersces avo rian MASSILLON, OH10 


EATON MANUFACTURING COMPANY Seles Offices: New York « Cleveland « Detroit » Chicago « St. Louis » San Francisco « 











finest sales-booster 
| ever saw! 





with your imprint in lots of 50. 


Typical of the many enthusiastic statements we've heard is the one above. 
Others say, “The New Victor Wall Chart helps sales because it really 
helps customers — helps them get better, faster cutting results from 
every blade” 


You, too, can get a supply of these sales boosters that show your customers 
at a glance which type of hand, band or power saw blade to use with 
any type of material. Attractively printed in two colors, the new 
Victor Wall Charts will be sent absolutely free — Your company name 
and address imprinted if you order 50 or more. 


This promotion piece is another way to tell customers that you are handling 
Victor’s complete line of better blades ... that you carry a blade for 
every job a hack saw or band saw can do. With the complete Victor 
line back of you— with each Victor blade proved faster, cleaner 
cutting, longer-lasting — you’re sure to make more sales... more 
profits. 

Tie-in with this big sales-producer — the new Victor Wall Chart. Write to 
us today for your free charts. The supply is limited. Specify imprint 
desired. 


@ 3710 
\ IC R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U. S. A. 
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gasoline, glycerin, leather, menthol, 
manila rope, naval stores, vegetable 
oils, oxygen, paper and paper prod- 
ucts, pencils, soil pipe, plywood, pneu- 
matic tools, refractories, rivets, rub- 
ber, silver, soap, stationery supplies, 
silica, tallow, tires, tools, typewriters, 
valves, wood pulp. 

Continuing hard to get are acetate, 
aluminum, folding cartons, castings, 
caustic soda and soda ash, drums, lead, 
multiwall bags, steel, textiles. 

Price declines are reported for no 
important commodity. 

Easier to get are: boxboard, brass 
products, steel cans, corrugated car- 
tons, electrical supplies, snfall motors, 
shipping cases copper wire. 


Employment 


The trend to increase employment 
reached its peak in October, and con- 
tinues on that high base for Novem- 
ber. Shortages of all kinds of labor 
exist in all areas reporting. Increases 
in overtime to handle rush holiday 
goods is mentioned. Attitude of labor 
is better, strikes have decreased and 
better productivity is being obtained. 


Canada 


General business continues at about 
the peak. Prices are advancing all 
along the line. Inventories remain the 
same, with some trend to increase 
where more materials are available. 

The restriction of imports from the 
United States not yet felt. Employ- 
ment at all-time high. Buying policy 
compares with that of the United 
States—generally 1 to 3 months. 





FROM THE 


wt FILES se 


25 YEARS AGO 


Confidence marked the opening of 
the New Year in the mill supply field. 
Prominent distributors and manufac- 
turers in all sections of the county had 
kind words for business during the last 
few months of 1922. They saw “prom- 
ise of profit” ahead for mill supply 
men “who are mildly conservative, 
who exert their best efforts to secure 
the broadest distribution at minimum 
expense, who carefully guard their 
overhead and selling costs, and make 
service their watchword.” 

From W. T. Todd, treasurer, Som- 
ers, Fitler & Todd Co., Pittsburgh: 
“We look for a steady and healthy 
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@ And, it’s easy to see why... U-S-S American 
TicER Branp Wire Rope possesses not just one or 
two, but a// of the qualities needed to insure smooth 
performance, low-cost maintenance and long serv- 
ice life because it is made to close tolerances and 
unvarying quality standards from the finest high 

38 tensile strength steel wire. Immediate delivery of 
all sizes in either Excellay Preformed or non- 
preformed construction. Stock up now. Don’t let 
your customers get caught with their lines down! 

z of 
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fac- AMERICAN STEEL & WIRE COMPANY 

had Cleveland, Chicago, New York 

last COLUMBIA STEEL COMPANY 

om- San Francisco 

pply Tennessee Coal, Iron & Railroad Company, Birmingham, 

tive, Southern Distributors 

cure United States Steel Export Company, New York 

um UNITED STATES STEEL 
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“AL; Ke . . . the line that has won 
acceptance by sheer merit 


®€6 us oat 


Seventy years of service to industry is behind the Jackson line. 
Every item bearing the Jackson name has been time-tested for 
ruggedness, dependability and all-round suitability for the pur- 
pose intended. 


Jackson Distributors are in a strategic position in handling the 
Jackson line because they have the advantages of completeness, 
ruggedness, utility and economy to offer their customers. Thus 
they con adequately meet all requirements. 


Jackson Distributors have everything needed for building a profit- 
able repeat business with the Jackson line. 


Est. 1876 


JACKSON MANUFACTURING CO. 
3 HARRISBURG, PA. 
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growth of business throughout the 
year 1923.” 

From Charles E. Brinley, presi- 
dent, The American Pulley Co., Phila- 
delphia: “With proper handling—a 
willingness to accept moderate profits 
and an effort to deflate prices rather 
than the contrary—the year 1923 
should average as well at least as 1922. 
Service is going to count in 1923.” 

From R. C. Moore, Chas. A. 
Schieren Co., N. Y.: “The belting 
business, because its volume depends 
on all industries, is a very fair barom- 
eter of the times. The recovery of 
this industry since August, 1922, has 
been remarkable in itself. However, 
all indications, as we are able to in- 
terpret them, point to a continuation 
of better conditions soon after the 
first of the year.” 

Carman-Thompson Co., of Lewis- 
ton, Maine, turned the 35th mile- 
stone of its business life. 

The First National Exposition of 
Power and Mechanical Engineering 
was held at the Grand Central Palace, 
New York City. 

Wiley-Hughes Supply Co. of Tren- 
ton has taken over the mill supply 
business formerly conducted by Jo- 
seph Ashton Jr. and founded in 1846. 
The latter continues as vice-president. 


10 YEARS AGO 


J. E. McMahon, formerly assistant 
sales manager, was appointed general 
sales manager of Graton & Knight Co., 
Worcester, Mass. 

R. C. Duncan Co., Minneapolis, has 
just issued a new catalog, over 300 
pages long, on industrial products. 

Over 100 plant men at an engineer- 
ing dinner meeting in Syracuse heard 
R. E. S. Geare, vice-president in 
charge of sales and engineering of L. 
H. Gilmer Co., Philadelphia, speak on 
modern power transmission practice 
and how to get the most out of drives. 

The Frey Industrial Supply Co., Los 
Angeles, formerly known as Christie- 
Frey Co., was comfortable in its new 
location at 3828 Santa Fe Ave. 

A piece of leather fire hose, in- 
stalled in 1862 and still in excellent 
condition after 75 years of service was 
exhibited to purchasing agents in San 
Francisco. 

The National Iron Equipment & 
Supply Co., a new industrial supply 
house, was formed in San Diego, Cal., 
by Phillip H. Davenport, hardware 
sales executive and H. C. Reuther of 
the Reuther Automotive Equipment 
Co. 

A new branch warehouse has been 
completed for the Congdon & Car- 
penter Co., at the corner of Bedford 
and 14 St., Fall River, Mass.; 210 by 
100 ft. and one-story high. 
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MANUFAC. 








internal wrenching 
self-locking nut by 


Comparison of 
ALLENUT, used 
with Allen Sock- 
et Head Cap 
Screw, and con- 
ventional bolt 
and nut. Note 
how internal 
wrenching prin- 
ciple contributes 
to designing that 
saves space and 
material. Clear- 
ance for open 
end or box type 
wrenches not 
required. 


' 
b. P . PO A Ce Ve See : 4 


This new internal- wrenching nut was developed as a companion product 
to your ALLEN Line of Hex-Socket Screws, — profitable accessory to 
Socket Head Cap Screws. The ALLENUT HOLDS with a weld-like grip, — 
self-locking in non-hardened metals. Knurled flutes are drawn down into 
counterbored hole as screw is tightened in the nut. Yet easily removed 
without damage to nut or containing parts by backing off on screw and 
tapping screw on head. 

Using ALLENUTS with Allen Socket Head Cap Screws, the positive 
internal wrenching action of Allen Hex Keys drives fast, firm set-ups in 
the harder metals. 12-point (double-hex) Allenut socket gives 30° of 
wrenching swing — as compared with a normal 60° — to speed up as- 
sembly in cramped quarters. 


The ALLENUT sets up flush to achieve streamlined surfaces. It facilitates 
more compact designs with resulting economies in space, weight and 
material. Adds immensely to the finished appearance of any job... 
Precision- made of special-alloy steel to Allen standards; threads tapped 
to a Class 3 fit. 


Exclusively an Allen Distributor item. Ask for 
samples, specification- and price-sheet if you haven't 
looked into the sales-potential of the ALLENUT. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD, ¥* ALLEN te CONNECTICUT, U.S.A. 


NEW YORK - DETROIT - CHICAGO - LOS ANGELES 
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NEW LINES 


Taken Ou by 


DISTRIBUTOR 


The Bethlehem Supply Co., Los An- 
geles, Calif., has put in a complete 
line of stainless steel pipe and fit- 
tings. Their principle suppliers are: 
For welded, Trent Tube Co.; seam- 
less, National Tube; 150-Ib. cast fit- 
tings, Cooper Alloy Foundry Co.; 
and forged fittings, Watson-Still- 
man Co. 







James Supply Co., Quincy, IIl., has 
been appointed distributor for the 
files and tools of Heller Brothers 
Co. 


Walter E. Winfrey Co., Cambridge, 
Mass., has been named representa- 
tive in Eastern Mass., R. L., 
N. Hampshire, and Maine, for M. 
A. Ford Mfg. Co., Inc. in the fol- 
lowing lines: tungsten carbide cut- 
ters, high speed steel rotary files and 
cutters; and castalloy Woodruff key 
slot cutters. 


The Modern Materials Co., San 
Diego, Calif., has been appointed 
distributor in the San Diego and 
Imperial County area for the prod- 
ucts of Johns-Manville. 


Industrial Equipment Co. of Louis- 
ville, Ky., has been named dis- 
tributor of the entire Hewitt Rub- 
ber Division line of industrial hose, 

' belting and packing. The company 
will serve all industries with the 
line within a 45-mi. radius of Louis- 
ville. 


S. A. Seaman, of Reading, Pa., has 
been appointed an. authorized dis- 
tributor of the commonly used sizes 
of standard Carboloy tools, blanks, 
wheel dressers and masonry drills 
manufactured by the Carboloy Co. 


Montgomery & Crawford, Inc., Spar- 
tanburg, S. C., has taken on pumps 
and compressors of Worthington 
Pump & Machinery Co. 


Teague Hardware Co., Montgomery, 
Ala., is now carrying the line of 
Buffalo Fire Extinguisher Co. 
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Industrial Supply Co., Minneapolis, 
Minn., has been appointed a dis- 
tributor of the entire line of in- 
dustrial hose, belting and packing 
of the Hewitt Rubber Division, 
Hewitt Robins, Inc. 

The Pittsburgh Gage & Supply Co., 
Pittsburgh, Pa., has been named au- 
thorized distributor of Multi-V- 
Drives ard Allspeed Selectors manu- 
factured by the Worthington Pump 
& Machinery Co. 











1948 


Jan. 8—Mill Supply Joint Regional 
Meeting (American Supply & Ma- 
chinery Manufacturers’ Assn., Na- 
tional Supply & Machinery Dis- 
tributors’ Assn., Southern Supply & 
Machinery Distributors’ Assn.) at 
Edgewater Gulf Hotel, Biloxi, Miss. 

Jan. 12-16—National Materials Hand- 
ling Exposition Public Auditorium, 
Cleveland, Ohio. 

Jan. 14—Mill Supply Joint Regional 
Meeting (American Supply & 
Machinery Manufacturers’ Assn., 
National Supply & Machinery Dis- 
tributors’ Assn., Southern Supply & 
Machinery Distributors’ Assn.) at 
Copley-Plaza Hotel, Boston, Mass. 

Jan. 26-29—Fifth All- Industry Refrig- 
eration and Air Conditioning Ex- 


position. Cleveland Public Audi- | 


torium. 

Mar. 15—American Society of Tool 
Engineers annual meeting. Public 
Hall, Cleveland, Ohio. 

Mar. 23—Mill Supply Joint Regionaal 


Meeting (American Supply & | 


Machinery Manufacturers’ Assn., 


National Supply & Machinery Dis- | 


tributors’ Assn., Southern Supply & 
Machinery Distributors’ Assn.) at 
the Palmer House, Chicago. 

Apr. 13-16—18th Annual Safety Con- 
vention & Exposition of the Gerater 
New York Safety Council, Hotel 
Pennsylvania, N. Y.C. 
































Gudustrial Ditoitratets/ 


ATTENTION... 


WRITE, PHONE OR WIRE FOR DETAILS ON 


HEIN WERNER 
HYDRAULIC 






uctge 


mes you'll agree... 
here’s the line that 


LOOKS GREAT FOR ‘48 


YOU and your customers both gain when you feature precision- 
built Hein-Werner Hydraulic Jacks . . . Consider these advantages: 
@ A COMPLETE LINE which includes models of 11/2, 3, 5, 8, 12, 20, 30, 50 and 100 
tons capacity. 
@ PROVEN DEPENDABILITY based on more than 17 years specialized experience as 
one of the largest producers of high quality hydraulic jacks. 


@ QUICKER DELIVERIES as the result of again 
having greatly increased our manufacturing 
and stock facilities. 


@ FULL PROFIT MARGIN is provided for ag- 
gressive distributors who appreciate han- 
dling jacks that are BUILT RIGHT and 
PRICED RIGHT. 


e 
Don’t delay! Act today! 


HEIN-WERNER CORP. Waukesha, Wis. 
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floshing new addition to a famous line 

CHICAGO WHEEL & MFG. CO 
Headavarters for 

NTED WHEE 1 SMA RINDING WHEEL 


Write for 


literature and attractive 


franchise open on all the nationally 
advertised Chicago Wheel products. 
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One Hundred 
Years Ago 


(Continued from page 134) 


15 and 40 years old, good young 
blood. And two thirds are men, youn 
men with strong backs and _thic 
wrists to lift and heave and haul the 
American earth ’till they've changed 
the face of the nation. Along with 
the millions who are here now, they'll 
move industry out of the quiet, un- 
troubled atmosphere of the home, 
where the producer consumes the 
products of his own skillful hands, 
into the little shops, then into the 
factories, where the producer will 
never know again i happens, 
finally, to the pail, the watch or the 
suit he builds. And with that divi- 
sion will begin the price and wage 
troubles that are to plague capital and 
labor for more than a hundred years. 


VOICE OF THE PROPHET 
“This transition from mother 
and daughter power (household 
industries) to water and steam 
power (factories) is a great one, 
greater by far than many have as 
yet begun to conceive—one that 
is to carry with it a complete rev- 
olution of domestic life and man- 
ners.” 
—Horace Bushnell, speaking to a 
meeting of Litchfield, Connecti- 
cut, farmers. 


It’s 1848 and the corporations have 
come to. stay. Their money has built 
railroads and turnpike roads, many 
canals, numerous colleges and univer- 
sities (there are 141 colleges and 
universities in the country already) 
lyceums, library associations and nearly 
all manufacturing. They are so much 
an influence in the country, in fact, 
labor has begun to talk “monopoly.” 
Unions? They’re legal, yes, and have 
been for the last six years, by decision 
of the Supreme Court of the State of 
Massachusetts in 1842. 


Ships vs. The Rails 


The railroads will wind up the year 
with 8,000 miles of track. Shipping 
by rail, they say, has begun to make 
real headway against water transport. 
And why not?—with almost a billion 
invested in “The Iron Horse”. 

It’s queer, though, how fast they’ve 
caught on with tradesmen. It’s not so 


(Continued on page 168) 





Here’s How Blackhawk Socket Wrenches 


SAVE 2 HOURS A DAY on this Job 


BLAGKHAWK’S EXCLUSIVE COMBINATION OF 
FEATURES SAVE BOTH TIME AND MONEY 


NLY Blackhawk Wrenches combine all these features 

— sturdy, thin walls that let sockets squeeze into 
tight spots — clean, hot broached sockets for long life and 
less nut wear—patented thumb release Lock-On for extra 
safety—all the drives to serve the complete range of socket 
sizes—and a complete assortment of handles and accessories 
that build up into scores of combinations for extra utility. 


When you sell Blackhawk Wrenches you give buyers 
more for their money. 


A Product of BLACKHAWK MFG. CO., Dept. W718, Milwaukee 1, Wis. 


Fluays Specify 


BLACKHAWK «xx. 
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Another reason for 


DISPLAY... 


DISCUSS... 
DEMONSTRATE... 
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The authoritative and easy to understand literature 
supplied by The Carborundum Company is regarded 
by many industrial supply distributors as a strong 
point in their preference for handling products by 
CARBORUNDUM. 


In contacting local industries, it is not surprising to 
see this material being referred to by plant personnel 
for practical guidance in the application of abrasives 
to grinding and finishing operations. There is plenty 
of satisfaction, too, in being able to come up with 
a pamphlet or: folder that has the right answers to 
commonly occurring problems encountered in oper- 
ations of one of your customers. 


When it comes to specifying and recommending 
the right abrasives, industrial supply salesmen are 


handling products by 









CARBORUNDUM 


TRADE MARK 





equipped with simple, clear information provided for 
this purpose. With sales aids by CARBORUNDUM, 
it is a matter of minutes to size up a job, point out 
the best abrasive to use and quote a price. The im- 
pression of efficient understanding it leaves with the 
user of abrasives, is in itself a valuable aid to build- 
ing abrasives volume. 


This is but another example of the sales support that 
helps distributors of products by CARBORUNDUM 
keep out in front. With consistent colorful large 
space advertising and hard hitting promotion back- 
ing you up, your cooperation in talking up abrasives 
by CARBORUNDUM will pay off from the big 
dollar volume in your territory. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 
CARBORUNDUM 


TRADE 
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HELPFY, SALES Hints Sam 
._ ON CASTERS . 








On 
Angle lron 


Floor Track 


SPEED 
MATERIALS 
HANDLING 


Bassick’s development 
of Grooved Wheel Casters 
has opened an entirely 


Bassick Grooved Wheel Casters on angle iron floor track put 
pouring on a production line basis at Empire Steel Castings, Inc. 
Molds pass under pouring ladle. Then travel on track to cooling 
area. Dollies weigh only 75 Ibs. . .. carry 1000 Ib. load. 


new field for caster selling. Hundreds of concerns find this method of materials 
handling gives them controlled, economical, easier movement. 


@ Materials move smoothly... 
on or off the track. 
® Track is inexpensive ... easily installed... easily 


speediiy . . . directly 


relocated . . . self-cleaning. 


Here's your opportunity for helpful, constructive selling... suggest the possibilities 
of Bassick Grooved Wheel Casters on angle iron floor track to your customers. 


A size and type for every job. The Bassick Company, Bridgeport 2, Connecticut. 
Division of Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ontario. 
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long ago everything was sent by water. , 


Cheaper to send it that way then. 
Used to cost a tradesman $100 to shi 
a ton from Philadelphia to Pittsburgh 
by land, but he could send the same 
ton halfway around the world by 
water and it would cost him only 
$10.00. ‘Today a man can ship a bar- 
rel of flour by rail from New York all 
the way to Chicago for maybe 80¢. 

The railroads are breaking down sec- 
tional barriers, too. Throw 20 or 30 
people together in a passenger car for 
four, five hours and they’ve got to 
do something besides stare at each 
other. So they talk, and laugh, and 
before long the ladies retire and the 
men tell their smoking car stories— 
only nowadays it’s the car that smokes. 
These belly-stoves never do get enough 
draft through them. 

The Vermont Central’s passengers 
will get a Baldwin locomotive this 
year, the “Governor Paine”, that’s sup- 
posed to be the last word in modern 
design and speed. Anyway, it’s big— 
and as one critic will write, the day 
they make the trial run: “The new 
wonder machine has eight wheels, four 
in the front truck unit, and two pair 
of coupled driving wheels behind. It 
has a large smoke-stack and a loud 
whistle, and a bell that goes ding- 
ding.” 

Steamboats ply the Great Lakes. 
Trade in the area has grown since the 
Erie and Ohio were linked by canal. 
More than 3,000,000 tons will travel 
through this year by water. 

Out in the West and the South, 
the plank roads, the ‘farmers rail- 
roads”, are breaking through the fron 
tier—at a cost of $1200 to $1500 pe. 


| mile. The only real highway, though, 
| is the Cumberland Road, from West 








Virginia through Southern Pennsyl- 
vania, Ohio, Indiana and out to II- 
linois. 


More Machines, and More 


New inventions make life easier 
every day, and cleaner. Wheel water 
power has given way to turbines: 
cheaper to install and more efficient. 
In Pennsylvania and the Mid-West 
cheap coal has made the steam engine 
popular as a power generator. The 
steam hammer, invented six years ago 
in 1842, has made a place for itself 
in industry, and the cylinder printing 
press, invented last year, has cut the 


| cost of newspapers in half. Not only 


that, but it has helped to increase 


the number of newspapers published, ' 


double and triple what they were a 
year ago. 

‘The new telegraph has helped, too 
—miade the news more up-to-the-min- 
ute. Who'd ever believe it was only 
three years ago they opened the first 
line between Washington and Balti- 
more? 









CSE EMRIs A eT 





Start the New Year right! Give your sales- 
men new Profit opportunities in 1948 by 
handling the sale of Kempsmith Standard 
Attachments, Arbors and accessories. These 
dependable items are easy to sell ...% give 
your men excellent, repeat sales possibilities 
.... assure satisfied customers, The Kemp- 
smith line is complete, dependable, backed 


KEMPSMITH ATTACHMENTS Will Help 
You to Increase This Year's Profits! 


by more than 58 years of specialized experi- 
ence building milling machines and equip- 
ment exclusively. 

SMALL TOOLS DISTRIBUTORS—Kempsmith 
has a new sales plan for you....a plan that 
will up your sales.... increase profits. 


Write for further details. 


KEMPSMITH MACHINE CO., 1833 S. 71st Street, Milwaukee 14, Wis., U. S. A. 


| GTS | 
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BRUNKER 


REFRIGERATION 


helps you serve better 





Weme to Shrewd Plant Executives. 





No fairy tale this: you use refrig- 
eration units in your manufactur- 
ing processes and air conditioning 
only because they are essential 
to a profitable operation. Pump 
speeds, condensor tubes, suction 
areas, and other technical contri- 
butions to “slower speeds mean 
longer life” we'll leave to your 
local Brunner representative* to 
explain in detail. 


Here is today’s version: refriger- 
ation is too important for hurried 


selection. Slow up, take time to 
compare design and construction 
details. Check the experience of 
other users. The end result is 
longer life for your refrigeration 
dollars (i.e. a further contribution 
to profits) because your new un- 
derstanding of what makes depend- 
able refrigeration will call for your 
specifying Brunner. 

*Write for his name—have it handy. 


BRUNNER MANUFACTURING CO. 
Utica 1, New York, U.S.A. 











SINCE 1906 





AIR 
AND WATER 
COOLED MODELS 
Ye HP. TO 25 HP. 


The postal system has helped busi- 
ness—more than a lot of us are willing 
to admit. Where else in the world 
can a letter be sent 300 miles for 
only 5¢, and only 10¢ beyond 300 
miles, no matter how far beyond? It 
will be 1863 before the 3¢ stamp will 
do the same thing, from one coast to 
the other. Stamps were used for the 
first time only last year. Made. quite 
a stir, too. 


Age of Gold 


San Francisco, right now, is only 
a shabby line of tents, board shanties 
and mud-pie huts stumbling along the 
beach on the west shore of the Bay. 
Memories are hazy on the exact date 
gold was discovered—but it was, and 
California was, and by May of this 
year a couple of thousand dream- 
driven men will turn the beautiful 
Sacramento Valley into a scrabblin 
hen-roost of dunes, ditches and devi 
try. Even Captain Sutter, who owned 
the land where the gold was. found, 
will end up sitting awake nights with 
a shot-gun to keep the po Sate 
from burrowing under his kitchen. 
California will change some, though, 
in the next hundred years—mostly 
through the love and care of the 
Chamber of Commerce. 

Yes, sir, a man could pick a worse 
year than 1848 to make a start in a 
business of his own. 








Know the Answers 
to quiz on page 112 





ANSWERS: 


1, 2. Universal chuck 
1. Independent chuck 
5. Two-jawed chuck 
3. Spring chucks 
4. Taper shank arbor 


Face plate. 

Bench lathe. 

Concave. 

Spring collet. 

The jaws move independently of 

each other. (b) the jaws all move 

together. (c) can be arranged as 

either independent or universal. 

(d) How’s that again? 

7. Enable pieces of various sizes to 
be held. 

8. All—even threading. 

9. Have no electrical connectfons. 

10. For iron and steel materials. 

11. The amount of surface in con- 
tact with the work. 

12. 110 or 220 volts. 


Dy wy 


e 





The MILWAUKE 


Means MORE Satisfied Customers for 


The COMPLETE LINE with prospects everywhere . . . 


You'll quickly find that every electric or pneumatic tool in the MILWAUKEE 
Line is a real money-maker for you. In shops, big and little — in fact, in 
every department — MILWAUKEE Tools improve grinding, polishing, sand- 
ing, and drilling operations. They make more money for your customers, 
as well as win friends for you. 

Repeat sales are assured by our line of “tested-quality” accessories used 
regularly with every MILWAUKEE Tool. You'll want all the profit obtain- 
able — get the facts now about the MILWAUKEE Line. Our new catalog 


and price list is sent ptomptly upon request. " 
/ 
ORWLS * SANDERS * GRINDERS > POLISHERS > HAMMERS * DRILL STANDS * SCREWDRIVERS 
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uses 
2 Million feet 
of belting 





sell them 
VICTOR 


Take the numerous uses of belting in the candy in- 

dustry—belting in packing and boxing operations, 

in moving finished products, in cooking tunnels, belt- 
ing on enrobers, etc.—and you’ve got a sweet source of 
sales for VICTOR belting. 


For the confectionery industry has shown a continu- 

ous preference for VICTOR belting for conveying, 

elevating and power transmission just as every 
other industrial user of VICTOR belting. 


All industries like the long, trouble-free lifetime— 

the tangible economy—that goes with the use of 

VICTOR belting. Most of all they like ordering from 
“America’s most complete textile belting line.” They 
get what they want, whatever they want, when they 
want it. 


Put all the advantages of VICTOR belting together 
and it spells more SALES...more REPEAT and 
replacement business for you. Write for complete 
details on handling this outstandingly popular line— 
the complete VICTOR belting line that satisfies indus- 
try, that satisfies dealers with sales. 1575 








MILL SUPPLIES © JANUARY, 1948 





13. Can be used, with this set-up. 

14. Only one jaw need be loosened. 

15. The second statement is inaccu- 
rate. The amount of error in two 
jaws is found by a full half turn 
of the table. 

16. Make it easy to set the jaws near 
the center. 

17. The size no larger than the job 

» requires. 
18. (a) False. ‘They can be used as 
tool-holders, too. 

(b) True. 

(c) True. 

(d) False. That’s one of its chief 
advantages, along with its 
great gripping power. 

(e) True, but you'll destroy the 
working parts before long. 

(f) False. Four times the driv- 
ing power is needed. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


Any oF you fellows ever read Mark 
Twain’s story of “The wae cox hme 
Well, he describes in the story how the 
owners of two competing frogs made 
a wager one day on the jumping abil- 
ity of their respective amphibians, then 
set the date for the big event. The 
people for miles around got word of 
the big contest and flocked into the 
town. 

Well, the night before the competi- 
tion was to take place the owner of one 
of the hoppers got hold of the other 
fellow’s animal and fed him a belly 
full of buck-shot. When the two frogs 
lined up for the contest the “loaded” 
frogs couldn’t lift a leg . . . ended up 
on a plate in a French Restaurant. 

But doesn’t that story remind you 
of some “would-be” salesmen you 
know? They’re so full of theories on 
their subject they bore the prospect 
with their knowledge. They’re so 
heavily loaded up with information 
they don’t know when the time is ripe 
to “jump” for an order. 

It’s okay to be well posted on your 
subject. You must be, to keep a step 
ahead of the next fellow. And of 
course there isn’t a salesman alive who 
can be too well-informed. But at the 
same time you don’t want to fill your- 
self so full you become “jumpless”. 
You won’t last long as a salesman that 
way. In short, whatever information 
you have, use it not to work yourself 
out of a sale, but to clinch it. 
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Check THESE TYPICAL 

E CUTTING REPORTS 

e 

: Vy 160 CuTSs . 
n Atkins “Silver Steel” Blade made 

e 160 cuts through 6” diam. S.A.E. 

of X1335 (approximately 4512 sq. 

1e ins.) Blade still good. 





4270 SQUARE INCHES 

After cutting 4270 sq. ins. of S.A.E. 
X1335 Atkins Blade still good for 
more. 


32 CUTS 

Atkins Blade made 32 cuts through 
4" dia. stainless steel (Type No. 
303) at average 12” per cut. 







THESE 
FACTS MEAN 


v 
v 
* ..» MORE SALES FOR YOU 
mn V/ 610 CUTS 
Vv 











Z When you sell Atkins “Silver Steel” Blades you are selling the kind of After 610 cuts on 3” S.A.E. X1335 

- proved performance illustrated by the reports at right. It is perform- Atkins Blade in good condition. 

De ance like this that makes Atkins users come back again and again for 165 CUTS 

a the blade that cuts their metal cutting costs. To make sure that they come After 165 cuts through 6” diam. 

. back to you —to step up your percentage of profitable repeat orders, S.A.E. X1335 Atkins Blade. in 

of stock and sell the full line of Atkins “Silver Steel” Hack Saw Blades. goed condition. 

10 

he 

4 E. C. ATKINS & COMPANY * Home Office and Factory: 402 S. Illinois St., Indianapolis 9, Indiana 
-< Branch Factory: Portland, Oregen © Branch Offices: Atlanta * Chicago * New Orleans * New York © San Francisco 
on 





MAKERS OF SE&treea SAWS FOR VaR -F cer Tine 308 





olf 


“aThims aiwars antas” 


Power and Hand Blades Milling Sews Slitting Saws Segmental Cold Saws Metai Cutting Bands 
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Reg. U.S. Pat. Off 


worm drive 


HOSE CLAMPS 





practical applications 
WHEREVER AIR, FUEL, COOLANT LINES EXIST 


Urge each of your salesmen to carry an “Aero-Seal" hose clamp in his pocket. 
Showing it to plant operating and maintenance men will stimulate business — 
and profits. Because "Aero-Seal" is leak-proof and vibration-proof ... because 
it exerts uniform all-around pressure ... because it has extra-long take-up and 
reduces inventory requirements ... because it lowers maintenance costs ... be- 
cause it can be re-used many times... it's “on the job" in many plants in a wide 


range of fields. You'll find a definite demand for Aero-Seal" right now. 


ee —~ Somniaemnel —_—— —— —_—_—_— —_— — —— — be _| 
SEND FREE SAMPLE 9 N 
ame 


| 

| Company | 
| Street Address. | 
| 
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H. I. Miner 


H. I. Miner, 
Spartan Saw Works, Inc. 


H. I. Miner, manufacturer’s repre- 
sentative for the Spartan Saw Works, 
Inc., Springfield, Mass., passed away 
in St. Louis on October 29. Mr. Miner 
had just finished serving his 25th year 
with the company. 

Prior to that time he had spent 
several years in the employ of L. S. 
Starrett Co., as an outside representa- 
tive. 


Bernard M. Shevlin, 
Weed & Co. Executive 


Bernard M. Shevlin, 56, assistant 
purchasing agent for Weed & Co., 
Buffalo, N. Y., for the past 11 years, 
died recently after a long illness. Mr. 
Shevlin joined the company 37 years 
ago as an estimator. 

He is survived by his wife, a son and 
two daughters. 


D. J. Sullivan, 
National Twist Drill 


D. J. Sullivan, Sr., of National 
Twist Drill & Tool Co., Rochester, 
Mich., died on November 26. 

Mr. Sullivan was chief tool engineer 
of the company. 





Bethlehem Steel 
Promotes R. H. Bell 


R. H. Bell has been promoted to 
superintendent of the bolt and nut 
department in Bethlehem Pacific 
Coast Steel Corp.’s South San Fran- 
cisco plant. 

Mr. Bell graduated from Stanford 
University in 1937, with a degree in 
chemical engineering. He has worked 
at the South San Francisco plant for 
ten years. Before his promotion he 
was assistant superintendent of the 
department. 








ARMSTRONG 


is again 
important 


Yes Preference is mighty important. The sellers market 
is definitely on the way out and Leading Distributors all 
over the country know that Preferred Brands once again 
must be the backbone of their business. Their customers 
have strong preferences when it comes to the tools they 
use. This is especially true of tool holders. They must be 
ARMSTRONG TOOL HOLDERS to sell. 

a ee _— TT ce 6 

Used in over 96% of the machine shops and tool rooms, 
throughout the world, ARMSTRONG TOOL HOLDERS are 
dominantly preferred. Comprising a complete System of 
Tools, for every operation on lathes, planers, slotters and 
shapers, they need no supporting lines. They are the 
*“bread-and-butter” tools that sell every day, every year. 
This same preference for ARMSTRONG quality and “tool 
sense” assures a ready market for all ARMSTRONG 
TOOLS, makes it sound policy to Catalog, Stock and Sell 
ARMSTRONG—”" Across the Board.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


305 N. Francisco Ave. Chicago 12, U. S. A. 
Eastern Whse. & Sales Office: 
199 Lafayette St., New York 12, N.Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission St., San Francisco 3, California 
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Read What Mr. Burt 
Sheehan, Plant En- 
gineer of the Pre- 
servative Paint Co., 
Seattle, Washing- 
ton,says about their 
Roper Installation. 








@ “Our product, Plastic 
Leak-Tite, is a heavy roof 
putty for stopping leaks 
on asphalt roofs and ; 
around flashings. @ Containers were previously filled by hand with a 
putty knife and scoop. @ With the Roper Pump installation we now fill 
in one hour the same number of containers that were formerly filled in 
six hours. @ In addition to the saving of time, the operation is very 
much cleaner and neater.” 


SOLVING ONE OF THOSE “IMPOSSIBLE” JOBS! 


Another example of Roper engineering solving one of those so- 
called “impossible” jobs . . . transferring a heavy viscous roofing 
compound at a maximum speed of 16 g.p.m. 

The Roper Pump is mounted with a 3 h.p. motor, backgearing and 
4-speed transmission on an Air Corps bomb truck so as to facilitate 
moving the equipment from one batch mixer to another. 

Let Roper engineering help solve your pumping problems! 


Send For Bulletin Get all of 
the facts on the Roper line. There is a 
model and size for nearly every indus- 
trial requirement. Capacities from 44 to 
300 g.p.m.; pressures up to 1000 p.s.i. 


GEO. D. ROPER CORP. 
339 Blackhawk Park Ave. 
ROCKFORD, ILLINOIS 
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Fred Body Starts 
FiftySecond Year 


When it comes to knowing whole- 
salers and distributors who handle 
bolt and nut products, Fred Body, of 
the Threaded Products Division at 
Bethlehem Steel Co., has an edge on 
most people. He started in the bolt 
and nut business on September 2, 
1896. He’s been at it ever since, sur- 
viving changes of ownership and still 
selling the products of the mill he 
started with, some 51 years ago. 

Mr. Body has teavelled extensively 
among the distributors, has been a reg- 
ular participant at industry conven- 
tions, and has a host of friends in the 
supply business throughout the United 
States. 





H. A. Dosch, Jr., jots down a few notes 
at his desk in the Kemp Machinery Co., 
Baltimore, Md. 
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selection of prime importance. 


W Borolon vitrified bonded 
WA36-J8-V1, size 20” x 3” 
x 10” c/s one side 12%” x 
5”; c/s other side 121%” x 
1”. Selected for cool, fast 
grinding without danger of 
burning stock. Efficient for 
grinding hardened and high 
speed steel; special alloys 
including high carbon high 
chrome types. 












Horizontal surface grinding of alloy 
steel stock on a Mattison Precision 
Surface Grinder. Repeated precision 
results and a fine finish on a produc- 
tion basis make grinding wheel 
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ALUMINUM ORIDE SILICON CARBIDE 


SIMONDS 


ABRASIVE CO. 


PHILADELPHIA, PA. 


Grinding Wheels 


Complete line includes 


every shape and size. 

e a Abrasive Grains 

where to get it Mounted Wheels and Points 
Surfacing Segments 


Simonds Abrasive Distributors Bricks and Sticks av 
in all principal industrial R 
centers of the U. S. and in 
many foreign countries carry { D 
- 4 








stocks and can advise on grind- 
ing wheel selection. rite < 
today for Manual on Modern 
Surface Grinding Practice. Also 
for name of nearest distributor. 





ONDS 


ABRASIVE CO. 


MOMS ARM ASIY pany 


SIMONDS 
Saw Ene ore. co 





SIMONDS ABRASIVE COMPANY - 





geet pie on every grinding job. 


Company products during more than 50 years as a major 
manufacturer of grinding wheels and abrasive products 
exclusively. This control begins with the abrasive grain 
produced in modern electric furnaces by Simonds Canada 
Abrasive Co., Ltd., and extends to the finished wheels 
for all types of grinding from roughing to precision fin- 
ishing. This means consistently high wheel performance 


‘ Quality control has characterized Simonds Abrasive 





PHILADELPHIA 37, PA. + DISTRIBUTORS IN ALL PRINCIPAL CITIES 








to steady sales and good p 


typical of a series which wil 
with a combined circulation 


Write now for information on Simonds 


shop and factory requirement in your t 


SIMONDS ABRASIVE COMPANY - 





rofits throughout 1948. The advertisement re 
| appear month 
of 742,940. 


erritory. 





SIMONDS 


ABRA 

SIVE Co, 

PHILADELPHIA, PA, 
TACONY AND FRALEY STREETS .- 
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@ Here’s the kind of help you can count on to open your way 


A produced here is 
after month in leading industrial publications 


Abrasive Company grinding wheels for every mill 






PHILADELPHIA 37, PA. 
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LINCOLN 


AIRLINE 
\HEAVY-DUTY DRUM PUMPS 


\ 





--- For clean, positive delivery of lubricants and other 
materials... For use with original 400 Ib. and 100 Ib. 
containers... For fast, dependable, uninterrupted service 





















On production lines, where bearings or gear cases must have initial lubrica- 
tion—in processes where assemblies must be sealed before riveting ...or in 
processes where assemblies require sealing or insulating, Lincoln Heavy- - 
Duty Airline Drum Pumps speed up the operation and save time and materials. 
These heavy-duty pumps are powered by the famous Lincoln pneumatically 
valved Air-Motor, and dispense light-bodied, viscous, and fibrous lubricants, 
or compounds direct from original containers. A complete line of models 
is available to meet modern industrial pumping requirements. They can 
be adapted to a wide variety of applications and offer an outstanding sales 





opportunity for every Mill Supply Wholesaler. 









MODEL 1043FB 
LEVER GUN 







MODEL TITIA 
PUSH-TYPE 
GREASE GUN 












GREASE 
FITTINGS 
OF ALL 
SIZES AND 
TYPES 






The 


COMPLETE LINE 

for all INDUSTRIAL 
REQUIREMENTS MODEL 1266 HANDI-LUBER. 
ATTACHES TO THE LID OF A 


Lincoln “original con- 25-LB. ORIGINAL CONTAINER 
tainer to bearing” Lubri- 
cating Systems include 
everything required for 
fast, clean, positive lubri- 
cation of industrial ma- 2 
chinery and equipment. A 

few of these outstanding .2\Ncrexrum 
products are illustrated. 






























MODEL 1273D 
BUCKET PUMP 


30 LB. MODEL 987 POWER- 
CAPACITY LUBER. AIR-OPERATED. 
DISPENSES DIRECT FROM 
25 OR 50-LB. ORIGINAL 
CONTAINER 







































Trade Mark LINCOLN and 


Trade Nome AIRLINE Reg. U. S. Pat. Office 


© Write For Complete Information 
on thts FAST SELLING LINE... 
LINCOLN ENGINEERING COMPANY Proucer Gukders of Eagenccre st Lubricating Equipment 


5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO., U.S. A. 
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UNDERGROUND “TOUGHIES” SENT UP FOR 19 YEARS 
Another top performance by a BWHi product 


19 years ago, in 1929, a leading cop- 
per concentrator needed a conveyor 
belt that could really “take it”. Pon- 
derous weights of copper ore had to 
be hauled from a primary crusher to 
the pulverizing mills. The belt had to 
resist cuts and tears from jagged 
rocks. And the cargo had to keep 
moving, week after week, at a mini- 
mum cost per ton. 

It was a tough problem, but a Bull 
Dog Belt proved a highly satisfactory 
solution. In 12 years of steady opera- 
tion, this husky belt carried more 
than 54 MILLION TONS! So when 
stepped-up production necessitated a 


replacement in 1941, another Bull 
Dog Belt was naturally specified. 

Because Bull Dog Belts are made 
by the famous ROTOCURE process 
of continuous vulcanization, they are 
free from trouble spots caused by 
press overlaps. The carcass is made of 
multiple plies of duck with quality- 
controlled friction, and the cover is 
unusually tough and abrasion-resis- 
tant. Combined, these factors assure 
the resiliency essential to recovery 
from shock when “bruiser” loads 
come thundering in. 

The new belt shown has been hard 
at work for over seven years, at the 


Another Quality Product of 


rate of 25 THOUSAND TONS OF 
COPPER PER DAY! 

Records like these are common in 
the many industries where BWH 
products are used. Whatever your 
needs for mechanical rubber goods, 
look to BWH for dependable rug- 
gedness — BWH distributors for 
dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems — we're 
specialists in solving them. Consult your 
nearest BWH distributor, or write directly 
to BWH. 


Boston Woven Hose & RUBBER COMPANY 


Distributors 
PLANT: CAMBRIDGE, 


in all 
MASS., USA. © 


principal 
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cities 
P.O. BOX 1071, 


BOSTON 3, MASS. 


























QUALITY 
PRINTING 





SINCE 1847 









CHICAGO @ PHILADELPHIA @ NEW YORK 





of MILL SUPPLIES 


COMPETITIVE SELLING is coming to the 
front again and YOUR catalog—well planned—care- 
fully compiled—properly printed and bound—becomes 


a powerful force in your Sales Department. 


YOUR CATALOG must have sales punch — 
accuracy — quality —appearance. It must present your 
complete line advantageously in order to influence 
buying from YOU. 

Planning a catalog requires the skill and “‘know- 
how” of experts. The Catalog Department of 
Wisconsin Cuneo Press, Inc. offers you this service 
backed up by many years of experience in the com- 
piling and printing of catalogs. 

Consult this Catalog Department on your catalog 
problems. Write, phone or wire. Our prompt atten- 


tion may enable you to have a new catalog in 1948. 


CATALOG 


Wisconsin 


CUNEO PRESS /i. 


239 EAST CHICAGO STREET 








DEPARTMENT 


MILWAUKEE 1, WISCONSIN 
@ SAN FRANCISCO 
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Bob Thompson re-reads “Salesmanship As 
A Profession” in the October issue of 
MILL SUPPLIES in preparation for his 
new job with Coffing Hoist Co. 


R. A. Thompson Joins 
Coffing Hoist Co. 


Robert A. Thompson, the same 
“Bob” Thompson who figured in some 
of the country’s biggest wartime engi- 
neering projects, has joined forces 
with the Coffing Hoist Co., of Dan- 
ville, Il. 

Mr. Thompson’s career would make 
an interesting page in the Sunday 
Feature section of any newspaper. He 
was with the Hercules Powder Co. for 
28 years, and worked on some of their 
top construction jobs. One of them 
was the sinking of piers on the bridge 
across the Mississippi at Cairo, Ill. 
Another was blasting the channel 
across the Mississippi that “cradled” 
the big inch pipe line during the war. 
Mr. Thompson was called in on the 
latter job after Army engineers foun- 
dered on the project. 

In the course of his colorful career, 


| Mr. Thompson has worked in several 


different types of industries, and is a 
qualified engineer. He left Hercules in 
1945 to go with Kennametal, Inc., 
from whence he migrated to Coffing. 

Mr. Thompson’s large background 
of practical experience will prove help- 
ful to more than one distributor in his 
new territory, which will include Mis- 
souri, Kansas, Nebraska and the Iowa 
territory. 


Reps Tool Co., Inc. 
Moves to Connecticut 


Reps Tool Co., Inc., formerly of 
New York City, now is located in 
Hartford, Conn. All manufacturing 
and other company activities will origi- 
nate, hereafter, in the one modem 
plant. 

The company is a manufacturer of 
pipe and stud extractors. 
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Air Express is the fastest possible way to get the supplies and 
equipment you need. That’s because your shipments go on every 
flight of all the Scheduled Airlines. No waiting around. And Air 
Express packages are picked up and delivered right to your door 
at no extra cost. 

This speedy service helps your business keep moving — lets 
you serve your customers better. Coast-to-coast delivery overnight 
is now routine. And with /ow rates, there’s profit for you in Air 
Express. Use it regularly! 


Specify Air Express-Worlds fastest Sniping Method 


e Low rates — special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. @ Moves on all flights of all Schedule d Airlines, 

e Air-Rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 

True case history: Electric switches locaied in Tulsa, Okla., were wanted in 

Newark, N. J., to complete equipment and fulfill contract date. 211% |b. 

package picked up the 17th at 5:05 P.M., delivered 3:35 A.M.., rhe 10 

hours later. 1239 miles, Air Express charge only $8.10. Other weights, 

any distance, similarly inexpensive and fast. Just ‘phone your local Air 

Express Division, Railway Express Agency for fast shipping action. 


ESS 


GETS THERE FIRST 
































Rates include pick-up ond delivery door 
to door in all principal towns and cities. 











AIR EXPRESS, A SERVICE 
OF RAILWAY EXPRESS 
AGENCY AND 


THE SCHEDULED AIRLINES OF THE UNITED STATES 
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G. A. Williams, McKinney Co.; 
Scott, Hercules Powder Co.; and J. Henry 


Harry 


Topkis, general manager of Delaware 
Hardware Co. quote a few facts and 
figures. 


Delaware Hardware Co. 


Celebrates 125 Years 


The ninth oldest hardware com- 
pany in the country, the Delaware 
Hardware Co. of Wilmington, Del., 
recently celebrated its 125 years in 
business with a clam-bake party and 
entertainment for its customers and 
male employes. The affair was held in 
the company’s offices, store and ware- 
house. 

Almost 400 guests were on hand to 
mark the occasion. They included 
owners and buyers of retail stores and 
industrial firms from all parts of the 
Del-Mar-Va peninsula and Southéast- 
ern Pennsylvania. 

The company was founded in 1822, 
at its present address, Second and 
Shipley Sts., and was known as Gar- 
rett & Sons. In 1857 the company 
name was charged to the Kent Iron & 
Hardware Co. A short while later the 
name was changed to the present one. 

Harry Topkis, president, and I. B. 
Finkelstein, first vice-president and 
treasurer, acquired the business from 








~ 
»,' 4 a 

ar Bea. 
Charles R. Staib, Jr., industrial sales repre- 
sentative, Delaware Hardware Co. and 
rinten- 
nts, re- 
ardware’s 


Richard Walton, construction su 
dent of one of the DuPont Co. 
member old times at Delaware 
get-together. 
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@ The superiority of the specialist, in his branch 


of medicine, over the general practitioner, is 
widely recognized today. The same thing is true 
in the manufacture of corrosion-resistant valves. 


This Company makes nothing but valves. And 
we confine our activities entirely to valves of 
stainless steels and other corrosion-resistant 
alloys. We are the only manufacturer who 
specializes to that extent. 


A high degree of science is involved in the 
manufacture of successful corrosion-resistant 
valves. The chemistry of corrosion, the metal- 
lurgy of stainless steels and mechanical engineer- 
ing in the correct design of such valves, are all 
included in this science. Such skills are not 
acquired in a day. We have been at it a long time. 
That is why leaders in the process industries 
come to Aloyco for advice on corrosion-resistant 
valves. You, too, will find it profitable to consult 
our metallurgical service on your requirements. 


Aloyco’s new catalog #47 tells the story of this 
specialization and gives full details of alloys, 
types and applications. Send for your copy on 
your letterhead. 


SPECIALISTS... sssvee essvsrs 


...in medicine and in VALVE MANUFACTURE 
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ALOYCO GLOBE VALVE #40-A ALOYCO SWING CHECK VALVE #571 








STAINLESS STEEL 
VALVES AND FITTINGS 


ALLOY STEEL PRopUCTS COMPANY, INC. 


























Speed-wet Discs 
Cut 
Faster...Longer 





because 
they're 


3 ways better 


"30%, Faster" “production 4 to | 
better" . . . “lasts 5 times longer" . . . 
never before have so many people expressed 
so much praise for any disc we ever made. 





Technically, the secret of the extra cutting 
speed and long life of Speed-Wet Discs lies 
in the balanced combination of three quality 
features: heat-set resin bonding for resistance 
to heat; all-fibre backing for extreme flex- 
ural strength; and all-Durabonded* coating for 
rugged grit anchorage. 


An on-the-job test in your own plant will 
prove to you the increased production per- 
formance of Speed-Wet Discs. We'll be glad 
to arrange it at your convenience — just write 
us on your company letterhead. 


© Reg. U.S. Pat. OF. 


BEHR-MANNING 


(Division ef Nerten Company) 


TROY, N. Y. 














—--7;----- 


All 
Resin 
Bonding 


All 
Fibre 
Backing 


All 


Durabonded 
Coating 
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its former owner in 1922. The present 
plant now includes nearly half a block 
of space; four adjoining buildings hav- 
ing been added to the original struc- 
ture as the business expanded. 





Jim Lawson, Jim Allston and Fred Zim- 
merman, of General Motors Corp., and 
Eric Federschmidt of Black & Decker, chat 
between bites about business prospects. 


Henry D. Sharpe 
Resigns Post 


Henry D. Sharpe, of the Brown & 
Sharpe Mfg. Co., Providence, R. I. 
resigned recently as treasurer of the 
company, an office he has held since 
1904. He will continue as president 
of the company. 

Frederick P. Austin, Jr., assistant 
treasurer since 1941, was elected by 
the board of directors to succeed Mr. 
Sharpe as treasurer, and was made a 
vice-president of the firm. Howard L. 
Merrill was elected an assistant secre- 
tary of the corporation, in succession 
to the late Cecil W. Machon. 

Mr. Austin, a graduate of Leland 
Stanford University, entered the em- 
ploy of Brown & Sharpe in 1939. In 
1940 he became comptroller, in 1941 
assistant treasurer, and in April, 1945, 
a director of the company. 
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These Threads are too shallow 
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These Threads are just right 


Circle ® Bolts and Nuts ... both standard 
and special... are noted for their uniform 
size and strength. They keep production 
lines moving with top efficiency. 





...they are CIRC 
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BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


BOLTS 


































HERE'S THE TICKET you'd write yourself for the 
ideal tap line. It gets you where you 
want to go —to more sales at good profit — 


faster and with a minimum investment. 


right-of-way 


A NATIONALLY 
ADVERTISED LINE 


Consistent, colorful advertising in 
leading trade publications is help- 
ing to sell Besly Taps to your cus- 
tomers month after month. Com- 
plete, easy-to-use catalogs, manuals 
and circulars enable distributors to 
“cash in’’ on this promotion. 











A DISTRIBUTOR-MINDED SALES POLICY 


Besly Taps are sold through recognized, selected 

distributors under a WRITTEN Sales Policy which 

assures profit protection on a modest “tailored-to-the- 

territory” inventory for fast turnover and maximum 
__ profit. 



























QUALIFIED SALES HELP 


Besly Field Engineers are factory-trained tap 
specialists who not only know tap applications 
but also know every phase of actual tap making. 
They help you sell and service every customer 
— with a personal concern for developing vol- 
ume and profit for you among both large and 
small users. 








WIDE RANGE OF MARKETS 


Makers of electrical equipment, hardware, 
industrial machinery; machine shops, screw 
machine companies; transportation, con- 
struction and farm machinery manufacturers 
are just a fraction of the many big tap users 
that make the market for Besly taps. Besly 
can give you the fast service in quantity that 
appeals to the big tap user who insists on 
keeping his cutting tool inventory at a mere 
minimum. And, Besly’s unique “Tailored- 
to-the-Territory” inventory plan assures you 
of maximum turnover with minimum in- ~~ 
vestment in stock taps. 


FAST DELIVERY 


Besly, the leading tap manufacturer in the 
Middle West is strategically located with 
its plant in Beloit, Wis. Most major metal- 
working markets are within 24-48 hour 
delivery radius. Special high-speed taps 
that can be ground from hardened blanks 
(tables 302-303) are on the way to the 
customer 24 hours after receipt of order; 
on other high speed “specials” made from 
bar steel, deliveries are in 3 weeks! 
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TAP LINE 









"17S A NON-STOP TRIP to satisfied tap customers on the 
Besly Line. Every factor that wins user preference is here 
for you to sell: the right tap for the job, fast service, 
dependable quality and practical tap engineering applica- 

tion counsel. 





















PaaS 
Take the direct route to every tap user's destination: 
Clean, Accurate Threading at the lowest possible cost 
o oy 
AA 
lected A COMPLETE LINE 
which In one well-balanced line, Besly offers a full selection of high DEPENDABLE QUALITY 
>-the- speed steel taps, both stock and ‘specials.’ Fast service is a Whether standard or “special” the quality of Besly precision- 
—_— Besly feature which, combined with Besly’s convenient Mid- made taps is assured by the use of fine, selected steel, heat 
West location, assures fastest delivery. A complete stock of treated and ground from the solid. Rigid inspection of every 
carbon taps is included in the Besly Line. tap with the most modern equipment assures the maintenance 
of Besly’s high quality standards — a tradition for more than 
50 years. 
d tap 
ations 
aking. PRACTICAL 
tomer ENGINEERING ‘*Tailored-to-the-Territory” 
g vol- COUNSEL Inventory Plan keeps stock 
e and The extensive knowledge of Besly investment at a minimum, 
factory-trained Field Representa- yet assures maximum turn- 
tives is augmented by Factory pw yd porn te 8 
Engineers who Prsstnd available for representative about this 
counsel at any time on plant-wide plan that helps you build 
tapping surveys or difficult tapping big tap volume ... ata 
eo applications. With Besly, you sell peak profit. 
| with the right tap . . . made right. 
metal- 
| hour 
1 taps BESLY TAPS * BESLY TITAN ABRASIVE WHEELS 
blanks BESLY GRINDERS AND ACCESSORIES 
order; 
Chas. H. Besly & Co., 118-124 N. Clinton St., Chicago 6, III. 










>» from 


Factory: Beloit, Wis. Factory Stocks at Chicago and Detroit 
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there is a 








difference! 
















































MAINTENANCE COSTS ... with an EXTRA margin of safety! 





HOT FORGED STEEL 


AND 


STAINLESS STEEL 


UNIONS 


STANDARD 
/8” TO 3” 


Cold-Working Pressure 
up to 2,000 pounds. 


DOUBLE EXTRA 
HEAVY 
is” TO 2” 


Cold-Working Pressure 
up to 6,000 pounds. 








The Catawissa seat design gives you a perfect 
seal for every installation -- even when the 
pipe is not properly aligned -- with its 55-de- 
gree angle on the female end to a ball on the 
male end! 








A are telling the Catawissa story 


market through several trade papers! 


OUR STORY --to the industrial 











of BULLETIN 10-A 


CATAWISSA VALVE § 
FITTINGS COMPANY 


300 Mill Street 
CATAWISSA, PENNA. 











See your industrial supply distributor 
-- or write direct for a copy 
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Every device has been included in Veelos 
new packaging to insure its sales appeal. 


New Packaging Program 
By Veelos 


A new packaging program designed 
to pane the sale of Veelos, the link 
V-belt, has been put into effect by 
Manheim Mfg. & Belting Co., Man- 
heim, Pa. 

The plan was introduced only after 
careful, painstaking consideration of 
the needs of industrial distributors 
and consumers. Veelos sales engi- 
neers participated in the study, each 
investigating his customers’ prefer- 
ences. The new packages are based on 
the results of their findings. 

Distributors now receive each size 
of Veelos—which comes on 100-ft. 
reels, in all standard sizes—in individ- 
ual cartons. Bright colored labels en- 
hance the attractiveness of the pack- 
age. Designed for display, a brief sales 
message appears on each label. In ad- 
dition to their sales appeal, the labels 
make it easy for the distributor to 
identify the contents, clearly showing 
the size and type of the V-belt. 

The new, improved packaging sys- 
tem adds also to the distributors’ con- 
venience in handling, storage, re-ship- 
ping, and the keeping of stock records. 
Cartons contribute to cleanliness and 
neatness, and both the distributor and 
the consumer are assured of untam- 
pered reels. 


Malone, Blackwood Join 
The Wm. Powell Co. 


S. H. Blackwood and T. J. Malone 
are now with the New York office of 
The Wm. Powell Co. valve manufac- 
turers at 50 Church St., New York 
City. 

Mr. Blackwood formerly was with 
the Mid-West Piping & Su ply Co., 
Inc. Mr. Malone was with the Crane 
Co. previously. 
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— Williams Line of Quality Tools is the broad- 
Sys- 


con- est line of its kind manufactured today. 


ship- For over half a century it has been consistently advertised 
yoo to American industry. During 1948, 35 leading magazines 





a will carry dominant advertising directing buyers to purchase 
m- 4 : Ss anne ie 
through their local Industrial Distributor. Williams advertising 


helps Distributors build easier and more profitable sales. 
(This standard signature appears in all Williams advertising) 
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J. H. WILLIAMS & CO., BUFFALO 7, N. Y. QYeltibuldes Locwywhore 
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The Dumore distributor’s a lucky guy: 








Dumore’s lucky too! 


When distributors discuss line evaluation, the name Dumore* is one 
that always places in the top group. There is a reason for this — 
many reasons, in fact. It’s partly due to the quality of Dumore tools 
— quality which has been recognized and accepted by shopmen 
throughout industry for more than a quarter century. It’s partly due 
to the enlightened job of selling done by Dumore distributors — a 
job which recognizes the particular advantages of the Dumore line 
and sells them effectively, a job which keeps Dumore informed as 
to the needs of industry and contributes to the development of new 
and better Dumore tools. 


It can be summed up as a matter of teamwork. Dumore distribu- 
tors are selected on the basis of the selling job they can do — and 
distributors accept the Dumore line for its unusual profit-making ad- 
vantages. It’s a working combination (proved by years of experi- 
ence) which benefits everyone concerned — including the customer ! 


*Trade Mark Reg. U. 8S. Pat. Off. 


oo 


me, 


This symbol identifies authorized 
Dumore distributors in the leading 
cities throughout the country. 
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TALK TO A PASSING PARADE 


The industrial scene is never static . . . new men are taking new jobs . . . others are 


% This is one of a series of 


Spang ads which are appear- 
ing regularly in: Domestic taking on greater responsibilities . . . and some are retiring. All of these changes bring 


Engineering, Mill and Factory, new buying influences into your picture. 
Heating, Piping and Air Con- 
ditioning and Factory Manage- Spang realizes how important it is to reach this passing parade. That's why Spang 
ment and Maintenance. Copies CW advertising continues to appear in spite of today’s unprecedented demand. 
are available on request. a 
Month-after-month these ads remind your present and future customers about you 


and Spang CW Pipe. 


But not all Spang efforts are of the advertising nature. Everything possible is being done 
to increase production of Spang CW Pipe so that you can better serve your customers. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadeiphia; Pittsburgh; St. Lovis; San Francisco; Tulsa 
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» REMOVE METAL 7/ 


with these 
Brown & Sharpe Side Mills 


7. 
LLING CUTTERS 
Sie. 
Spiral angle 
aeewt permi 
mnnts of 
new 
mee cho 


Pp” any one of these Brown & Sharpe Side Milling Cutters to”™ 

work on a piece of metal and that metal will take shape 
quickly and accurately. In actual operation, the inherent quali- 
ties of Brown & Sharpe design and craftsmanship set the pace 
for all types of cutters. 


These side mills have clean-cutting qualities . . . ample chip 
space, carefully calculated angle rake, selected steels, scientific 
heat treatments individualized for each type of cutter, and expert 


sharpening. These are qualities that users have learned to expect Used for side cuts, d 
in cutting slots, wh 
isn’t required. Spi 
on side give teeth 


in Brown & Sharpe Cutters. They’re money-savers and produc- 
tion boosters because they combine to give unexcelled perform- 
ance in speed, accuracy and more pieces per sharpening. Brown 
& Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


We urge buying through the Distributor 





RROWN & SHARPE CUTTERS [PS 


The metalworking executive who knows why he 
wants to buy from you is a good man to do business with: 
you can sell him more, sell him faster, and sell him with 
much less effort. And every other week, in the pages of 
American Machinist, the most influential buyers of Metal- 
working’s production equipment and supplies in your ter- 
ritory are finding additional reasons for wanting to buy 
the products you sell. 


For this is their “know-how” business paper ...the 


magazine which gives them alert and timely help on pro- 


GOOD advertising in Metalworking’s No. I magazine...: 


MILL SUPPLIES © JANUARY, 1948 


duction equipmeut and processes in over 2,200 editorial 
pages a year. This is also the magazine in which over 800 
manufacturers reinforce your sales efforts with the biggest 
advertising investment entrusted to any metalworking pub- 


lication. 


Last year, 106 of the companies which speak to you in 
the advertising pages of Mill Supplies also spoke to your 
metalworking customers in the advertising pages of 


American Machinist. 


They are speaking again this year to the largest buy- 


me 
Ye 
ne 


It's easier to sell 












Peet 








ing audience that reads any metalworking publication. 
American Machinist is a magazine you ought to know. It 
is working for you every day... making contacts with your 
best customers...directing their attention your way... 
creating a preference for the products you sell. The adver- 
tising of your suppliers in American Machinist will bring 
bigger sales your way in 1948. Watch for it . . . its job is to 


make your job easier and more profitable. 


1+. .8ells more goods at less cost 


The McGraw-Hill Magazine of Metalworking Production 
330 West 42nd Street, New York 18, N. Y. 
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the man who knows why he wants to buy 
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RAWHIDE gives you more in soft hammers and mallets. And 


Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 


x 
vit 
ga® yet 


© 
,o* 


ov 


C/R Hammers have 
malleable iron heads 
with replaceable 
coiled rawhide faces. 


CH caco (rawhide MFG.CO. 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; gears, pinions, 
gear blanks; oprons, hand leathers; hydraulic packings. 
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That’s “hot stuff’ in the hands of Luther 
Pye, according to M. S. Swearingen, both 
of Montgomery & Crawford, Spartanburg, 
8:45. 


Montgomery & Crawford 
Hold Product: Schools 


Ted Crain and Sam Shackleford 
of Montgomery & Crawford Inc., 
Spartanburg, S. C., distributors, cur- 
rently are attending the light school 
of Sylvania Products Co. under a pro- 
gram instituted by the firm whereby 
its salesmen will attend sales and prod- 
uct schools of manufacturers to fa- 
miliarize themselves thoroughly with 
the products they sell. 

J. E. Crawford, vice-president, re- 
ports that the schools already have 
proved exceedingly helpful to the 
sales staff. The company’s sales con- 
tinue brisk, with some lines beginning 
to catch up with demand. 


Jones Advanced By 
American Mfg. Co. 


Edward M. Jones, of the sales staff 
of the American Mfg. Co., Brooklyn, 
New York, cordage producers, has 
been advanced to the position of new 
York State representative. 

During the war Mr. Jones served 
with the lst Marine Division, taking 
part in the Battles of Guadalcanal and 
Cape Gloucester. 

Mr. Jones has been with the Ameri- 
can Mfg. Co. since 1930. 








Jerry Rock repairs a ventilator motor shaft 
at Oakland Mill Supply, Pontiac, Mich., 


as Lloyd Rodwen (background) turns from 
his rotor shaft press to watch. 
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YOU furnish 


the steel 








If you or your customers can supply us with 12 to 24 
gauge sheet steel, we will supply you pound for pound 
with any selection of Lyon standard products now in 
production. 


Or, we will manufacture to your customer’s specifica- 
tions, in Lyon production run quantities, assemblies, 
sub-assemblies, or parts in gauges No. 8 and lighter up 
to No 30. 


LYON will make 


the product 


—AND YOU GET PROMPT DELIVERY 


LYON METAL PRODUCTS, INCORPORATED 
General Offices: 153 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 




















A PARTIAL LIST OF LYON PRODUCTS 
* Shelving ¢Kitchen Cabinets Filing Cabinets Storage Cabinets*Conveyors «Tool Stands «Flat Drawer Files 
e lockers * Display Equipment ¢Cabinet Benches *Bench Drawers Shop Boxes ¢Service Carts Tool Trays «Tool Boxes 
© Wood Working Benches «Hanging Cabinets «Folding Chairs ©Work Benches Bor Racks «Hopper Bins «© Desks ® Sorting Files 
* Economy Locker Racks © Welding Benches Drawing Tables © Drawer Units © Bin Units Parts Cases © Stools *lroning Tables 
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...- with &ondoz Whipcord V-Belts 


Manufacturers of all types of machinery are relying margin of tensile strength and resistance to dis- 
on Manhattan’s method of engineering V-belts to tortion and wear. 


meet their requirements for original equipment. 
” «s om V-Belt Bulletin 6868-B gives more details of this 


Condor Whipcord V-Belts embody 8 Points of long-wearing construction and includes helpful 


Balance. Their principal advantage lies in the tables. Ask for your copy. 


amy my Strength er of —— wil Manhattan’s line of rubber products for Industry is 
stretched Whipcords that ride in a cushion of slow- consistently dependable — outstanding in quality. 
aging, heat-dissipating Flexlastics. The performance Make MANHATTAN your choice 

of this construction is satisfactory under all 


conditions. Condor Whipcord V-Belts have a wide ("Flexlastics” is exclusive with Manhattan) 


Gia RAYBESTOS- MANHATTAN unc. 


_ MANHATTAN | 


MANHATTAN RUBBER DIVISION PASSAIC,-NEW JERSEY 
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HACK SAWS 
BAND SAWS 
TOOL BITS 


That Bring You Repeat Orders 


It's the results obtained from any product that bring 
repeat business and profits to you and Spartan 
results do just that. 


Spartans give increased efficiency, faster produc- 
tion and greater economy in metal cutting. Made of 
the best steel obtainable, Spartanized Heat Treat- 
ment and their teeth are milled accurately, evenly 
and carefully. 





The New Spartan Tool Bits in a few months’ time 
have produced sensational results and definitely 
proven themselves profit makers. 


CPARTANS 
culling costs 


Sold only through Distributors with 





Full Protection to Stocking Distributors 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 


SO MUCH SAWING AT SO LITTLE COST 
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Found inthe BEST PRODUCTS 






290 


1026 So. HOMAN AVENUE 


“CHICAGO 
SCREW” 








@ Any product is only as good as its fastenings. 
The best-made machines and equipment always 
employ fastenings that are-as capable and effi- 
cient-as the products of which they are a vital 
part. 

Chicago “Safety Plus” Socket Head Screws are 
used in many of the finest screw-fastened prod- 
ucts manufactured today. They improve these 
products by providing the greatest fastening 
strength with the least possible weight. 

“Safety Plus” fastenings are made of the high- 
est quality materials and manufactured under the 
most modern processes. They are close-tolerance 
tested throughout every step of production to 
assure absolute perfection in thread and dimen- 
sion. Your customers will find them superior in 
every way for use in their products. 


wy, 


1872 1947 


' 


| 





i 
i 


Thete Fine Products are sold only thre Authorized Distributors 


THE CH 


CHICAGO "Safety Plus 
includes: 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 
Screws 


Socket Pipe Plugs 


Keys for “Safety Plus” 
Products 


line 


Complete line includes: 


Hexagon Head Cap Screws 

Square Head Cup Point Set 
Screws 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi-Finished Hexagon 
Castellated Nuts 


IcAGoO Screw Co. 


ESTABLISHED 1872 


CHICAGO 24, ILL. 
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Chris A. Wiepking 


Delta Appoints 
Chris. A. Wiepking 


Chris. A. Wiepking has been ap- 
pointed to the post of Chief Engi- 
neer of the Delta Mfg. Division of the 
Rockwell Mfg. Co., Milwaukee. Prior 
to his advancement, Mr. Wiepking 
had been Delta’s research engineer. 

Mr. Wiepking’s -previous associa- 
tions include work with the U. S. 
Forest Products Laboratory in Madi- 
son, Wis., where he had been senior 
engineer. Before the outbreak of war, 
he had been in charge of the testing 
laboratory in the Milwaukee Depart- 
ment of Public Works for 15 years. 

He is a member of the American 
Society of Mechanical Engineers, the 
Engineers’ Society of Milwaukee, the 
Wisconsin Society of Professional En- 
gineers, and the Triangle Engineering 
Fraternity. 








Andrew Williams and R. C. Gooding of 
Georgia-Alabama Supply Co., West Point, 
Ga., go over the merits of a new industrial 
vacuum Cleaner. 

















ARE YOU SURE YOU'VE CARRIED 
NYLON-BRISTLED PAINTBRUSHES? 


If you want to make more 
paintbrush sales, read this carefully 

















































SOME PAINTERS think they’re using paintbrushes bristled with 
Du Pont nylon when actually they aren’t. And some distributors 
think they’ve been selling nylon-bristled brushes, when they 
haven’t. With the reputation nylon has achieved as an extremely 
versatile material, it’s natural that many might mistake other 
bristles for nylon. 

Our suggestion to you is to make sure you’re selling—and your 


customers are buying—nylon-bristled brushes. Show buy- 
R THIS NAME ~ 








p- ers the name nylon bristles stamped clearly on the handle Loox FO 
i- of the brush. This is their assurance of more value for the 

ne money and complete satisfaction. And it’s your assurance of 

nA protection against customer dissatisfaction and possible loss of 

future sales. 

rt For no paintbrush gives the service of a ‘‘nylon.”’ There is only 

a. one NYLON! And if a customer buys a brush he thinks is a ny- 

ior lon-bristled brush but the brush isn’t made with nylon, he’s 

ar, going to be a dissatisfied customer—may turn to another dis- 

= tributor with his trade. 

Just remember: because there’s no paintbrush like a “‘nylon’”’— 

an because nylon-bristled brushes serve so well and last so long— 

the there’s no other paintbrush that can provide you with the same 

the 

in- sales advantage. There’s more value ina “‘nylon.”’ Because, though 

ing one customer may buy fewer brushes, more customers will buy 


more. And that’s your ticket to bigger sales, bigger profits—more 
goodwill too! E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Department, Room 311, Arlington, N. J. 

mig" 4 ft}, a Whe ‘| 


" "ig 
DU PONT = lf 





8€6.u. 5. pat OFF 





BETTER THINGS FOR BETTER LIVING For thrilling entertainment, tune in Du Pont ‘‘Caval- 
++ « THROUGH CHEMISTRY cade of America” — Mondays, 8 P.M., EST, NBC 
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CAPACITY 


Production with 





700 STANDARD WORM HOBS! 
In Stock Ready for Use Send fe 


Get our 12 page Bulletin 







No. 9 showing all dimen- 
sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


a. iy 
We ValaLa tar 


A *, #, &, 


BRAD FOOTE GEAR WorRKS 
CICERO, ILL 
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Calvert Carey 


Yale & Towne 
| Elects Carey, Dunning 





Calvert Carey of Greenwich, Conn. 
recently was elected president of the 
| Yale & Towne Mfg. Co., and Fred 
| Dunning was named executive vice- 
president. 

Mr. Carey, fifth president of the 79 
year old company, succeeds the late 
W. Gibson Carey, Jr., his brother who 
died in a drowning accident in Florida 
last October 4. 
| The executive vice-presidency is a 
| new office, and Mr. Dunning will con- 
tinue to serve as secretary and treas- 
urer. Both Mr. Carey and Mr. Dun- 
ning have been directors of the 
company for some years. 














Fred Dunning 


| Black Mfg. Co. Appoints 
| Call As Representative 


J. W. Call has been appointed di- 
rect factory representative of the Black 
Mfg. Co., Baltimore, Maryland. Mr. 
Call will represent the company in 
Missouri, Kansas, Nebraska, and 
Southern Iowa. He will make his 
headquarters at Kansas City, Mo. 
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You have a fast clinching sales story . . . for 
every factory, builder, contractor, and lumber 
yard in your territory . . . in the new Atlas 10” 
Tilt/Arbor floor saw. It’s built with the pre- 
cision of metal-working tools for finest work- 
manship—has the ruggedness to stand up under 
the hardest service in manufacturing, shipping, 
maintenance — wherever a heavy-duty saw is 
needed. 

These are basic facts that mean fast, profitable 
sales for you: Large (27}” x 274”) precision- 
ground table has machined edges for extensions 
on either side—13}” working surface ahead of 





ATLAS PRESS COMPANY { 


— 








SELLING 
OF THE 


© Large table 
ot 134” wor 


e Cutting depth 


convenient 
e Ball Beariné 


e Sealed, PF 
permanent 


e Maximum 


e Mitre £44 
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e Safety £44 
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32 —height: 


th anti-kickback pawls. 
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TILT/ARBOR SAW 


Precision Built for Precision Workmanship 


the blade. New design gives maximum blade ri- 
gidity in any position—height and angle controls 
are easy-working. Saw arbor turns on precision 
ball bearings. 

Unique rip fence has two ball bearings on 
rear rail for fast, smooth positioning. It is self- 
squaring—locks securely at both ends for abso- 
lute rigidity—releases instantly for removal or 
positioning on either side of the blade. 

This new Atlas saw is really built for years of 
accurate, efficient production—and it’s priced for 
quick, easy sales. A limited number of franchises 
are open. Investigate by writing today. 





110 North Pitcher Street 
KALAMAZOO 13D, MICHIGAN 





ATLAS PRESS CO. 
a,ametOo, mcm 
ete 







































, the plastic division of Presstite Engineering Co., St. Louis, this 
and because com- 


Curtis Air Compressor is the sole source of air - 


pressed air is essential to all types of plastic extrusions, dependability 
is all-important. Operating continuously 24 hours a day, this Curtis 


Compressor has given “completely satisfactory service.” 


This is another example of a nationally known manufacturer rely- 
ing upon Curtis Compressors for a dependable, economical supply of 
air. Curtis features that contribute to their excellent record of per- 


formance, long life and low maintenance include: 


@ Timken Bearing Equipped 
e Automatic Electric Welded Tank 


mail today. 


@ Positive Unloaded Starting 
@ Precision Built Throughout 
@ Self Oiling 


Write for full information on Curtis Air Compressors from 4 h.p. 
to 50 h.p. for every industrial use. Simply fill in coupon below and 


s 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Louis 20, Missouri 





CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Louis 20, Missouri 


ee ee 
Z 
- 
3 
o 





F 577 


Please send me Form C-7 on Curtis Air Hoists, Air Cylinders and Curtis Air Compressors. 


G4 Years of Precision Manufacturing 
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Thomas G. Carey 


Thomas G, Carey 
Advanced By Weatherhead 


Thomas G. Carey has been ad- 
vanced to the position of purchasing 
agent of production parts and sub-con- 
tracting by The Weatherhead Co. of 
Cleveland, Ohio. 

Mr. Carey has been in the employ 
of the Weatherhead Co. for the past 
two years in its production section. 
Previously he held an administrative 
position with the Chicago Ordnance 
district of the War Department. 


Keystone Bolt & Nut 
In New N. Y. Location 


The Keystone Bolt & Nut Corp., 
has moved to a new iocation at 125 
Church St., New York 7, N. Y. 

The firm’s modern building includes 
many interesting features, such as air 
conditioning and air humidification, 
an automatic lift to carry material from 
one floor to another; overhead con- 
veyors for easier handling of heavy 
cases; open shutes to facilitate trans- 
port of material to its proper destina- 
tion and a loading platform con- 
structed within the building. 








“Close-up” inspection of products on - 
display counters at Kester Machinery Co., 
Winston-Salem, N. C., enables visitors to 
decide on purchases. 




































more and more 
in wrenches 
the name is 


BILLINGS 


“Dal, 


THE BILLINGS & SPENCER CO., HARTFORD |, CONNECTICUT, U. S. A. 
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Keep Your Truck Sales 


Swiftly on the Move 


with 


Bond Hand Trucks are the short 
You can rely on a Bond to deliver 
cut to speedy, easy sales. They as- 
sure an unimpeded flow of mate- 
rials to every point in your cus- 
tomers plants—keep costs low. 
the goods because Bond products 


BOND HI-BOY 
UTILITY 


TRUCK 
No. 5005 


You can pile your loads up to the top of the 
Bond Hi-Boy. Sturdy, light, easy to maneuver, it 
is particularly suitable for handling coses of 
beverages, cartons, cons ond similar articles. 
Plain beoring or roller bearing solid rubber 
cushion tread wheels. Plain bearing wheels have 
self-lubricating bushings. 









PAT. OFF. 





us. 


have been noted for sound engi- 
neering for more than half a cen- 
tury. When you recommend ma- 
terials handling equipment, it pays 
to look for the Bond trademark. If 
it’s a Bond, it’s an asset. 


BOND KEG & 
CASE TRUCKS 


No. 4691 
No. 4692 





No. 4691 is the truck with ao thousand uses. 
No. 4692 is equipped with specially designed 
wheel guords for handling bags. Both of these 
husky, top notch trucks ore made of 1" square 
high carbon steel tubing. Both are available 
with the following type wheels: plain or roller 
bearing semi-steel; plain or roller beoring 
vulcanized-on rubber. 


en 


BOND UNIVERSAL LIFT JACK 


The Jack that does 
the Job in a Jiffy 





You simplify handling of light and heavy loads 
with the Bond Universal Lift Jack. It is suitable 
for factory, foundry, terminal, loading dock, 
elevator or store. This jack is a cinch to operate. 
lt couples and uncouples quickly, turns rapidly. 
Handle adjusts to operator's height. In close 
quorters, the Bond Universal Lift Jack is con- 
veniently operated with handle in vertical 
position. You may store it upright in narrow 
creas. Sofe—it won't drop and hit floor or lie 
underfoot and cause accidents. 


Send for free folders describing in detail 
Bond Hand Trucks and Lift Jacks 


Bond Foundry & Machine Co:, Manheim, Pa. 
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Glenn Wilson, manager of the J. E. 
Haseltine & Co., Spokane branch, with 
C. C. Hetzler, inside salesman. 





100th Anniversary 
For Allis-Chalmers 


The Allis-Chalmers Mfg. Co. will 
complete this year a 100-year record of 
engineering and manufacturing that 
has a probably the most di- 
versified line of major industrial prod- 
ucts in the world. 

The firm was started in 1847 by 
Charles Decker and James Seville, two 
Ohioans, as a finisher of French burr 
mill stones to help equip the mills 
which were to make Milwaukee the 
upper Great Lakes’ leading wheat and 
flour market. Presently, Allis-Chal- 
mers represents an organization formed 
from 16 separate firms which supplies 
more than 1600 different products to 
industries throughout the world. 

A giant producer of power genera- 
tion, power distribution and power 
utilization equipment, the firm was 
conceived by Edward P. Allis, a na- 
tive of Cazenovia, N. Y., who with 
two other men, acquired Decker & 
Seville in 1861. It was Mr. Allis who 
established the company policy of 
diverse manufacture—adding new 
products and services to meet the 
changing requirements of a wide range 
of industries. 

Many “firsts” and worid records 
have been credited to the firm and its 
engineers throughout its long history, 
and today more than 30,000 employes 
in nine Allis-Chalmers plants are help- 
ing to meet the newest needs of indus- 
try and agriculture. 














4 


ce ey 
Potter Shaw, sales manager for Mau-Sher- 
wood Supply Co., Cleveland, has good 
news for John Williams, promotion direc- 
tor, and Howard Williams, vice-president. 









NOW... 
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lus- ushioned Power: Built-in steel cushions 
reduce noise and vibration—lessen strain 
e on moving parts — insure smoother operation 
om and longer life. 
Streamlined Action: Longer, feather-touch 
motor bars and compact 10-key keyboard 
eliminate finger groping, speed every opera- 
tion. Completely electrified. 
Free Booklet: Write today for ‘Ripples of 
Sound,” Remington Rand, Dept. MS-1, 315 
Fourth Avenue, New York 10, N. Y. 
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pec the new Reminglon RANA o10.111- adding machine 
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DARNELL 


CASTERS & WHEELS 


The rapidly-widening use of Darnell 
Products in business and industry 
proves that lasting satisfaction de- 


pends on QUALITY, and true 
ECONOMY rests on performance. 


DARNELL CORP. LTD. 60 WALKER ST., NEW YORK 13. NY. 
LONG BEACH 4, CALIFORNIA 36 N. CLINTON, CHICAGO 6, ILL. 


A SAVING AT 
EVERY TURN 
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Frank Johnson, assistant purchasing 
agent, and Louis Kunze, who travels 
south Alabama for the Columbus Iron 
Works, Ga., inspect a valve before 
making shipment. 





Cooper Alloy Celebrates 
25th Anniversary 


Something unique in the way of 
anniversary celebrations has been in- 
troduced by The Cooper Alloy Foun- 
dry Co., of Hillside, N. J., on the occa- 
sion of its 25th year as a fabricator 
of stainless steel castings. The com- 
pany has issue to all its distributors. 
and customers a handsome, illustrated 
book, “A Quarter Century of Pioneer- 
ing In Stainless Steel Castings”, which 
details the story of its work with cor- 
rosion and heat resisting alloys since 
1922. 

The book explains, with lively pho- 
tographs, how its castings are made, 
from drawing-board design to final fin- 
ishing; its test methods and its re- 
search. Another section shows the 
castings at work in various industries. 
and in the home. A final section in- 
cludes analyses, characteristics and ap- 
plications of Cooper standard alloys. 








S. C. McCreary, secretary, checks some 
stock at the Knoxville Belting & Sup- 
ply Co., Knoxville, Tenn. 
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Millions of dollars’ worth of industrial equipment 
and supplies still remain in War Assets inventories 
of surplus war material. Some of the equipment 
is unused; some of it is used. All of it is for sale 
at extremely attractive prices. 


Are you considering the purchase of additional 
equipment for your plant? Before you place an 
order, check with the nearest WAA Customer 
Service Center for listings of current offerings. 
Among these you are likely to find exactly the 
item you want, et a price that will save you a 
substantial amount of money. 


Our inventory includes: Industrial Furnaces & Ovens - 
Centrifugals & Separators » Welding Equipment (Arc, Re- 
sistance & Gas) + Conveyors (All types) + Industrial Trucks 
(Hand & Power) «+ Air Purification Equipment + Water 
Purification Equipment + Paint Spray Equipment + Hoists 
(Chain & Electric) + Whirley Gantry Cranes + Foundry 
Equipment + Electric Generator Sets (Gasoline-Engine 
Driven) + Motor Starting & Control Equipment «+ Industrial 
Fans + Steam Specialties + Indicating & Control Instruments 
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Offices located at: Atlanta - Birmingham + Boston + Charlotte - Chicago 
Cincinnati + Cleveland - Denver - Detroit - Grand Prairie, Tex. - Helena + Houston 

Jacksonville - Kansas City, Mo. + Little Rock + Los Angeles - Louisville - Minneapolis 
Nasnville + New Orleans - New York - Omaha « Philadelpnia - Portianc, Ore. « Richmond 
Salt Lake City + St. Lowis + San Antonio + San Francisco + Seattle - Spokane + Tulsa 


Customer Service Centers in these and many other cities 




























Here’s a big, profitable 
market for you! 


Stainless Steel 


MACHINE SCREWS 
and Hexagon Nuts 


Manufacturing facilities on 
premises assure you of 
prompt delivery ... 


In scores of industries, old and 
new, the demand for stainless 
steel fasteners is increasing 
every day. Profit from this large 
and growing market by selling 
the Allmetal line. We carry the 
largest stock in the country of 
stainless fasteners and can as- 
sure you of prompt delivery. 
To make your selling job 
easier, Allmetal stainless fast- 
eners are nationally advertised 
in leading industrial publica- 
tions and directories. Write to- 
day for our free 83-page catalog. 


Mationally Advertised! 
Purchasing 
Electronics 
Electrical Manufacturing 
Product Engineering 

Chemical Engineering 

Industrial Equip. News 

New Equip. Digest 


Largest, most complete stock 
in the nation... 
SEND FOR FREE CATALOG 


ALLMETAL 


SCREW PRODUCTS CO., INC. 
33 Greene St., New York 13 


vilger 


At The Central States Meeting 


PULVER MACHINISTS SUPPLY was well represented by the four partners, Harry 
Pulver, Sanford Berg, Fred Pulver and A. M. Berg. 


LOOKS LIKE they're breaking into song. They are C. O. Hedner (Yale & Towne); 
A. A. Beaufils, H. Channon Co.; W. G. Ritzenthaler, Great Lakes Supply; and F. A. 
Dewey, (Yale & Towne). 


WHEN FOUR MANUFACTURERS get together what do they talk about? You'll 
have to ask Albright Bray (Armstrong-Bray), D. A. Hutchison (Sterling Tool Prod- 
ucts), Frank Green (Delta File Works) or Jack Proven (Sterling Tool Products). 
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ALL SMILES for the cameraman were 
Jim Tate (Dumore Co.) and Ed Stvan, 
Strong, Carlisle & Hammond. 


Standard Quality 
3 é makes them a 
REPRESENTING the National As- ; 
sociation were Harry Rinehart, secre- ; Quality Standard 
tary, and Marsena Butts of Butts & 
Ordway, Cambridge, president. 
On Nearby Shelves 
of Industrial Supply 


Distributors. 


BAY STATE TAP & DIE COMPANY 


MANSFIELD, MASSACHUSETTS 


VASE 


WAITING FOR a friend to come by T & D i E y 
are J. B. Larimee, (Worthington Pump é 


& Machinery) and George Needham, 
Biggs Pump & Supply. 
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At The Central States Meeting 


Time costs money! 


Wages are high! So production time 


costs more than it has in generations. | “HOW ARE THINGS in Canada?’ Al Tucker (Henry G. Thompson & Son) asks 
Victor Vallance of Vallance, Brown Co., Ltd. 


In these two sentences is the key to 
selling ‘Budgit’ Hoists. For with the 
higher price of time the greater sav- 
ings pay for the ‘Budgit’ so much 


quicker. 


Dramatize the time and money saving 
angle of the little yellow hoist. No 
installation cost! Trifling current con- 
sumption! Mechanical sturdiness and 
design that means the minimum of 


trouble and maintenance costs! 


Emphasize the fact that workers like 
them because they make the job so 
much easier and with minds free from ' . 
“WELL, IT WAS THIS WAY,” John Day, Jr., Day Rubber & Supply, is telling 
risk of rupture, sprains and over- A. S. Jorgenson (A. Schrader’s Son). 

fatigue, they produce much more at 


less cost. 


For these are the truths that are sell- 
ing ‘Budgit’ Hoists and will sell them 


for you. 


How many copies of Bul- 
letin 371 have you? 
Check now! If you need 
more, write for them. 


ivi BUDGIT 


Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Sulidors of ‘Show-Sow’ Cranes, “Budgit’ and | “HERE’S TO YOU,” this trio was telling the photographer. They are R. D. McGee, 


"Load Lifter’ Hoists and other lifti ialties. 
Makers of Sahara Goune,, Moncoct Volvos. Schlafer Supply Co.; L. E. Weeks (Yale & Townc) and V. M. Rcid, Great Lakes 


Consolidated Safety and Relief Valves and 
‘American’ industria] instruments. 


Supply. 





ec, 













In Chicago 





HERE’S THE LONG and short of it 
from Corbin Screw Division: J. G. 
Pacan and ‘T. A. Delihart. 






ave “ =e * 


— Bo a Ae & 
RESPONSIBILITY FOR the pes 
rested with S. H. Clark, Samuel Harris 


Co., and his program committee. 





THE MANUFACTURER'S viewpoint 
of product evaluation was given ex- 
temporaneously, by H. O. McCully 
(Russell, Burdsall & Ward). 
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~ COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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——HOW TO—— 
get more work done 
in less time 











@ Here’s a new guidebook that shows how 
you can stretch your day—get more work 
done and have more time to relax. It’s 
a book of tested techniques—methods used | 





| 


by famous men to conquer hindrances that | 


blocked their way—the same hindrances 
that may be slowing your own advance- 
ment. 


YOU can easily do more with 
these techniques 


In this concise volume Dr. Laird has carefully 
sifted the lives of over 300 top men and women 
in business, government, and science, and thrown 
a spotlight on the productive habits which enabled 
them—and will enable you--to make, the most of 
time and talents. 


Just out! $3.00 





























By Dr. Donald Laird and Eleanor Laird 
whose tested advice has helped 
thousands move ahead ~ 
This is a carefully go hard-hitting book. 
It shows you how Cyrus McCormick tackled a 
job—how Voltaire ande profitable use of spare 
time—how Goodyear evaluated tasks—how Morse, 


Franklin, and ethers chose reading that helped 
them get things done. 


A few of the 21 Hundreds of intimate 





inspiring sketches offer you 

chapters: the key to greater 
oo grotanae are accomplishment 
Detours th that misiay 


initi qhie rad can be youre. 
H = end for a copy o is 
ow te oO om powerful book today on 
How te make yourself soos . and yt 4 
yourse! ow it can help 
——- trifles} you get started faster — 


Working for quality and get more done. 

The best place to 

Getting 2 visorw| SEE THIS BOOK 
sta: 

Take on more work 10 DAYS FREE 
Send no money—Just mail coupon 























Setran. Hill a Co., Inc., 
ay . 42nd Si., NYC 18 

me Laird’s MINE TECHNIQUE OF GETTING 
THinGs DONE for 10 days’ examination on approval. 
In 10 dass I will remit Pee Oe Se oe or 
return the bock postpaid. (Postage paid on cash orders.) 


PUTECTOTIOT TCT e Terre err eeree rrr ir er 
PTT TTT TELL T TTT EL 
PPeeeTETeECTeereererrrrrrerrr ites ress) 

TEST T ITIL TEE 


TESTTETI LITE Eee 


(For a og pr'ce, write metres: Hill Co sd omata 
d., 12 Richmond Street E., Toronte |.) 
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Every Metal Working Plant 
a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 
- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


METAL "| Wah Se 









Write for 
Dealer Discounts 


Manufactured by 
MACHINE 
TOOL DIVISION 
uenioumen TANK 


& SILO COMPANY, 
Kalamazoo, Michigan 











Important 
news to 


DISTRIBUTORS 


HEXACON pttoding Sens irons 
are a profitable line 

distributor, dealer and user i 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 


‘quarter of a million key 
men in 
month. 


4. _HEXACON ELECTRIC CO. 
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Bill Burleson and Vaughn Snow of 
C. M. McClung & Co., Inc., Knox- 
ville, Tenn., compares the work values 
of different sizes of pulleys. 





“Open House” 
At National Twist Drill 


The National ‘I'wist Drill & ‘Tool 
Co. of Rochester, Mich., recently wel- 
comed upward of 2,000 of their local 
townspeople and members of their em- 
ployes’ families to a two-day “Open 
House”, to mark the house-warming 
of the company’s new $7,000,000 
plant in Rochester. In celebration of 
the event, the firm issued a handsome 
10-page brochure, complete with a 
knotted ribbon from which hung one 
of the company’s twist drills—some- 
thing really new in souvenirs. 

The brochure traced the history of 
the company since its modest begin- 
nings in Detroit in 1903, at a time 
when American industry was just en- 
tering the era of mass production and 
phenomenal growth. It was mass pro- 
duction methods, in fact, that 
prompted the formation of the com- 
pany. 

Throughout the little booklet, by 
pictures of the time and by, text, the 
growth of the company to its present 
up-to-date manufacturing facilities in 
Rochester, is interestingly set forth, 
together with the background of the 
company’s acquisition of the Winter 
Brothers Company. 
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Robert S. Bick, Pacific Northwest rep- 
resentative for the Lubriplate Division 
of Fiske Brothers Refining Co. of 
Newark, N. J., stands before the win- 
dow display he devised for Fleck Bros. 















| 





Ltd. of Vancouver, B. C., Canada. 

















































: aiting for 
' VOLUME business W = 
bese oe distributors in selling OTC Orig! 


progressl¥ ‘ z manufacturers 
spelen ee diesel engines, Power plans 


of machine tools, vent, refrigeration plants, 
’ 











airplanes, 

Also there's a BIG + ills, factories, 

in every maintenance field—in flit plants, 

° oe ad shops, shipyards, mines rn SYSTEM 

railro for the OTC PULLI ' ce 
etc. The uses ; reduces maintenan 

oduction ma- 


costs, cuts “4e damage to expensive 
: avoids damag : 

chinery eel —in removing and — 

machine parts shafts an 


gs, whee s, pulleys, 


gears, bearin d hard-to-reach parts. 


other tight fitting on 


oTc National Adve 
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customers and prospects 
to LOOK for this sign 
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Minn. 
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@ MACHINISTS BENCH 

@ COMBINATION PIPE 

@ SHEET METAL WORKERS 
@ WOODWORKING 








MORGAN VISE CO. | 


@ QUICK ACTION 
@ SOLID NUT CONTINUOUS 


SCREW 


* Immediate Deliveries—we urge users to buy through their local distributor, 







































TOOLS YOU CAN'T BEAT 


Made of the finest steel obtainable . . . electrically tempered and 
diamond point tested for hardness. Dasco Tools are beautifully 
finished and individually numbered for identification. 


SOLD BY LEADING JOBBERS 


DASCO 


forged rasa Fo0ks 
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DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILL 
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For 
PACKING 
atthe 
BACKING 
See 


mer 


Waen your customers ask for 
Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assestos, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Linear welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and knowl- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


l 


—_____/ 




















J. A. Logan 


C. J. Hendry Co. 
Advances J. A. Logan 


J. A. Logan has been made manager 
of the San Pedro, Calif., branch of 
C. J. Henry Co., whose home offices 
are in San Francisco. Mr. Logan is ex- 
perienced in every phase of the busi- 
ness, having had 26 years of service 
with the company. 

C. J. Hendry Co. handles marine 
and industrial supplies, the latter ac- 
counting for 50 percent of its business. 


E. F. Harding Named 


Corbin Sales Manager 


Emmet F. Harding has been ap- 
ointed general sales manager of Cor- 
in Screw division, The American 
Hardware Corp., New Britain, Conn. 


He succeeds Elliott C. Paddock, who | 











has resigned. Before being advanced to | 
his present position, Mr. Harding was | 


assistant general sales manager. 


He was graduated from the Uni- | 


versity of California in 1921, and 


started his hardware career with Henry | 
Disston & Sons, Inc., as a junior sales | 
man; was advanced to senior sales- | 
man; and remained with Disston un- | 


til 1938. In that year he became affili- 
ated with John H. Graham & Co. as 


Pacific Coast representative and re- | 
mained in that capacity until 1943. | 


He returned to Disston in ’43 as assist- 
ant to manager of sales of the hard- 
ware division. On June 1, 1944, he 
became assistant general sales man- 
ager, Corbin Screw division. 


American Pulley Co. 
Advances Weishaar 


G. P. Weishaar, formerly district 
manager for the American Pulley Co. 
in their Los Angeles-San Francisco ter- 
ritory, has been appointed manager of 
the Power-Transmission division in 
the home office at Philadelphia. 

He replaces George F. Dawson, who 
resigned. 











OVER 800 DIFFERENT TYPES — SIZES 





PUTNAM 
“K-Fpeed 
END MILLS are 


GEM 
—_— 


IRST, they are quality end mills, everywhere recog- 
r nized as the world’s finest end mills. Next, the Putnam 
line offers the largest and most complete end mill line com- 
prising all types and sizes of standard end mills for your 
customers’ requirements. 


Completeness of factory stocks is constantly maintained to 
keep your end mill inventory complete at all times. This 
enables you to make immediate delivery to your cus- 
tomers of any Putnam End Mills they need quickly. 
Putnam’s aggressive advertising program in scheduled lead- 
ing trade publications tells the story of Putnam End Mill 
quality and directs customers to you. 


These are some of the reasons why Putnam is the easiest 
selling end mill line—a line that offers Putnam Distribu- 
tors opportunity for increased end mill sales volume and 
substantial year-in, year-out profits. Write us for full details. 


Fe. = 2 ae 


298 CHARLEVOIX AVENUE ° ODeTROIT 7 MICHIGAN 
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Rod Cutting 


at High Speed 
with the New 


DI-ACRO ROD PARTER 


This newest member of the DI-ACRO “DIE-LESS 
DUPLICATING” family of Machines brings you accur- 
acy, speed, capacity range and ease of operation fully up to 





“PARTS OFF’ 














MANY the standards of DI-ACRO Benders, Brakes, Shears. 
MATERIALS Do you require precision? —The DI-ACRO Rod Parter holds 
All hot and cold tolerance to .001” on duplicated cuts. The ends are square, 
rolled rods and roundness is maintained. 


Stainless steel 
Chrome Molyb- 
denum 
Aluminum Brass 
Copper Bi-metals 
Many types of 


Do you want speed?—The Rod Parter exceeds output of | 
other methods with equal accuracy, on rods and bars up | 
to 54”. Torrington Roller Bearings incorporated in ai 
exclusive multiple leverage arrangement provide remark- | 
able ease of operation in both heavy and light materials. | 


plastics GET '"DIE-LESS DUPLICATING" CATALOG!| 
Fibre Rubber Shows parts produced without die expense by DI-ACRO 
Wood Benders, Brakes, Shears, Rod Parters, Notchers, 






Punches. Send for your free copy. 
Pronounced ‘'DIE-ACK-RO" 








& 
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SULFLO’S 8 quality champions are best-sellers wherever they're displayed. And once 
your customer buys SULFLO, repeat sales are automatic! SULFLO points the road to 
FAST, EASY, STEADY PROFITS! 


Complete Trade Loyalty — NEVER Sold DIRECT * Sold Only To The Trade 


*SULFLO LINE 
MEANS 
FINER PRODUCTS 


ALL-PURPOSE — Cutting compound in handy applicator can. Use for all cutting 
operations. 

#1 — For hand cutting, threading and tapping. Gives clean, smooth threads. 
Saves taps and dies. 

#2 & MACHINE-KUT — For all machine cutting. Increases production and 
speed and saves tools. 

LAYOUT LIQUID — In handy applicator can. Makes easily legible layouts with 
less eye strain and fewer errors. 

PENETRATING OIL — Quickest action — biggest time saver. 

SOLDER LIQUID & PASTE — Fast-acting flux. 

PIPE JOINT COMPOUND — Regular for water, steam, etc. Oil insoluble for 
oil lines, etc. 

FUEL OIL TREATMENT — Absorbs water, prevents sludge. Reduces carbon. 
Gives better combustion. 





il 


SULFLO, INC. 


PHILADELPHIA 

















CHAIN HOISTS 


...@ line featured by 
Leading Distributors 


SPUR GEAR TYPE 


These safe, economical, efficient hoists offer 
exclusive sales features which can be capi- 
talized on. Furthermore they can be depended 
cn to meet all hoisting needs from % to 
20 tons. 


Features: Malleable iron: load sheave 
mounted on ‘limken roller bearings for 
smovth, easy running and effecting 15 to 
30% saving in operating cost; hollow load 
sheave shaft is bronze bushed, solid one- 
— driving pinion shaft drop forged steel, 
eat treated and ground; all bearings com- 
pletely enclosed. 


LOW HEADROOM CHAIN HOIST 


Made in capacities from 1 to 10 tons inclu- 
sive. Offer same high on exclusive fea- 
tures found in all Philadelphia Timken 
equipped Spur Gear Hoists and Trolleys. 
Specially designed for use where headroom 
is limited, 

headroom n 
Distributors can depend on "'Philadelpbia’’ 

for service and cooperation. 


coqeens only about one-fourth 
for standard hoists. 


Write for 


18- page Catalog 
4-A covering the 
complete ‘‘Phila- 
delphia’”’ line of 
Trolley, Screw and 
Differential Hoists. 
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PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 


MASCHER & NORRIS STS., 
PHILADELPHIA 22, PA. 




















Hardware Association 
Elects Officers 


Officers of the National Wholesale 
Hardware Association were elected re- 
cently at the organization’s convention 
in Atlantic City. ‘The new president is 
Henry J. Allison, of Allison-Erwin Co, 

Other officers voted by the member- 
ship include: Vice-Presidents, John H. 
Mize of Blish, Mize & Silliman Hard- 
ware Co.; W. P. ‘Tracy of the ‘T'racy- 
Wells Co.; and John P. Speck of 
Tiffin Art Metal Co. George A. Fern- 
ley was named managing director and 
Thomas A. Fernley, Jr., executive sec- 
retary. 

Advisory board members will in- 
clude: F. A. Heitmann of F. W. Heit- 
mann Co.; C, J. Whipple, of Hibbard, 
Spencer, Bartlett & Co.; L. M. Strat- 
ton, Sr., of Stratton Warren Hard- 
ware Co.; Shannon Crandall, Califor- 
nia Hardware Co.; Mark Lyons, of 
McGowin-Lyons Hardware & Supply 
Co.; Glenn E. Jennings of Wright & 
Wilhelmy Co.; and Edward F. Pritz- 
laff of John Pritzlaff Hardware Co. 

The executive committee elected 
for the 1948 period includes E. H. 
McGinnis of Union Hardware & 
Metal Co.; Edmund Orgill, Orgill 
Bros. & Co.; and Charles E, Maloy, 
Jr., The H. C. Prutzman Co., Inc. 


Republic Supply Co. 
Expands at Fresno 


The Republic Supply Co., pri- 
marily a distributor of oil well sup- 
plies, caters principally to the general 
industrial supply trade in its I’resno, 
Calif. branch. 

Fresno is a hundred miles north of 
Bakersficld, which is located in the 
heart of the great oil-producing re- 
gion of the South Central Valley of 
California. In the South, of course, oil 
represents the major industrial activ- 
ity. Approaching Fresno, however, 
the oil wells are left behind and one 
is in the midst of agricultural cultiva- 
tion and fruit-growing. Here, in 


Fresno, Republic seeks out this class 
of industrial trade, the company’s con- 
tacts with the oil industry being con- 





You can't miss the city counter at Republic 
Supply. It’s at right angles to the large 
entrance area. 








Weinberg & McKee 


ABRASIVE MACHINE & SUPPLY COMPANY 
Newark, New jones, 
CRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 
ALLEN SUPPLY Gears 
Cedar R wi 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los Angeles, Stuns 
ANCHOR RUBBER COMP. 
on, Ohio 
THE BALBACH COMPANY 
Omaha, Nebraska 
BALDWIN SUPPLY COMPANY 
Charleston, West Virginia 
BARRETT-CHRISTIE COMPANY 


Chicago, Illinois 
BARRETT HA — COMPANY 
whim Illin: 
LTER R. ‘CARR COMPANY 
by Franc'sco, California 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indiana 
CHICAGO PULLEY & SHAFTING COMPANY 
Chicago, Illinois 
CLARK HARDWARE ~ tail 
Jamestown, New Yor! 
CLEVELAND TOOL & SUPPLY COMPANY 
Cleveland, Ohio 
COGGINS & OWENS COMPANY 
Baltimore, Maryland 
HARDWARE COMPANY 
North Tonawanda, New York 
CROSBIE COMPANY 
Washington, D. C. 
R. C. DUNCAN COMPANY 
Minneapolis, Minnesota 
ELLFELDT MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH ——, 
Kansas City, Misso 
FUCHS MACHINERY rs SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER COMPANY 
Salt Lake City, Utah 
GENERAL MACHINERY COMPANY 
Pittsburgh, Kansas 
aon MACHINERY & SUPPLY COMPANY 
Des Mo'nes, lowa 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
HARPER FOUNDRY & MACHINE COMPANY 
Jackson, Mississippi 
HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 
HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
SAMUEL HARRIS COMPANY 
Chicago, Illinois 
HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 
HARTFIELD-HEALY COMPANY 
Buffalo, New York 
HAVEN SAW & TOOL COMPANY 
Oakland, California 
HAYS SUPPLY COMPANY 
Memphis, Tennessee 
HOUSCH INDUSTRIAL SUPPLY COMPANY 
Hammond, Indiana 
INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 
INDUSTRIAL SUPPLY COMPANY 
Salt Lake City, Utah 
IOWA MACHINERY SUPPLY COMPANY 
Des Moines, lowa 


ecticut 
MACHINERY & — COMPANY 
Kansas City, Misso 
ay ag Saas & ¢ SUPPLY COMPANY 


MACHINISTS ‘TOOL & SUPPLY COMPANY 
Los Angeles, California 

MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, M:chigan 





Compiled Catalogs 


MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, California 

McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 

McJUNKIN SUPPLY ta = aa 
Charleston, West V: 
CHANICAL SUPPL! COMPANY 
Cincinnati, Ohio 

METROPOLITAN ‘SUPPLY CORP. 
ra cage, California 
. MEYER & BROS. COMPANY 
. Ill no's 

MEYER SUPPLY COMPANY 
Chicago, Illino's 

MID-STATES INDUSTRIAL CORPORATION 
Roc eae ae 

ar “4 to Sr COMPANY 


ts, MMissoer 
Mize TSUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 
R. C. NEAL CO., INC. 
Buffalo, New York 
NEAL & BRINKER COMPANY 
New York City, New York 
Ws S. NOTT mg peed 


OLIVER ADRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakland & San Franc’sco, Calif. 

PATRON TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN =, COMPANY 
Ch'cago, Ill no 

PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New Jers 

PHILLIPS & EASTON SUPPLY COMPANY 
W chita, Kansas 

PRODUCTION Le & SUPPLY COMPANY 
St. Louis, M'ssouv 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY MILAM, INC. 
Miami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

STACY SUPPLY COMPANY 
Spr'ngfield, Massachusetts 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Ind’ana 

STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 

STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 

STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 

STAR MACHINERY COMPANY 
Seattle, Washington 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

COMP 





WM. H. TAYLOR COMPANY 
Allentown, Pennsylvan‘a 

TAYLOR SUPPLY COMPANY 
Baltimore, Maryland 

TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 

GEO. 8S. THOMPSON, INC. 
El Paso, Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit, Michigan 

TRACY, ROBINSON 6& WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 

WARNER HARDWARE COMPANY 


J. M. WARREN & COMPANY 
Troy, New York 





Detroit, Michigan 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelph a, Pennsylvania 

ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MCREE, Ie 





&'' W. VAN BUREN ST. 


CHICAGO 7, ILL. 
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“the Outstanding Basic 


improvement in FLEXIBLE SHAFT 
Machinery in 25 Years” 


UT MALO 


FOR MORE TOOL MILEAGE 












The NEW Strand Rotoflex 4-speed gear drive Flexible Shaft 
Machine (shown upper right) is another step forward in 
Strand quality precision tools for faster, easier, more eco- 
nomical production work. The Rotoflex 4-speed gear drive 
employs a patented, new type of quick change gear drive 
utilizing 4 positive speeds by a unique and easy method of 
instantly changing from one speed to another. Rotoflex ma- 
chines are powered with totally enclosed ball-bearing motors 
having speeds from 850 to 9000 R.P.M., depending on motor. 


Standard type Strand machines, (lower right) -give portable 
rotary power at constant speeds with dependable results in 
all grinding, buffing, drilling, wire brushing and rotary filing 
operations. Hundreds of types and models from % to 3 H.P. 
available with suitable attachments for your specific re- 
quirements. 


Distributors in all principal cities 
Ask for Bulletin No. 43 and Catalog No. 30 


N. A. STRAND & CO. 


5014 NO. WOLCOTT AVE. 
*<0 CHICAGO 60). 111. 


DIENER 
FIRE PREVENTION 


EQUIPMENT 
Keep Fire Hazards 
at a minimum 




















PROTECTION : 
SCAN Spot the proper piece of 
DIENER equipment for 

those potential fire haz- 

yk Daag ards in schools, ware- 
CAN houses, industrial plants, 


and public buildings of all 
kinds. Fires start from a 
sometimes trivial cause 
but the results are gen- 
erally most devastating 
and costly. DIENER Fire 
Prevention Equipment for 
indoors and outdoors—in 
heated and unheated 
buildings—will give your 
customers proper and 
adequate protection at 
FOAM TYPE minimum cost. Get all de- 
ExTINGUIsHER tails now. 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. Chicago 24, Ill. 


BED 
UTIC 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4. NEW YORK 
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The warehouse at Republic Supply has 
that roomy look. Behind it is the office 
area and the front counter. 


fined, in the main, to supplies for cer- 
tain refining operations. 

The firm's new building is less than 
a year old. Ralph Abbott is the district 
manager and Fred Lettice, store man- 
ager, and the good sized organization 
they head is steadily growing. Lew 
Lasley and Gordon Price are outside 
salesmen ,and four men are required in- 
side on the counter and in the store. 
They include: August Manuel, Charles 
Pence, Milton Brown and Craig Gil- 
lette. 


Federated Metals 
Receives License 


Federated Metals division, American 
Smelting & Refining Co., has been 
licensed to manufacture and sell Olym- 
pic Bronze ingot, a silicon bronze alloy, 
the rights to which are owned by the 
Chase Brass & Copper Co. [Federated 
will market the product to foundries 
through its regular sales channels, 
while Chase Brass & Copper Co. will 
continue to produce wrought and ex- 
truded forms of the alloy. 

Olympic Bronze is a silicon bronze 
alloy with high corrosion resistance 
strength and the ability to produce 
castings with sharp detail. It is often 
selected because of the tin saving it 
permits. The alloy finds extensive ap- 
plication in parts that must withstand 
corrosive attack, such as valve parts, 
chain links, marine hardware and pulp 
machinery. 








Jack Tague, Gicrston Tool Co., Buf- 
falo, N. Y., arrives at the office after a 
successful trip. 





wih DARTS 
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Their two bronze seats, ground to a 


true ball joint, mean longer service 





Dart Unions are different. Their tightness is not derived from 
an ordinary “jammed” joint, but from two bronze seats ground 
to a true ball joint. They close drop-tight without excessive 
wrench pressure and open just as easily. What's more, they 
can be used over and over again in different locations. Both 
the body and nut are made of high-test, air refined malleable 
iron and are practically indestructible. 


" 


tg NN 


Sell Darts for steadier profits and 
greater customer satisfaction. 


E. M. DART MFG. CO. 


Providence 5, Rhode Island 
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PYREX GAUGE GLASSES 





0 


/ 30,000 Dozens 


Pa 


“SWIFT 


N Nation-wide 


A complete stock for immedi- 
ate delivery of CORNING 
STANDARD. PYREX HIGH 
PRESSURE. PYREX RED LINE 
and PYREX BROAD RED 
LINE GAUGE GLASSES 


Machine facilities available 
for special lengths. Also Glass 
Cylinders: Oil Cup Glasses 
Lubricator Glasses. etc 


Write, wire, or phone. 


Lubricator Co., Inc. 
330 JAMES BLOG 


EEMIR A .- ae. YN: 


STREAMLINE 


service 


HIGH QUALITY dpecially dleel wired 


GSAAL NEAREST OFFICE FOR WAREHOUSE STOCK 
Main Office and Plant 


53 Wiser Ave. 
Phone: 6-830! 


WORCESTER, Mass. 
Teletype No. WO-89 


Branch Offices 


122 East 42nd St. NEW YORK 17 
Phone: MUrray Hill 4-7630 
Teletype No. NY 1-2171 


1107 Broad St. PHILADELPHIA 3 
Station Building Phone: Locust 7-6710 
Teletype No. PH 495 


560 Hogue Ave. 
Phone: Hemlock 4174 


CLEVELAND 14 
Teletype No. CV 351 


AKRON* 


Union Commerce Bldg. 
Phone: Main 6560 


JOHNSON 


AND WIRE COMPANY, 
WORCESTER 1, 


STEEL 


720 Fisher Bidg. DETROIT 2 
Phone: Madison 0879 Teletype No. DE 323 


1500 Southwestern Ave. CHICAGO 
Phone: Haymarket 0507 
11641 Mona Bivd. LOS ANGELES* 
Phone: Kimball 2959 


Cancdian Representative 
W. Bohne Co. Ltd. 


1149 Queen St., West TORONTO 3 


*Branch Plant 


INC 
MASS. 


NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO LOS ANGELES 
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HELP YOUR CUSTOMERS | 
ELIMINATE 


ChenctP | | 
Sas | 


Drills won’t slip in this 
chuck because the harder the 
work the tighter the chuck 
grabs the drill—chewed-up 
shanks are eliminated, drill 
costs reduced. Sizes up to 4" 
can be adapted to most any 
drilling operation. 


Write today for complete details 


ao Pam & 3 i lo 
ABERDEEN, SO. DAK. 


K. O. Lee Compan 

1130 First Ave. S. E., Aberdeen, So. Dak. 
Please send us the illustrated bulletin 

describing “‘K-O” Keyless Drill Chucks. 


rs 
Name & 
Address g 


a o 
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There’s every good reason for the smiles 
on the faces of L. C. Harris, shipping 
clerk, and H. J. Wall, checking supplies, | 
at Hall & Co. They are part owners of 
their company. 


Employee Stockholders 
Pay Dividends 


Employee stock ownership has paid 
off in expanding business and rapid 
growth of Hall & Co., Inc., Spartan- 
burg, S. C., since the plan was put into 


practice three years ago. At present | 
more than $175,000 has been paid in. | 


The stock is held by some 200 people, 
including half of the employees in the 
organization. 

When F.N. Hall organized and in- 
corporated the company, January 23, 
1945, with an authorized capital stock 


of $200,000, it was his philosophy | 


that the firm should be a “we, us, and 
ours” company. It’s worked out better 
than even Mr. Hall anticipated. Em- 
ployee stock ownership has paid off 
with profits to all. Knowing they work 


for themselves, employees are con- | 


stantly pushing sales. ‘They're en- 
thusiastic about their work. ‘There’s a 
natural drive in the sales organization. 
There are willing hands always ready 
to assist in every department. 

The growth in sales and inventory 
has induced more employees to invest 
their savings in their own company. 
“It isn’t uncommon for employees to 
purchase stock in five share fats,” says 
Mr. Hall “and the value of the stock 
has now climbed to $130 a share. It 
has paid 6 percent interest, with some 


= held in surplus account for | 


| TOOLS FOR CRAFTSMEN 


usiness expansion.” 


Simplified Practice 
For Files and Rasps 


A revision of the Simplified Practice 
Recommendation for Files and Rasps 
(American Pattern, and Straight and 
Curved-Tooth Milled Files), has been 
approved for promulgation and is now 
available in printed form, according 
to an announcement of the National 
Bureau of Standards. It is identified 
as R6-47 and printed copies may be 
obtained from the Superintendent of | 











In reporting on its experience with 
the GREENLEE Hydraulic Bender, 
Conlon Electric Corp., Brooklyn, 
N.Y., says this: 

‘The GREENLEE is very good, fast, 
and efficient. Through its use,a savings 
of 30% in labor hours is realized. In 
addition, the GREENLEE brings about 
a 30% savings on fittings and manu- 
factured bends.” 


Savings like these in labor and 
materials are extremely important to 
industry today. Tell your customers 
how they, too, can do more jobs... 








“GOOD, FAST, 
EFFICIENT... 
TAKES ONE 
THIRD LESS 
LABOR” 


GREENLEE HYDRAULIC BENDER 


faster and better... 
GREENLEE. 

For, even a beginner with a 
GREENLEE can in just a few minutes 
produce smooth, precise bends in 
pipe up to 4%", rigid and shin-wall 
conduit, tubing, bus-bars. The 
GREENLEE is hydraulic . . . one-man- 
operated, compact, portable, easy to 
set up and operate. Get complete 
sales facts today. Write - 


Greenlee Tool Co., Divi- a es 


sion of Greenlee Bros. \ oe 


by using a 


& Co., 1921 Herbert 
Avenue, Rockford, III. 


GREENLEE 





YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 


Pipe Pushers * Knockout Punches and Cutters 


Steel and Copper Tube Benders * Hydraulic 


¢ Radio Chassis Punches «+ Joist Borers 


| Cable Pullers «+ Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive 


Bits « Bit Extensions * Draw Knives 
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Chisels and Gouges * And Many More 
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FOR FAST GRINDING, POLISHING, 
SHAPING, DEBURRING, CHAMFER- 
ING, SQUARING, CONTOURING, 
etc., ON ALL METALS, PLASTICS, 
CERAMICS, WOOD, BONE, RUBBER, 
GLASS AND OTHER MATERIALS. 






Model 50-D 
Combination 








The HAMMOND 50's are available in 
many combinations in bench, floor and 
with self-contained dust collector. All 
employ cool, fast cutting, abrasive belts 
and can be used for Flexible Belt, 
Platen, Contour and Contact Wheel 
Grinding and Polishing. 


WRITE FOR BULLETIN No. 319. 











1610 DOUGLAS AVE. @ KALAMAZOO, MICH. 





A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 


BBB Coil Chain 
Sling Chains and 
Log Chains .. 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN CO. 
1819 NO. BELMONT AVE. CHICAGO 13. TLL. 








SOLD ONLY THROUGH 
DISTRIBUTORS 








THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. “ Cleveland 4, Ohio 


Proof Coil Chain 








the Worlds Largest Mahers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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Documents, Government Printing Of- 

fice, Washington 25, D. C. The list 

price is ten cents per copy and a dis- 

count of 25 percent will be allowed - 
on orders of 100 or more copies. 


The revision adds 18 items to the 
list as contained in the superseded 
issue. The kinds of files and rasps af- 
fected are Mill Files—1 Round Edge, 


Square Blunt Files, ‘Three-Square 
Files, Double Ender Files, ‘Taper Files 
yur. and Horse Rasps. 
tial | 
a a 





This is the third revision of the 














ins recommendation since war-time re- 
find strictions on the manufacture of files | 
a and rasps have been removed. Like | - 

hey the two earlicr ones, it represents a | hy oy Q 
ins. further effort to adjust it for peace- ~t 

time practice. N HANSENCYORKE CO. N i 3 ORR |ROW 
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The new enginecring and administration | 

building of Weston Electrical Instrument | . . . . 

Corp. at its plant in Newark From the six distributors whose newly delivered books 
- Werten Can: Socupios are shown here we have received twelve repeat orders 


New Newark Building } 
The Weston Electrical Instrument | and have made for them a total of eighteen catalogs. 


Corp. now is occupying its new engi- 
neering and administration building 
on the plant grounds at Newark, N. J. 
It is a three-story, T-shaped building 
of reinforced concrete with brick-faced 
hollow tile walls and a total floor space 
of 78,000 sq. ft. 

With the new structure, the Wes- 
ton plant will consist of 380,000 sq. 
ft. of floor area in 19 buildings. It is 
placed on 20 acres, with adequate park- 
ing space for 750 cars of the 1,800 
employes and plant visitors. 

The company was founded in 1888 
by Dr. Edward Weston, in a two- 
story building on High St. in Newark, 
~) the firm’s first factory and laboratory. 
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Sheehan New Salesman 
At Metropolitan Supply 


Jack Sheehan has been taken on as 
a new salesman for the Metropolitan 
Supply Co. of Los Angeles, covering 
mainly its city territory. 

Formerly, Mr. Sheehan was em- 


False Olan ac puchacing sgeneand THE LAKESIDE PRESS - R. R. DONNELLEY & SONS COMPANY 
he had had previous sales experience. 
During wartime he served in the 


Navy, where he had the rating of — OQ) East Twenty-second Street - Chicago 16, Illinois 
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Precision brass and steel 
shim stock in 6 x 100 inch 
rolls . . . gauges .001 to 
.012 in dispensing cartons 
plainly marked with gauge 
and material . . . easy to sell 
and stock. A bigger unit of 
sale for you. 


a 


6 x 100 inch units 


.015, .020, .025 and .032 packaged fiat in heavy 
duty envelopes each containing four pieces 6 x 25 inches. 
Saves space in stock room . . . and avoids need for flat- 


tening heavier stock before use. 


They save time and waste in cutting. With contents 
plainly marked they speed up handling both in your stock 


room and in the users’. 


The most complete line of precision shim stock . . . 


backed by a definite dealer program and 
Write for catalog and discount sheets. 


support. 


LAMINATED SHIM COMPANY 


INCORPORATED 
58 Union Street ° 


Glenbrook, Conn. 


GAS CUTTING and 


oe oO ee 


Your men will find ready acceptance for the 
Gasweld Line. There’s a Gasweld Torch for 
every use—from featherweights to heavy duty 
types — the right torch for every job. 

Gasweld’s free-flow jet mixer assures superior 
welding and cutting for all operations. Extra rugged 
construction assures longer service with minimum 
maintenance. 

A sound plan of sales co-operation assures 
maximum results and profits for distributors. 
Profit by the ever-widening market for this fast-selling 


equipment. 
Wall Chemicais Division 

THE figuid CARBONIC CORPORATION 
3110 Seuth Kedzie Avenue 
Chicago 23, Ilinois 


Gasweld Equipment conforms fully 
with stendards of Underwriters’ 
tories. 


© Nationally-Used 


© industry-Proved | 
© A Complete Line | 


acta! 


on prices 


Write today for « copy of the Gasweld | 
Catalog and full information 
and discounts 
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Norton P. Bosemer 


Tube Turns, Inc. 
Names Bosemer, Tyler 


Norton P. Bosemer has been placed 
in charge of the Los Angeles office of 
Tube Turns, Inc., of Louisville, Ky., 
and Robert S. Tyler, Jr. has been given 
charge of a newly established Mid- 
Continent district, with headquarters 
at 311 Tuloma Building, ‘Tulsa. 

Mr. Bosemer joined the company’s 
sales staff in April, 1937, and was as- 
signed to the San Francisco office in 
May, 1944. 

Mr. Tyler became associated with 
the company in January, 1946, after 
four years of service with the Navy. 
He is a graduate of Tube Turns’ sales 
training project. 


Robert S. Tyler, Jr. 


Knowlson Warns Against 
Inventory Optimism 


Profit in inventory is illusory, James 
S. Knowlson, president and chairman 
of the board of Stewart-Warner Corp. 

















New, Improved 
ACCO Hooks 


Designed from Years of Experience 


These Acco Sling Hooks and Sling Grab Hooks are 
made of fine grain steel—drop forged—normalized 
—heat treated—tempered. Material around the eye 
is heavier, so as to give extra strength where it is 
needed. 

Acco Sling Hooks are made for chain sizes from 
*<” to 1'4”—Sling Grab Hooks from 34” to 1”. 

All AMERICAN CHAIN products are sold through 
distributors. Sell American—the complete chain line. 


Cc re) York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 


Philadelphia, Pittsburgh, Portiand, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 
In Business for Your Safety 
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Simply slip the 
sleeve over the 
cable, spread the 


ee a 


strands, insert and drive in 
the plug then apply the 


socket. See what a solid and 
rmanent joint you have 
looking at it through the 


inspection hole put there 
for the purpose. 





By successfully damping vibra- 
tion, Electroline Fiege Wire Rope 
Connectors prevent crystallization 
ond wear ... forestall failure... 
prolong the life of your wire ropes- 

But “proof positive” is in their 
use. Millions are in constant service: 
Try them. See your mill -supply 
jobber or write to Electroline— 
manufacturers of this well-known 
line of time and trouble saving 


wire rope connectors. 


Simplicity of application described in 
instruction sheets, ask for one! 








4121 S.LA SALLE ST., CHICAGO 9, ILL 


A Few Choice Territories Open for Distributors 
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SELLING OPPORTUNITIES 
AS BROAD AS THE NEED 


CAPITAL 


INDUSTRIAL 
BRUSHES and BROOMS 


Factories, Railroads, Mills, Mines, Warehouses, 
Power Plants, Garages, Hotels, Schools, and 


Public Buildings of all kinds are constant 





users of cleaning and maintenance equipment. 

Sell them equipment that will give the best and longest service for their money 
. . . CAPITAL Industrial Brushes and Brooms. The men responsible for good 
maintenance at moderate cost always repeat on CAPITAL—be ready when they 
ask for them. 











INDIANAPOLIS 
BRUSH AND BROOM 
MFG. CO. 


Cor. Brush and Broom Streets 
INDIANAPOLIS, IND. 
Est. 1890 























Buffalo 








Ge 








aa 


) “ 
The "Good Will” Line for Distributors 


* Solid Woven Cotton Belting 

* Paraffine-Treated Belting 

* Asphalt-Treated Belting 

¢ Sifter Brushes and Belting for Flour Mills 

R. F. & C. Rubber Covered Belting 

PLASTEX — The Plastic Coated Belting 
Ideal for All Food Conveying Jobs. 








Available Now — Prompt Deliveries 
WRITE DEPT. B 


BUFFALO WEAVING & BELTING COMPANY 
Buffalo 7, N. Y 


dustry tor Ove 


New York 


Chicago 


Serving Ir Fifty. Yeors 
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recently told nearly 200 distributurs 
and their representatives from all sec- 
tions of the country and from Canada 
at the three-day, 31st Annual Alemite 
Convention. 

“Don’t kid yourselves about profits 
in inventory”, said Mr. Knowlson. 
“You can’t spend them and they may 
be lost. Don’t buy anything you can’t 
use, but if you or your customers can 
use something—buy it now because it 
is cheaper today than it will be next 
month. Prices are going up.” 

Mr. Knowlson said there is still no 
indication that the inflationary spiral 
will end. “We have not reached a 
post-war let-down in inflation, because 
we still are at war in what frequently 
has been called “he Cold War’. Only 
now our weapons are wheat, grain, 
steel and trucks.” 


Mother Earth 
Warms Wellford Home 


The first home in Memphis to use 
the natural warmth of the earth for 
its heating system in winter—and to 
reverse it for cooling in the summer— 
is being installed by Walker Wellford, 
Jr., president of J. E. Dilworth Co., 
Memphis, Tenn., a graduate mechan- 
ical engineer. Mr. Wellford designed 
and will assemble the system himself. 

In describing his method, Mr. 
Wellford says he will utilize the “heat 
pump” principle in extracting the nat- 
ural warmth of the earth—except that 
he will obtain his heat from a closed 


pipe circuit lowered into a well drilled — 


on his property. 

“There are a number of such sys- 
tems now operating in other cities,” 
Mr. Wellford explains. “Anyone with 
an eye to the future can see that some 
day our natural supplies of coal, gas 
and oil will be exhausted and we will 
have to turn to something of this kind 
for our heat.” 


Robah Tate handles inventory records 
for Gastonia Mill Supply Co., in N. C., 
after having spent 44 years in Army 
Ordnance. 


ALL THESE 
“BLUE DEVIL” 
SOCKET CAP SCREWS 
ARE AVAILABLE 
FROM STOCK 


155 SIZES FOR YOUR CUSTOMERS’ NEEDS 


“Blue Devil” socket cap screws in 155 diameters and lengths 
are carried in stock . .. 45 additional standard sizes can 
be furnished on quantity orders. Special screws can be 
quickly supplied as our entire plant is geared to socket screw 
production. Large numbers of stock sizes are also available 
in other “Blue Devil” socket screw products. 


Socket Screw Keys * Socket Set Screws * Socket Stripper Bolts * Socket Pipe Plugs 
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Droubay Advanced By 
Salt Lake Hardware Co. 


John W. Droubay, formerly division 
manager of the Salt Lake Hardware 
Co., at Boise, Idaho, has been brought 
into the home office at Salt Lake City 
as general sales manager. Mr. Droubay 
has been with the company for 23 
years. His predecessor, H. W. Price, 
has been made assistant to President 
and General Manager C. L. Wheeler. 


Buffalo Men Serve 
Credit Association 


Fred J. McKale, of Weed & Co., 
Buffalo, N. Y. recently was elected 
president of the Western New York 
Adjustment Corporation, a service unit 
of the Credit Men’s Association of 
Western New York. 

Glenn F. Harris, of R. C. Neal 
Co., Inc., Buffalo, was elected a di- 
rector of the organization. 


L. H. Gilmer Co. 
Opens New Branches 


The L. H. Gilmer Co., of Phila- 
delphia, Pa., has opened two branch 
units designed to provide immediate 
shipments on standard Gilmer prod- 
ucts to the company’s many distribu- 
tors. It’s Pittsburgh branch, located 
at 101 Sandusky St., will service the 
territories included in the Eastern half 
of Michigan, all of Ohio, Connecticut, 
West Virginia, Maryland and Vir- 
ginia; Altoona, Western Pennsylvania, 
Binghamton, N. Y., and Western New 
York State. 

The company’s greater New York 
warehouse now is prepared to service 
all the New England territory; Syra- 
cuse and Eastern New York State; 
East of and not including Altoona in 
Pennsylvania, with the exception of 
metropolitan Philadelphia. 
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Torpsdo Electric 
Hoist. Capacities 
250-, 500- and 1000- 
ibs.; hook. bolt or 
trolley suspension. 


Differential Hoist 

ties one-half, 
and one-ton. A fast- 
selling low-cost 
—, with a large 


market, 
Division of H 


8) 






MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 


















7 
] 
] 
a 
I-Beam Trolley in Spur Gear Hoist. 
four models, plain igh speed. high 
er geared types in quality. in capaci- 


capacities from 1, ties 7, from 
through 10 tons. \Y% through tons. 


EERING WORK 


Conkey & C Mendota. Illinois 








Fred Pfeiffer, president of Neil-LaVielle 
Supply Co., Louisville, Ky., has a new 
private office done in knotted pine, 
which he uses primarily for interviews 
and conferences. 
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Judged by any standara . . range of usage, 
efficiency of operation, or saving in time 
and money . . the SNAP-TITE Coupler has 
ne equal. 

SNAP-TITE is a swivel connection for 
steam, air, water, oil or grease lines. It is 

ly hined, with automatic shut-off 

in coupler and nipple restricting flow from 
both ends. The patented “U"™ type packer, 
insuring positive leak proof seal, is replace- 
able. Available in barbed shank male and 
female pipe thread. Sizes %” to 1”. 

If you use hose, you need a SNAP-TITE 
Coupler. Write TODAY for catalogue. 
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Hugh Epperson 


Rubberset Names 
Hugh Epperson 


Hugh Epperson, formerly a_sales- 
man in the Central Division, has 
been appointed branch manager of 
that division for the Rubberset Co., 
Newark, N. J. He will make his head- 
quarters in St. Louis at the branch 
office there. 


Mr. Epperson has been with the | 


Rubberset company since January 
1939. Originally in the Northern Cali- 
fornia area, he was transferred to the 
Mid-West in 1940 where he estab- 
lished his salesmanship. 

He replaces J. L. La Croix, who has 
been promoted to credit manager of 
the company. Mr. La Croix will make 
his future headquarters in Newark. 


New Merchandiser 
For Stanley Knife 


As a sales booster, Stanley ‘Tools, 
New Britain, Conn., offers a new mer- 
chandiser for its No. 299 Aluminum 
Trimming Knife. The display box is 
buff-colored. Individual knife pack- 
ages are maroon and white on a silver 
foil background. An orange and white 
display card illustrates and lists the 
knives’ many uses. 


| (STANTFYS ta | 
TRinanay 








TM steel Loading Chain 
is fabricated from electrically butt- 
‘welded carbon steel links. The short 
links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 


T™  Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 


TM Wire Rope End Chain adds 
economy...safety...flexibility and long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated —it’s tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S. G. TAYLOR CHAIN CO. 


Dept. M-1 Box 509, H d, indi 
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TM HI-TEST 
STEEL CHAIN 


™ STEEL 


LOADING’ CHAIN tO 
© obi 


TM WIRE ROPE 
END CHAIN 


“THE BEST BY TEST 
SINCE 1873." 


Taytor Mape— 
hatin 


ALLOY 
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“You ask why | like. 
my VIKINGS : ig 





“When | bought my Viking pumps, | knew they were engineered for my 
job. They were no off-the-shelf item that was supposed to do a little of 
everything and none too well. 


“They were built for my work and to handle my particular problem. There 
was no guessing or compromising. 


“My pumps today are several years old. They have needed little repairing. 
The newer Vikings are even better than mine although harder 
to get than when | bought them. They cost a little more but 
they are still an honestly good buy. 


“Vikings are simple, rugged and well built. They always have 
been and | think they always will be. That’s why I’m going to 
get more Vikings when | need more pumps. 


“Your first step is to ask for free folder 47SMM. If you have a 
pumping problem, tell them about it.” 


; Pump Company 
= Cedar Falls, lowa 
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You ask them! 


When you have a hoist prospect, some 
simple questions will be convincingly 


effective in putting over your story. 


Have you the toughest lifting problem 
up to 40,000 Ib. capacity? Must you 
lift near-capacity loads every working 
hour of the day? Do you want a 
hoist absolutely safe in itself and for 
the operator? Are freedom from re- 
pair interruptions and lowest-cost 
maintenance desirable factors in any 


hoist you install? 


His mind will answer ‘‘yes" to each 
and then you can tell him why. Go 
over the special features and explain 
them in terms of results. The one- 
point lubrication once in six months, 
for example! The upper stops and 
lower blocks that prevent damage to 
the hoist! 


Then point out that, if he will give 
you the data, our engineers will study 
the facts and recommend the exact 
size or combination that is best for 


him to install. 


Keep well supplied with copies of 
Catalog 215 to help you in your 
selling. 


fell LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 








Louise Stuendel, switchboard operator 
with Waterson’s, in Detroit, Mich., some- 
times doubles as a billing clerk. 





Wimberly & Thomas 
Institute Follow-Ups 


A system of follow up on back or- 
ders which has reduced overhead and 
has effected savings in capital tied up 
in inventory has been put into effect 
by Wimberly & Thomas Hardware Co. 
with a great deal of success. 

After long study and analysis of its 
unfilled orders the Birmingham, Ala. 
firm found that customers had taken 
the habit of ordering more than once 
for their needs, aware that when ship- 
ments were proportioned out to them 
they might just make up current re- 
quirements. But for the distributor it 
meant that when deliveries were re- 
ceived on these duplicated back orders, 
warehouse inventories began to rise. 

To prevent excessive accumulation 
of inventories, the company placed all 
back orders in charge of one clerk, for 
follow-up to factory and to give ship- 
ping advice to customers. Filed for 
ready reference, back orders now are 
checked regularly. Before the promised 
shipping date rolls around all back 
orders are gone over for possible 
changes, so that if shipment is in 
excess of customers’ needs and inven- 
tory requirements, the factory is 
promptly notified. 

On orders of 90 days or older, a 
check is made with the customer on 
the “activity” of the order and he is 
informed as to the date when the fac- 
tory can make the delivery. Any change 
in the original order is noted down on 
all office records. 

Lloyd Mason, manager and buyer 
for the mill supplies department, says 
that method has proved to be of serv- 
ice both to the customer and the 
manufacturer. Moreover, the mainte- 
nance of only an active inventory and 
the close follow-up on back orders has 
meant the company can take advan- 
tage of the latest improvements in 
product design and materials to give 
the customer the best of quality mer- 
chandise. 





...Wherever pliers are needed 


Whatever the work—when pliers are needed—the 
job can be done better and quicker with Kleins. 

You will want Klein side-cutters, oblique-cutters 
and long-nose pliers for your discriminating cus- 
tomers who know that good tools mean good 
work. The care with which Klein Pliers are made 
assures closely matched jaws—perfect balance— 
just the right spring to the handles—sharp cutting 
knives that stay keen. 

Your order for Klein Pliers—the quality tools good 
workmen ask for—will be filled as soon as possible. 


No. 201. Original pattern 
husky Klein Side Cutting 
Plier. Square nose. Made 
in five sizes—S5, o,7, &, 


and 9 inches. 


No. 201 NE. The famous 
‘streamlined’ Klein Side 
Cutting Plier. Made in five 
sizes—5, 6, 7, 8, and Jin 


No. 202. Klein Oblique 
Cutting Plier (heavy-duty 
pattern). A very useful tool 
that cuts close. Length, 6 


inches 


No. 203. Klein Loag Nose 
Plier. Long reach of jaws 
permits getting into diffi- 
cult places. Made in 6 and 


7 inch sizes 


The Klein Pocket Tool 
Cotes. showing the 
Klein line and contain- 
ing useful tool informa- 
tion, will be mailed on 
request, 


Since 1857 


WEL CE oom WO LE EN oom & Sons 
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The NEW Model 3-A QUIJADA 
Portable Power Pipe Threader is 
the ONLY Machine that has ALL 
these NEW automatic features: 


Automatic Front and Rear Chucks. 
No Chuck Tools or Adjustments. 
Motor and Gears ALL Ball Bearing. 
Automatic Oil Flow and Control. 
Automatically Reams AS It Threads. 
6 Die Heads ('" to 2") 

Easily Portable — Strong and Fast. 


ASK YOUR JOBBER OR 
WRITE FOR CATALOG 





TOOL COMPANY, INC. 
5472 Alhambra Avenue 
Los Angeles 32 


Export & cable address “CISCO 
319 E 4th St. Los Angeles 13 Calif 


(@felibdelaalile) 
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Tox Reduce 


2" PRESSURES 


to 


LOw 
PRESSURES 


Reduce pressure as high as 2,500 pounds down 
to working pressures with an ALL BRONZE 
cASH-ACME Type LS Pressure Reducing Valve. 
Nitralloy trim for longer service is standard. 
A Pipe size #", 3", 2". 


PINS 





SN 





hiecerew no renryy * 





, om DI2 Catalogue 
® See your Mill Supply dealer to” available on request 


ask for CASH-ACME Automatic Valves. 
la > lanufacturing 


KA 
| se SPECIALISTS CASH-ACME on acon 
ead A.W.CASH VALVE INFC.CORP 












oD 








O62 CAST whGasn ave ‘ 


thermos 











Reversible '/2 H.P. Motor, Oil Sealed. 








your customers: 


Do it with 


SMOOTH-ON 


IRON CEMENT OF 1000 USES 


say fo 


For over half a century Smooth- 
On No. 1 Iron Cement has been 
an indispensable repair standby 
in mills, factories and shops— 
stopping leaks, sealing cracks, 
tightening loose parts and fix- 
tures, securely, speedily... 
Year-in, year-out advertising 
keeps your trade mindful of 
Smooth-On’s many uses, its 
time-saving, money-saving econ- 
omy...You profit by seeing 
that your customers keep 
stocked with Smooth-On No. 1. 


SMOOTH-ON MFG. CO., Dept. 25E 
570 Communipaw Ave. 
Jersey City 4, N. J. 
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O. W. Corrie 


Machinery Sales Co. 
Advances O. W. Corrie 


O. W. Corrie has been made sales 
manager of the industrial division of 
the Machinery Sales Co., Los Angeles, 
Calif. He takes the position formerly 
held by C. H. Bradford, who resigned. 
H. T. Christianson is vice-president 
and manager of the industrial division. 

Except for three years he served in 
the Navy, Mr. Corrie has been with 
the company since 1940. Before the 
war he was on territory as a salesman. 
Prior to joining Machinery Sales, his 
experience had been in the manufac- 
turing field, as sales manager. 


Focus On Output 
Batt Urges Planners 


The great bulk of American ship- 
ments to Europe under the Marshall 
Plan, other than food, should be made 
up of machinery and related equip- 
ment and materials which can imme- 
diately begin to boost Europe’s indus- 
trial and agricultural productive 
capacity, according to William L. 
Batt, president of SKF Industries, 
Inc., Philadelphia, Pa. 

Mr. Batt, wartime vice chairman of 
the War Production Board, further 
recommends that food shipped to 
Europe be distributed wherever pos- 
sible through canteens in schools, fac- 
tories and institutions “to achieve in- 
creased fitness of European workers as 
well as relief to the needy.” 

He believes the key to the European 
economic crisis is increased production 
by Europe’s factories and farms. 
“Most of Europe’s current political 
and economic troubles arise from 10 
years of low production of industrial 
and agricultural equipment and con- 
sumer goods,” Mr. Batt avers. “Now 
her industrial managers cannot te- 








Sreet-crir Safety Apparel keeps 
gaining wider approval from manage- 
ment as its many values are learned. 

Management is vitally interested in 
safety to workers and they find this 
Safety Apparel is worthwhile protection. 

Every part of the body is provided 
for in our various types of apparel. 
You can sell the proper clothing for 
every worker regardless of the haz- 
ards of his job. 

We have had more than 35 years 
of experience in originating and pro- 
ducing Safety Apparel. Each item 


601 GARFIELD BLVD. 
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has proved its protective value in 
many of America’s largest factories. 
In representing our adequate line 
you'll find that you will always have 
the correct design, quality, comfort, 
and utility answer. 

Each plant you sell becomes a 
source of growing profit because the 
use of STEEL-GRIP Safety Apparel 
grows as its great protective value is 
demonstrated. 


ICKORY 





STEEL GRIP 


Tndustrial 


GLOVES COMPANY 


DANVILLE, ILL 
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@ Bright, clear, 
weatherproof marks 
@ Always ready for use 
—handy as a pencil 
@ Point will not get hard 
or crusty 


@ Economical — time 
saving 


@ Big, husky sticks 


@ Eliminates messy paint 
pots and brushes i 


bby = my may be used to mark any surface that 
will take paint, whether wet or dry—in the tropics 

or in the arctic. 

SEND for FREE Industrial Crayon Guide. 


Dest. ML-30 


MERICAN CRAYON compony * 
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WITH THE FAMOUS 


ECONOMY | 8iy111.48 2004) 
PRODUCTS 


ogee 
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j 
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... STRONG 


Economical plant operation is a 
direct result of the use of these 
precisely-made, STRONG Screw 


Machine Products. Plant men pre- .. save their 





end leakage 


fer ECONOMY Products because of : 

their, sustained holding power cost many ft ar in service 
which makes for smooth running 

assembly and helps to lower pro- calls they e deal for jet 
uction costs. Screw ; 
Machine Products are needed ... type pumps. Ask for bulletin 401. 


ute a them ... the returns are Onder from your Jobber 
ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 30 


WHITE MACHINE WORKS 


FORT WAYNE.1, INDIANA 

































We WITH MECHANICS 
EVERYWHERE! 


Gf; 
FIREPOTS 


and BLOW TORCHES 


Where the job is tough and tools have to 
take a lot of punishment, C&L Fire Pots 
“ and Blow Torches always give top perform- 
ance. Rugged construction and quality materials add up to heat tools 
that can take it... under any conditions. For over 50 years, C&L Fire 
Pots and Blow Torches have been the first choice of thousands for 
dependability and long life. At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 


1716 DIXIE HIGHWAY - LOUISVILLE 10, KY. 





MILL SUPPLIES © JANUARY, 1948 






- © Fh of FP oO 


~ ten et lUhthFlUr 











UMI 




















equip or expand their factories, her 
farmers and workers cannot buy the 
things they need with their earnings, 
and the result is a vicious cycle of in- 
flation, loss of incentive, tightening of 
controls and further loss of produc- 
tivity.” 

Mr. Batt recommends the creation 
of a central authority to allocate and 
supervise the — of all funds 
available under the Marshall Plan. 
Otherwise, he assets, the plan may not 
succeed. 

“An efficient method of meeting 
Europe’s deadlines would be to create 
a European Rehabilitation Authority, 
made up of top Cabinet members, rep- 
resentatives of both houses of Congress 
from both political parties and indus- 
trial and agricultural leaders. This 
organization should be similar to the 
Reconstruction Finance Corporation 
and empowered by the President and 
Congress to administer all phases of 
the allocation and spending of Mar- 
shall Plan funds. 

Mr. Batt urges that no political 
strings be attached to the grants and 
allocations made under the Marshall 
Plan which would lead to charges of 
interference in the domestic affairs 
of the nations cooperating under the 

lan. 

“The prime purpose of the Mar- 
shall Plan is to restore the European 
economy to a = where it can once 
more produce the things Europe needs. 
When Europe arrives at that goal, I 
believe the various nations will find 
that most of their other problems have 
disappeared,” he said. 


Don Erickson Joins 


Chamberlain Co. 


Don E. Erickson has been named 
sales manager of the Chamberlain Co., 
Los Angeles, Calif. 

Mr. Chamberlain brings to the po- 
sition a considerable background of 
experience in the field. Starting with 





Don E. Erickson 








FRONT & REAR VIEW SERIES 1300 


Blue Chip Investment . . . 


With a Skinner Power Chuck, work 
can be chucked so fast and so easily 
that production increases while oper- 
ator fatigue is reduced. And because 
they are functionally designed and 
accurately constructed, production 
is more precise as well. Skinner 
Power Chucks are “Blue Chip” in- 
vestments — bound to return good 
dividends for years and years. 

These modern labor-saving de- 
vices have only four moving parts — 
a wedge and three jaws. This sim- 
plicity of construction results in 
several outstanding features. Ini- 
tial accuracy of a high degree is 
more easily achieved and, with so 
few moving parts, it is maintained 
for a much longer time. A forged 
steel body of ample proportions to 
withstand strains far greater than 
will ever be met, yet machined so 
accurately as to be in perfect bal- 
ance, permits the use of higher 
cutting speeds for the efficient use 
of carbide cutting tools. 

In addition, a special wedge angle 
design gives greater gripping power 
and offers a wider margin of safety. 
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Once a Skinner Chuck grips the work 
it will not release, even if the air is 
completely cut off, until the operator 
ts ready to remove the piece. (See this 
remarkable demonstration at the 
Skinner Exhibit in Booth 638 at the 
Machine Tool Show!) 


Power chucking with a Skinner 
Chuck is a time-saving method that 
offers “Blue Chip” attractions to 
any manufacturer who invests in 
machine tools today. Full details 
on this accurate, long-lived, cost- 
cutting equipment are in the Skinner 
Catalog No. 59. Write for it today. 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 





/ 


TWE CREST 
OF QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK, 
EQUIPMENT~FACE PLATE JAWS~MACHINE VISES 
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KEEP GLUE AT CORRECT 
APPLICATION TEMPERATURE 
... AUTOMATICALLY . . . with 


HOLD-HEET 


ELECTRIC ——= 
GLUE POTS | 












e Glue never 
too hot — 
never too 
cold. 


© No gummy glue from underheating— 
no spoiled glue from overheating. 





® Simple — no adjustments. Thermostatic 
control. 


© No water jacket to boil dry. 


© Rugged steel body. Guaranteed heat- 
ing element. 


®@ 1 to 8-quart capacity models available. 
Write for complete specifications and prices 


RUSSELL ELECTRIC COMPANY 
340 W. Huron Street - Chicago, Illinois 














VARIABLE SPEED 


TRANSMISSIONS 


Help Your Custo. 
mers To Higher 
Production At 

Lower Cost! 









SPEEDS INSTANTLY 


Boosts Production 25—40% 


Standard gives your customers the right 
speed, instantly when they want it. Opera- 
tien is simple. Finger-tip control pivots 
shaft and pulley for any speed. Easily in- 
talled and adapted to new or old equip- 
ment. See and buy through your distribu- 
tor. Standard’s complete line (6 sizes— 
CUB—JFS-Jr.) is described in Catalog 
(No. J) available on request. 


STANDARD 
TRANSMISSION EQUIPMENT CO. 


78 W. Union St. Pasadena 1, Calif. 
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DREMEL MFG. CO., « 










14 Reasons Why 
MOTO-T00L SELLS FASTER 


“Pocket-Size Machine Shop” Produces Profits 


Dremel’s famous Moto-Tool . . . the little electric grinder 
that does big jobs .. . proved itself during the war by help- 
ing to set production records at General Electric, Westing- 
house, Remington Arms, Ford and other plants . . . also used 
by the Armed Forces. Wherever bench work is done in 
removing metal, polishing or grinding by hand, there is a 
market for another Dremel Moto-Tool .. . and a continuous 
demand for Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 


© Patented automatic e@ Easily replaced @ Sliding snap 
chuck tock pin. commutator brushes. type switch. 

@ Instant-action, @ Dust-filtered @ Handy hanger 
wrenchless chuck. air-cooling system. hook; cord pro- 
© Oil-less, sealed, @ About 27,000 
troubie-proof bearings R.P.M. Cuts cleaner 
i sone armature 
shaft, 





tector. 
@ Weighs only 13 oz. 
. » shaped to fit the 


hand. 

@ Dynamically bal- 
anced for vibration- 
less operation. 


- . « Saves cutters. 
e Sturdy, shockproof 
bakelite housing. 

@ Housing has ‘‘pen- 
cil-type’’ finger grip. 


hardened, APPROX. 


27,000 
R. P.M. 


ground and polished. 
@ 110-volt, universal 
type motor. 


MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed steel 
cutters, grinding wheels, polishing accessories) and 
heavy-duty professional Model 2 Moto-Tool in natural 
finish, hardwood case . . . list price $23.50. Moto-Tool 
No. 2, with one emery point... list price $16.50. Moto- 
Tool Kit No. 1 is again available . . . has Model 1 
Moto-Tool and 34 accessories . . . list price $17.50. Model 
1 Moto-Tool with one wheel point . . . list price $9.85. 


Write Today for Catalog and Distributor Prices 


Dept. T-438-A « 


*PRECISION BRAND 


Racine, Wis. 





gh 
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° WASTE 
¢ BOTHER 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL > 
Contains an assortment in most 
fm popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Tota! 1200 
squore inches. Put up in easel 
type display dispensers 
phone wrapped. 






} SHIM PACKETS 
BRASS or STEEL SINGLE ROLLS 


Flat Stock—Total 6 Pieces. Each 33/¢7x6” 


—120 sq. in. 2 pieces each .001, .002, BRASS or STEEL 
.003. 48 packets to the box. Single rolls 6”x100” 
each. 600 sq. in. to 
the carton. All popu- 
lor thicknesses. 
Cellophane wrapped— 
moisture-proof. 
< 
SHIM STEEL 


HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


a CONSULT YOUR JOBBER 
PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, 


4425 WEST KINZIE STREET . 





INCORPORATED 


CHICAGO 24, ILLINOIS 
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CLOVER COATED ABRASIVES—in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 


CLOVER LAPPING AND GRINDING 


COMPOUNDS—in twelve grades from | 


microscopic fine to very coarse. 


When you concentrate on CLOVER | 


Abrasives...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. | 
Sales are obtainable throughout in- | 


dustry. Repeat business is enormous, 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 


on Coated Abrasives. | 


CLOVER MFG. co., Norwalk, Conn. 
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IT’S KESTER 


For Every 


SOLDERING OPERATION 


MVM 


Wa 


Cut labor costs and increase efficiency with 
Kester Cored Solders. Their uniformity, de- 
pendability and pureness assures you of the 
utmost speed in every type of soldering oper- 
ation. Use Kester Acid-Core solder for general 
work. Kester Rosin-Core solder for all elec- 
trical work. Be sure with Kester. 


WS os 
) > » 
pd Uyrtieent 
, hy est®e tt 
" ‘y i? rst My 
" 
, 


Sa 


‘KESTER. 


SOLDER 


KESTER SOLDER COMPANY 


4201 Wrightwoo d Avenve , Chicago 39, 
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LOWELL 





REVERSIBLE 
RATCHET 


WRENCHES 
Lowell Reversible Ratchet Wrenches whose 
quality is well known, accepted and backed by 


77 years’ of experience, will continue to bring 
smart distributors profitable business. 


ALLA 


ATLAS 


CAR MOVERS 
POWER 
SPEED 
EFFICIENCY 
for any job 
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ATLAS leads the field 
—for service and sales. 
Distributors have a 
pretty strong selling 
point with ATLAS—it 
is “compound lever- 
age’’—the key to its 
exceptional power and 
speed and which en- 
ables it to move full 
and empty freight 
cars quickly and 
easily. Solve your cus- 
tomers’ shipping prob- 
lems with ATLAS Car 
Movers. 


APPLETON 
ATLAS CAR 
MOVER CORP. 


\\ : en 
wham 5, é 


Now is the time to Pick Your Targets. Don't de- 
lay, go over your territory, check every angle. 


THE “OLD RELIABLE” WRENCH 



































































SEND FOR OUR LATEST CATALOGUE R 
1421-25 So. 2nd St. Pp 
Milwaukee 4, Wisconsin 
isss) LOWELL WRENCH CO., Worcester, Mass. 1948 : 
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Model No. 3 cuts 2” 103%” Cuts clean holes in pipe, \ 
On-the-job adjustment is curved surfaces, plastics, 
@asy ... quick! hard fibre, Transite! I 
| o~ I 
| @tork ADJUSTABLE . 
— WHITNEY — -WOLE CUTTER ' 
| One Clark Adjustable Hole s 


Cutter replaces many fixed 
R PUNCHES radius tools and cuts accu- 


rate, clean holes quickly 


in boiler plate, pipe, 
MANY TYPES wrtowag hry yy 
MANY SIZES stainless steel, Four models cover 
FOR ANY JOB Transite. variable expansions 
e from 5% to 5’. Thickness 
. hand, channel iron, angle iron, | _eapety Gam his Ga 
close corner. bench, hammer, thinner’s This ad is appear- I stock. High speed steel blades 
round, square, button, skylight, ventilat- . 7 / may be resharpened repeatedly. 
ing tank, flange . . . each for service ing in American Taper shanks are heat-treated, pilots 
far above rated capacities. Individual Machinist, Mill & are hardened and ground, and are 
characteristics make them adaptable for . ' removable for lead drills. 
their special field of work. They are Factory, Machine eR I ; 
preferred by men who use them be- Tool Blue Book %4" to 314”, Packed omnes ued ee en eee ee 


cause of the good looking, neat finished box, No. CD-3, $54.00. Comer Setter er esto Capetenet GAG-1 





job they give. Complete details gladly and other leading (an 
sent on request. publications. CLARK | J) CUTTERS | 
W.A.WHITNEY MFG.CO. | ° Robert 4 Claré Company 


ROCKFORD ILLINOIS | 9330 SANTA MONICA BLVO. + BEVERLY HILLS, CALIFORNIA 
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James Lewis and Paul Peacock of Indus- 
trial Suppliers, Inc., La Grange, Ga., “take 
five” between customers to rearrange dis- 
play in a counter showcase. 





Separate Supply Stocks 
For Rawlins Bros. 


With the opening of the new year, 
Rawlins Bros. Inc. of Los Angeles, 
plans to have its industrial supply 
stocks segregated from its steel stocks, 
in its completely remodelled quarters 
in the main building. To that end, 
approximately 12,000 sq. ft. of space 
has been allotted for industrial sup- 
plies. 

The move is made possiible by com- 

letion of the new steel warehouse 
ay, which will be serviced by an 80-ft. 
crane. 

The “will call’ counter in the re- 
modelled industrial supplies depart- 
ment is located on the ground level 
adjacent to a spacious parking lot. 
Windows to be cut into the side of the 
main area of the building will allow 
more light and display. A spur rail- 
toad track passes through this stock 
section, all parts of which are crane- 
served. 








Harry Topkis, — of Delaware 
Hardware Co., Wilmington, Del., en- 
joys a respite from business. 












EVEN HIGH-UP! 


all-metal 
THERMOMETERS 


Clear, boldly marked scales make Westons preferred for 
inaccessible locations. Easily mounted at any angle for 
convenience in reading. Sturdy, all-metal Weston con- 
struction assures years of accurate dependability. 

Available in sizes, ranges and stem lengths for most 
applications. Ask your local jobber or Weston representa- 
tive for complete information. Weston Electrical Instru- 
ment Corporation, 617 Frelinghuysen Avenue, Newark 5, 
New Jersey. 








MODEL 122-D 
heavy duty — 
straight form 


MODEL 222-D 
heavy duty — 
angle form 
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TIME - MONEY 
MACHINERY 
EQUIPMENT 


POWERFUL, EASY-TO-USE 
; rae a4 bas 


CADILLAC 


portable electric 


CLEANING TOOLS 


GET DAMAGING DIRT OUT OF 
HARD-TO-GET-AT PLACES BY 
BLOWING & SUCTION 


Manufactured by 


CLEMENTS MFG. CO. 


6624S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 







OUGH GUYS, EH? 


They sure are! They rob ma- 
chinery and equipment of its 
efficiency, and they jimmy 
up the works. But when these 
three mugs—Dirt, Dust, and 
Grit—meet up with a blast 
from a CLEMENTS-CADIL- 
LAC CLEANING TOOL, 
their “lives of grime” are 

over. They can’t evade 
% the man with a Clements- 
Cadillac blower - suc- 
tion cleaner. 


ADVERTISING 
LIKE THIS 


DESICNES TO 
STIMULATE 
BUYING IMTEREST 
IM THIS NEEDED 


CLEANING TOOL 


APPEARS MONTHLY 








IW LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 
Profitable 
SELLER 
WRITE US 
FOR DETAILS 
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BUFFALO 
CASTERS 





® Ball Bearing Swivel 

® Double Ball Race 

© Non Binding Type 

High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust and 
both races are protected from dust and 
water by overlapping lips. This is one 
of several casters of improved design 
manufactured by Buffalo Caster. Write 
for catalog. 


Buffalo Caster & Wheel Corp. 


182-6 Breckenridge St., Buffalo, N. Y. 














EAGLE HYDRAULIC 
PUMP OILERS ARE 
Positive-acting 
and Trouble-free 


Accurate pump delivers a drop or a stream 
of oil—at thumb pressure. Will pump 
any oil that flows. Seamless drawn steel 
bodies and genuine double-seamed bot- 
toms make them leakproof and durable. 


OUTSTANDING 
FEATURES 


—machined and 
ground brass 
plunger 


—no pump leathers 


—detachable seam- 
less welded 
spout 





—no soldered con- 
nections 


—all pump parts re- 
newable 


—easy to operate 





—easy to clean 


Various styles and sizes 


Get complete information from your 
distributor 


EAGLE MANUFACTURING COMPANY 


Dept. MS148  Wellsburg, West Virginia 
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BEAT THE 
(orbs 


2 
1 OF 
pCO with 


NORTHERN 


HI-LIFT ELECTRIC 


HOISTS 





Cut your high-cost set-up 
time—gain more machine 
time—step up production— 
meet delivery dates—with 
faster, safer NORTHERN 
ELECTRIC HOISTS 


Also OVERHEAD CRANES 
—TRAVELATORS and 
other NORTHERN amate- 


rial handling equipment. 





NORTHERN 


ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 








UMI 








Correction, Please 


The news item in the December is- 
sue, to the effect that Parker-Prentiss 
vises had combined, included two 
unfortunate errors of fact. 

The Parker Co., one of the oldest 
vise manufacturers in the nation, was 
founded in 1832, not in 1932 as the 
item stated. 

The information that the two com- 
anies had combined their assets and 
acilities also was in error. Both lines 
will be manufactured. at the main 

= in Meriden, Conn. Sales will be 

andled independently; the Prentiss 
sales force selling Prentiss vises, the 
Parker sales force continuing to sell 
Parker vises. 


American Mfg. Resumes 
“All-Weather” Rope 


The American Mfg. Co., Brooklyn, 
N. Y., makers of cordage, announces 
the return of AMCO treated “All- 
Weather” manila rope, the manufac- 
ture of which was discontinued during 
the war due to the shortage of neces- 
sary ingredients for the special cordage 
solution used. 

AMCO, distinctively dark brown in 
color, is made from high grade Manila 
Fibre, impregnated with an exclusive 
treatment to withstand the sun and 
water, and resist fungus growth. It 
has exactly the same weight as regular 
first grade white rope. 


G. E. Lamp Department 
Advances D. J. Bowden 


David J. Bowden has been ap- 
pointed assistant to E. D. Stryker, sales 
manager, lighting equipment promo- 
tion, at Nela Park, Cleveland. For- 
merly Mr. Bowden was _ lighting 
equipment sales specialist of the De- 
partment’s Buckeye Sales district at 
Cleveland. 








E. A. Griffin, L. A. Johnson and C, C. 
Jones of Allison-Erwin Co., Charlotte, 
N. C. consult authority before quoting 
prices to one of their customers. 














DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4, 5, 6, 
“Ga.” diamonds in any size 
diamond or nib are also avail- 
able. Calder unconditional 
guarantee of satisfactory serv- 
ice assures full protection to 
both distributor and user. 











COMPLETE 
PROFITABLE 
DISTRIBUTOR 

SERVICE 


All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 


The value of the Calder line has 
already been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 
Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. They are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 


CALDER MANUFACTURING CO., 


628 N. PRINCE ST., LANCASTER, PA., U.S.A. 
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GZee- ARNOLD 
LUBRICATOR 


Light Weight 
—st+— Easily Portable 


The new Arnold Lubricator supplies oiled 

air* for all pneumatic tools. 

Arnold gives you all of these features: 
VISIBLE OIL SUPPLY—The pressure- 
proof window eliminates guess work. 
If oil is there, you see it. 

POSITIVE LUBRICATION — good to 
the last drop. Patented feeder insures 
automatic lubrication. 

LIGHT WEIGHT — made from new 
aluminum alloy, most popular size 
weighs only 14 ounces. 

STRONG—this rugged lubricator can 
take it, actually stronger than cast iron. 
FOUR MODELS—Sizes from 1/6 pt. 
to 1 pt. capacity. Pipe size to one inch. 
FREE—CATALOGUE SHEET 

DISTRIBUTORS WANTED 


Write Now for Details 


The RUCKER Company 


4228 Hollis Street Oakland 8, Calif. 
*Copyright 1945 












1342-W. Vernor Highway 





This new, Universal grade of 
Willey’s Metal is now ready to serve 
you. It will machine every type of 
steel—and in many plants is increas- 
ing production as much as 3 to 1 over 
other grades. 

It is available in standard tools, 
specials and blanks. It can be used 
at low speeds with heavy feeds as 
well as for light finishing cuts. 

It is truly a universal grade that 
lends itself to ALL turning applications. 


Write for Full Information 


WILLEY’S "606" 


UNIVERSAL CUTTING GRADE 





















WILLEY’S CARBIDE TOOL CO. 


Detroit 1 


Michigan 
















Sodering Paste 
Sodering Sticks 
Sodering Oil 
Sodering Flux 
Stainless Steel Polish 
Sodering Liquids 
Sodering Syrup 
Sodering Acid 

Solid Sal Ammoniac 


For PRODUCTION 
MAINTENANCE 
REPAIR « e« e 


The accumulated Technical Data of 
our more than 50 years experience 


in the proper use 

of FLUX is available free of charge 
as also are Check Charts which 
show melting points of all soders. 
Investigate! 














































LB. ALLEN CO. Inc 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL 
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For over thirty years, machinists have relied on De-Sta-Co long-life steel 
Spacers and Shims for milling, slitting and gang-saw set-ups and for 
shimming gears and bearings. Dealers are capitalizing on the value of 
this name synonymous with quality. They know that plenty of satis- 


faction goes along in every De-Sta-Co’Precision Package. 


De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 
diameters, up to 5%" O.D., thicknesses from .001” to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 





Special spacers—thicknesses greater than 
.125°—available in popular sizes, machined 
bar stock, hardened and ground, with stand- 
ard keyways and thickness identification. 

Write for catalog and price list. 


There’s the same preference for De- 
Sta-Co Shim Stock and Feeler Stock. 
They’re Precision Packages, too. 
Don’t Delay. Write Today. 








DETROIT STAMPING COMPANY 


332 Midland Ave 


Detroit 3, Mich 




















Five Rules For Selling 
Feature New Book 


“The Five Great Rules Of Selling,” 
a new book just published by Percy 
H. Whiting, manager director, Dale 
Carnegie Co., should prove useful to 
distributors and their salesmen as a 
kind of short course in basic training 
for a career in salesmanship. 

The five steps of the ee process 
as listed by Mr. Whiting are as old 
as time, and as fundamental. 

1. Gain your prospect’s attention. 

2. Arouse the interest of your pros- 
pect. 

3. Convince your prospect that it 
is an intelligent move to buy your 
goods or service. 

4. Arouse your prospect’s desire to 
u 


y. 
5. Close the sale successfully. 

Or, to put it briefly: Attention. In- 
terest. Conviction. Desire—and Close. 
Mr. Whiting doesn’t stop there, how- 
ever. In the course of his book he de- 
velops each of his five steps, describ- 
ing and illustrating the “how” and 
the “why” of successful selling—even 
including some advice on what to do if 
you are turned down on a sale. 

Of particular interest to all sales- 
men will be Mr. Whiting’s three chap- 
ters on how to answer a prospect’s 0 
jections. It will surprise more than 
one salesman-beginner to learn there 
are at least five ways, only one of 
which advises outright denial of the 
objection. For Mr. Whiting believes, 
and produces evidence to support his 
contention, that often a prospect’s ob- 
jections can be turned around and be 
made reasons for buying. 

The book is published by the 
McGraw-Hill Book Co., Inc., is 250- 
plus pages long, and priced at $3.00. 


Railway Express Names 
Ernest W. Hull 


Ernest W. Hull has been appointed 
general manager of public relations 
and sales of the Railway Express 
Agency, New York, N. Y. 

Mr. Hull will coordinate sales and 
public relations with the requirements 
of the nationwide and international 
rail and air express traffic of the com- 
pany. He will make his headquarters 
at the main offices of the Agency, 230 
Park Ave., New York City. 

Mr. Hull is well known in the mid- 
central states where he represented the 
company as travelling commercial 
agent, traffic agent and district sales 
manager. He came to New York as 
assistant to the general manager of 

ublic relations. Until recently he had 
en acting general manager of the de- 
partment. 





SHELDON 


TRB S-56 PRECISION LATHE 





It Pays to Sell What they Want 


Today’s machine tool buyers are looking for, (1st) 
production capacity per dollar, (2nd) greater precision 
—tolerances are closer, (3rd) more convenience. 


Sheldon TRB-S56 Precision Lathes exactly meet these 
demands. (1st) They have sufficient capacity to handle 
the great bulk of lathe work—1114” swing, 14” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 
Spindle bearings are “Zero Precision” Taper Roller 
Bearings — can work to the very closest tolerances, will 
hold its extreme accuracy. (3rd) Comes with 4-speed 
V-belt underneath drive—has quick change gears, power 
cross feed and all standard quality features . . . is of the 
new lighter, faster, handier and less expensive type 
precision machine tools, in such great demand today, 
for tool rooms, small part and second-operation produc- 
tion and general maintenance work. 


Write for catalog showing Sheldon Precision Lathes, 
and Sheldon-Vernon Milling Machines and Shapers. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes Milling Machines * Shapers 
4232 N. KNOX AVENUE ¢ CHICAGO 43, ILLINOIS, U.S.A. 
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KNOWN BY 
THESE BRANDS 


CAR CORPORATION 
(Shovel Division) 


50 Church St., New York 7, N.Y. 
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INSIDE VIEW of the “Little Red Schoolhouse” set up by Simond’s Saw & Steel Co. 
to facilitate the training of distributor salesmen. Note the miniature machines whieh 
demonstrate uses of various products in the line. Completely air-conditioned, the room 
has all the latest training devices, including movies. 


Simonds Opens “Little Red Schoolhouse” 


Beginning the first of 1948, 
Simonds Saw and Steel Co., Fitch- 
burg, Mass., will open its newly con- 
structed “Little Red Schoolhouse” 
for the training of distributor sales- 
men. The “Schoolhouse” is of special 
construction to facilitate training and 
is located in one corner of the plant. 

A feature of the training room is 
the scale-model machines of the type 
on which Simonds cutting tools are 
used. These machines are arranged to 
represent accurately the operational 
set-ups of full size plants—logging oper- 
ations, saw mills, metal working 
plants, veneer mills, planing mills, etc. 
Mounted on boards back of each 
operation are full sized samples of the 
products of the type used on the ma- 
chines reproduced in miniature. 


The purpose of the model display 
is to acquaint distributor salesmen 
with the types of machines that use 
the Simonds line and to show applica- 
tions. The regular sales training course 
to be inaugurated early in 1948 will, 
in addition to the display, involve the 
use of a number of movies showin 
product application, a visit throug 
the factory to learn manufacturing 
processes and a thorough grounding in 
product characteristics by the various 
“line heads” in the Simonds plant. 

It is contemplated that the inten- 
sive sales training course will require 
three full days. Upon successful com- 
pletion of the course, distributor sales- 
men, in keeping with the “School- 
house” tradition, will be given diplo- 
mas. 





Elastic Stop Nut 
Acquires Stock 


Purchase of a majority stock inter- 
est in the Buchanan Electrical Prod- 
ucts Corp., Elizabeth, N. J., is an- 
nounced by Elastic Stop Nut Corp. of 
America, Union, N. J. The purchase 
is a step in the company’s long-range 
program to add to its present prod- 
ucts new lines which would permit 
diversification of factory output. 

Buchanan Electrical Products Corp. 
has been active, for a number of years, 
in the design and distribution of elec- 
trical fittings and specialty wiring de- 
vices to wholesalers and large indus- 
trial users. 
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Buffalo Forge Co. 
Advances Mossell 


James E. Mossell has been ap- 
pointed to the position of sales man- 
ager of the Machine Tool division of 
Buffalo Forge Co., N. Y., succeed- 
ing Earle G. Leonard, deceased. 

Mr. Mossel] has been associated 
with the company for 35 years, more 
than 25 of which have been in Ma- 
chine Tool sales. He has represented 
the company in Pennsylvania, Mich- 
igan, Canada and New England. He 
also has been active in Home Office 
sales and is acquainted with dealers 
and large industrial accounts across the 


country. 








MILWAUKEE STEEL WIRE SCRATCH BRUSHES 
Give you Types and Quality to meet all needs 


MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 


BRUSH TOOLS FOR 
TODAY’S PRODUCTION 


Power Driven Wire 
Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing 
Wheel Brushes 

“Sturdi-Bilt" Wire Cup 
Brushes 


FLUE BRUSHES 


Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 
Floor Sweeping Brushes 
Push Brooms—wire 
and fibre 
Miscellaneous Mainte- 
nance Brushes 


Large and 
Profitable Market 


® BRUSHING—Metal Parts, Fittings, Welded Joints, Pipe 
Threads, Tires, Tubes, Battery Terminals, etc. 


@ CLEANING—Small Castings, Tanks, Drums, Ma- 
chinery, Tools, Meat Blocks, Ironwork, Stone, Brick, 
etc. 


@ REMOVING—Rust, Scale, Weld Spatter, Chips, Bor- 
ings, Paint, Varnish, Dirt, Grease, Floor Wax, etc. 


HOUGH steel wire scratch brushes are good steady profit- 
making sellers all year ‘round the biggest sales season lies 
directly ahead. 


We suggest that you be prepared with this line and take advan- 
tage of the sales opportunity this high quality line gives you. 
In addition, there are the other MILWAUKEE Industrial Brushes 
in wide variety and proved dependability that hold the customers 
you make and build sales volume. 


Send for Catalog 36-R-7. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 





* FLOOR BRUSHES 


WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


HLT: Key to Industrial Brush Problems 


- PUSH BROOMS - BENCH BRUSHES 


FOUNDRY BRUSHES 
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THE £13.48 TURNER 


re 


RFORM 
NEW IN PRINCIPLE, DESIGN, AND PE ANCe 


WITH “CARBURETOR CONTROL” 


Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner . .. permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inmates carbonization ... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


® Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 


®@ Burner coil is made of extra-heavy 
seamless steel tubing. 


® Tank is of unusually strong con- 
struction ... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 
eevee owe 


tert 





The paint department at Jones Hard- 
ware Co. Ltd., Long Beach, Calif., with 
Herb Geary back at the counter and 
Mr. Jones and a manufacturer’s repre- 
sentative to the fore. 





Economy Pumps Acquires 
Wartime Plant Addition 


Economy Pumps, Inc., Hamilton, 
Ohio, has acquired from the War As- 
sets Corporation the war-time addition 
to its plant, built by the Defense 
Plant Corporation. The addition was 
built in 1942 at a cost of $705,000, 
to house an Economy subsidiary, Lib- 
erty Planers, Inc. 

The new building contains 100,000 
square feet in five parallel crane bays, 
served by 30, 15, 10, 5 and 3-ton 
cranes, together with land for future 
expansion. A Baltimore and Ohio 
RR switch spur for five cars enters the 
building. 

Equipment in the new plant in- 
cludes: planers for work up to nine 
feet wide and 30 to 40 feet long; latest 
type grinders; horizontal and vertical 
boring machines; turret and engine 
type lathes; horizontal and vertical 
milling machines; Hydrotel and Bore- 
matic type machines; large radial drills 
and a completely equipped tool room 
with jig borers and tool design de- 
partment. 

The new plant will house both of 
Economy’s subsidiaries, Liberty Plan- 
ers, Inc. and the Klipfel Mtg. Co. 
According to company officials, the 
total investment runs well into seven 
figures. 





Mrs. Thad L. , secretary of the 
Industrial Supply Co., Chattanooga, 
Tenn., closes books for the day. 
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HEINRICH 


HANDNIB 


@ Here’s a tool with four 
uses and four-fold selling 
power. Here’s a tool that 
has become known as the 
**Handy Man of the Shop.” 
It’s a real time and labor 
saver. You see, it’s easy to 
cut irregular shapes with a 
Heinrich No. 4 Handnib. 
Double crank construction 
does the trick . . . speeds up 
cutting of templates and trial 
blanks. It’s rugged . . . takes 
3/16” flat stock with ease, 
round stock to 3/8”. May be 
clamped in a vise or mounted 


on a bench. 


SEND FOR FOLDER 


A postcard or letter today 
will bring you full details 
on all Handnib models and 
Distributor proposition. See 
for yourself the profit pos- 
sibilities they offer. “4 
NATIONAL MACHINE TOOL CO. 


pert 168A * RACINE, WISCONSIN 








OL 


s| (Situations Wanted! 


~ 
a IN CLOSE-TOLERANCE, 
ONE-OPERATION PRECISION 


BURRING ¢ FINISHING 
SMOOTHING « POLISHING 


s & 


YMETALS Brishtboy 
YPLASTICS posi veal 
YWOOD 


REFER CUSTOMERS’ SITUATIONS TO 














\ The SOFT RUBBER bin 
CUSHIONS the abras 





Brightboy —_ 


wow widely employed by outstanding mfrs. 

















our 
ing Profitable and unique, Brightboy rounds out 
hat your abrasives service. Compounded of resil- 
the ient rubber and abrasive, Brightboy saves 
p.” man hours and operations in conventional and 
- special finishing—bridges the gap between 
- the grind and the buff. 
ha Brightboy, the modern finishing medium, is 
ib. definitely in step with today’s finishing re- 
ton quirements, giving you these outstanding sales 
up and profit opportunities. 
rial te SPECIAL SELECTIVE-DISTRIBUTION SALES PLAN 
kes provides sales cooperation on methods, setups and 
se, production procedure for your customers; territorial 
‘be sales promotion and extensive advertising for you on a 

proved, widely accepted product, the pioneer in its 
ted field. WRITE TODAY FOR ATTRACTIVE DETAILS, 
in WHEELS + BLOCKS + RODS + TABLETS 
oy The Soft Rubber Binder Cushions The Abrasive 
2 WELDON Rosen 

re) y 
Brishth: 

. CO. 
;ONSIN BRIGHTBOY INDUSTRIAL DIVISION @ WELDON ROBERTS RUBBER CO., Newark 7, N. 
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yerTY PROFITS 
VOLUME SALES 


BECAUSE 


LE-HI is easy to sell —The Le-Hi line is estab- 
lished. You're sure of high dollar volume when 
you sell LE-Hi—the Hose Couplings that are 
known and wanted everywhere. 


LE-HI means top quality—tThere's no 
“skimping™ in LE-HI couplings. Only the best 
materials and the finest workmanship PLUS 
extra-heavy construction! 


LE-HI has advanced design—No obsolete 
“dead-heads” in the LE-HI line. You're out 
ahead with the latest in Hose Couplings — such 
as the amazing new Series 150-B, LE-HI's 
Universal Type Coupling with the SAFETY- 
LOCKING feature. 


LE-Hi is a complete line—There's a LE-HI 
coupling or fitting for every industrial need. 
You don't have to sell “makeshifts” or substi- 
tutions if you sell LE-Hil 


LE-HI hes branch warehouse stécks—LE-HI 
branches supplement your stock, make it easy 
for you to give your customer what he wants, 
when he wants it. 


LE-HI gives you real sales help—good 
trade advertising, fine catalogs, plenty of free 
sales literature—tlike the outstanding new 
LE-Hl Hose Coupling Handbook, a valuabi 
manual on the care and use of hose and covu- 
plings that will really “win friends" for you. 


Don’t delay ... write today! 





SERIES 150-B. THE UNI- 
VERSAL TYPE COUPLINGS 


with the ‘‘Safety- 
locking’’ Feature for 
jobs demanding quickly 
detachable couplings. 
Patented built-in lock- 
ing feature permits 
couplings to be readily 
detached when desired, 
but completely pre- 
vents accidental un- 
coupling. 





Remember 


LE-HI MAKES 
A GOOD non 


“sit 
CONNECTION! |"Zoupuncs 


HOSE ACCESSORIES CO. 


2714 N. 17th Street, Philadelphia 32, Pa. 

















Tell your 
block and sheave buyers 


about armored construction! 





icin those buyers \ pk that there IS a difference in blocks and 
5 


sheaves! Give “em the list of AMERICAN HOIST armored construction 


Heavier pins... C bigger-diameter 


extra thick shell plates, extended well beyond the 


heavy straps to stiffen the shell... A 


and shackles. Tell them, too, that 


features. Here’s a start. 
. 
axles... ‘ 
sheave flanges... 
oversize forged steel hooks 
AMERICAN Hotst blocks and sheaves are made solely for tire rope. Stock 


the full line, so you can give every buyer immediate delivery! 


American Hoist 


and DERRICK COMPANY 


Saint Paul 1, Minnesota 


Plant No. 2, South Kearny, New Jersey 





Chicago « Pittsburgh e San Francisco « New Orleans « New York 


Locomotive Cranes + Hoists « Derricks * Cane Cranes + Blocks and Sheaves « Ditchers 
Morine Deck Machinery + Cor Pullers « Pile Drivers * Revolver Cranes + Crosby Clips 


724 























@ You can start right now to make this a banner year 
in jack sales. With Simplex — the best known name 
in Jacks—you get a line that’s outstanding for quality 
and selling features. You get consistant, hard-hitting 


SIMPLEX 
SCREW 
JACKS 

Available in4-Way 
or Ratchet Head 
Types. 31 Models. 
Capacities, 10 to 
24 tons. 


advertising to pre-sell your customers in all major 
markets. You get plenty of sales aids for use in your 
own territory. And, you get a complete line with a 
“Jack for Every Job.” 


PIO (nm 


@ You've got markets in every industrial plant and construction job 
for these easy lifting, safe and sturdy Simplex Screw Jacks that actu- 
ally reduce friction 88%. A single large chrome-moly ball nests 
under non-slip, drop forged cap. Ball won't flatten, cap can’t slip — 
even under heaviest load. Tough, malleable iron housing with safety 
SIMPLEX peephole in base. 
RATCHET 


eens SIMPLEX RATCHET LOWERING JACKS 


33 Models. for all general-purpose work 
apacities, : 
SUAPLEX + 5 to 35 tons. @ Here are time-saving, work-saving jacks for scores of your customers. 

Fast and strong, they speed general lifting, lowering, skidding, mov- 
ing or leveling. Lift full capacity on the toe and on the cap—an ex- 


clusive Simplex feature! 13 Models, with capacities from 5 to 35 tons. 


~ SIMPLEX nyprauuic sacks 


for safe, easy operation 


HYDRAULIC 
JACKS 
Eight Models. 


Capacities, 
3 to 100 tons. 


Simplex Hydraulic Jacks are tops for all heavy-duty industrial 
or construction jacking jobs because they give hydraulic 
ease of operation plus safety features built-in by Simplex. 
Tested to 50% over rated capacity. Operate in either horizon- 
tal or vertical position. 8 Models, with capacities from 3 to 


100 tons. 


TEMPLETON, KEN LY & © ae 
1036 South Central Avenue® Chicago 44, Illinois 
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POWER 
HACK 
SAWS 


A MODEL TO SUIT 
ANY NEED 


bys 
. | | KELLER 


%& Six models cover about any requirement and 
the price range is from $80 to $370. KELLER POWER HACK 
SAWS are well known and profitable to sell. Our hack saws are 
engineered to handle the maximum quantity of stock at any 
desired angle of cut, with the greatest convenience to the oper- 
ator. They lower cutting costs and we can make good deliveries. 
Write for descriptive circular and complete details to Dept. S-11. 


Sales Service Machine ‘hol od 


2363 UNIVERSITY AVE ST. PAUL 4, MINNESOTA 














- 


“PIONEER” 
STEEL SHAFT HANGERS 


gen 
—< 





Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost less 
f.0.b. ceiling—and that's what counts. 


Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 
—— BRANCHES —— 
BOSTON ¢ CHICAGO + DETROIT + INDIANAPOLIS ¢ ST. LOUIS *« SAN FRANCISCO 
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Tough Jobs are 
Easy...For These 


MULCONROY 


HOSE SPECIALTIES 


Ty acid 
wi tii | 


‘i 


Pte ES 





“CORRUTUBE” 


FLEXIBLE CONTINUOUS 
WALL METAL HOSE 


STYLE 948—LACED. For services 
requiring extreme flexibility, highest 
resistance to fatigue under high tem- 
pena and pressures, and absolute 
reedom from leaks and seepage. Car- 
ries air, oil, acids, chemicals, gases, 
etc. Non-burnable. Provides the sim- 
plest one piece all metal line between 
two points having motion relative to 
one another; and assures long, safe, 
seep-proof service, free from mainte- 
nance and repairs. Sizes, 5/32” to 2”. 
Also furnished with steel casing to 
withstand extreme outside abrasive 
wear. Not subject to ordinary mill 
restrictions as to length. 





“FULLPAK” 
FLEXIBLE METAL HOSE 


STYLE 830. Full-Interlocked; Asbes- 
tos Packed; Laced and Wire Wound. 
Meets highest requirements for 
strength, durability and safety, for 
steam, air, water, oil, chemicals, etc. 
Flexible metal tube has cover (lac- 
ing) of tightly braided steel or bronze 
wire. Outer half-round steel or bronze 
spiral gives additional strength and 
protection. Also available with braided 
cover only, and plain. Sizes, 4” to 3”. 


x *«* * 


Other Mulconroy All-Metal Construc- 
tions include Diesel Engine Exhaust 
Hose; Exhaust Hose and Heater Tub- 
ing: High Pressure Grease and Hy- 
draulic Hose. 


“Mulconroy Starts Where Others Stop!” 











MULCONROY COMPANY 


Hose Specialtics Since 1887 
S329 JEFFERSON ST., PHILA. 31, PA. 
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Mrs. E. swears by Sweetheart. Her old man loves only 
Lifebuoy. 


Most people have a favorite brand for almost everything 
they buy. You have. We have. 


Take Mr. E. again. Down at the plant he’s no different 
than at home. He buys a lot of power field equipment 

. . and he very definitely has his industrial brand 
favorites. These brand names are registered in his buying 
consciousness, by quality, by performance, by experience 
...and by good industrial advertising. 


Yes, the kind of advertising he’s reading in OPERATING 
ENGINEER, the new McGraw-Hill magazine custom-built 
for the job-service needs of power engineers like Mr. E. 
in the medium-sized and smaller plants and service 
establishments. 


You see, these men never really had their own magazine 
before. No one publication ever talked to them in the 
down-to-earth terms of their day-to-day operating prob- 
lems until OE came along. That’s why up to now the 


NEW SALES Builder 
In the Power Field ... 





cost was pretty prohibitive for manufacturers to reach 
them with effective advertising or for you to cultivate 


them by personal selling. 


Every month now well over 100 advertisers are talking 
to 20,000 of these engineers about leading industrial 
brands. Brands that you have a big stake in. Brands that 
are going to move faster and easier with the push of this 
new OE advertising behind them. The brand wagon is 
rolling. 







OPERATION AND 
MAINTENANCE OF 
ALL THE POWER SERVICES 


Ce ce oe ee ee en, | 
330 WEST 42nd STREET, NEW YORK 
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Marsh advertising packs a punch be- 
cause the Marsh product packs a 
punch. The facts are right there to be 
told—known facts about the better, 
sturdier construction and the lasting 
accuracy that Marsh Pressure Gauges 
are demonstrating throughout in- 
dustry. 

Each month advertisements like the 
one above are telling the story of 
Marsh leadership in every field where 
pressure gauges are used. It is a story 
that only Marsh can tell—told to your 
customers to build business for you. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17 
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Executive personnel of the W. M. Pattison Supply Co. who recently celebrated the 
firm’s 50 years in business, include: A. C. (“Al”) Vaughan, C. V. (“Charlie”) Pattison, 








T. W. (“Tom”) Ramsay and R. C. (“Ralph”) McCombs. Standing: William (“Bill”) 


Kelley and T. G. Vaughan. 


Fiftieth Anniversary For W. M. Pattison 


Back in the gas-lit, horse-and-buggy 
days of 1897, when long, sweeping 
dresses for women were the vogue, 
four ambitious and energetic young 
men conceived the idea that they 
wanted to go into the industrial supply 
business. P.S. they did. 

They were Wallace M. Pattison, 
William H. Smith, Arthur Jones and 
Alfred C. Vaughan, and they worked, 
at the time, for the George Worth- 
ington Co. And so, after much finan- 
cial maneuvering, on December 7, 
1897, they started an industrial supply 
house known as the W. M. Pattison 
Supply Co., and located in the Ajax 
Building at 215 St. Clair Ave. 

First officers of the firm were: Wal- 
lace M. Pattison, president and treas- 
urer; William H. Smith, vice-presi- 
dent; Arthur Jones, secretary, and 
Alfred C. Vaughan, assistant secre- 
tary. 


The second chapter in the history 
of the company was written in 1905 
when the firm established a warehouse 
at East 40th St. and Hamilton Ave. 
The next step was the moving of the 
company offices from the original loca- 
tion to the present site at 777 Rock- 
well Ave., in 1916. 

Present officers include, in addition 
to president Charles V. Pattison (who 
has been with the company 36 years), 
Thomas W. Ramsey (46 years), vice- 
president; Alfred C. Vaughan (50 
years), treasurer, and Ralph C. Mc- 
Combs (40 years), secretary. William 
Kelly, a 50-year man, is purchasing 
agent, and Gordon Vaughan, son of 
Alfred C. Vaughan and 23 years with 
the company, is sales manager. Per- 
sonnel of the firm now numbers 170 
employes, each of whom was presented 
with a bonus last December 7 based 
on the number of vears in service. 





Seven Salesmen 
At Southwest Supply 


The Southwest Supply Co. of Glen- 
dale, Calif., one of the industrial sup- 
ply houses started during the war and 
nourished by the aircraft industry, 
finds now that its regular industrial 
trade provides more business than at 
the wartime peak. 

The firm was begun four years ago 
as the Lombard Co., by W. F. Lom- 
bard, formerly manager of the Lom- 
bard Machine Co. of Los Angeles. 


-S @ JAN 


Associated with Mr. Lombard is W. G. 
Mathews, formerly operating partner 
of the Me-Mar Mfg. Co., Burbank, 
Calif. The firm was incorporated on 
October 1, 1946, with Mr. Lombard 
and Mr. Mathews continuing as man- 
ager and assistant manager, 

The company employs four outside 
and three inside salesmen and covers 
metropolitan Los Angeles territory. 
The business is 100 percent industrial 
supply, with a stock of $100,000 to 
$200,000. 
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A COMPLETELY MODERNIZED FOUNDRY 


maintains the high quality production of Wood's Power Trans- 
mission Equipment in sufficient quantity to satisfy the require- 
ments of our customers. 

Mechanization— planned during the war— is now near- 
ing completion. Our new sand preparation and handling system 
prepares and delivers conditioned sand to overhead hoppers on 
the molding floor. An entirely new sand, the latest developed 
through metallurgical research is being used. Molds from this 
sand are free from defects and have a smoother finish than is 
possible with conventional sands. The molding set-up—de- 
signed to use the ‘continuous mold and pour technique’ —em- 
ploys molding machines of the latest design, sand slingers, mold 
conveyors and a vibrating shakeout to speed the foundry oper- 
ation. Two cupolas — with mechanical chargers to insure correct 
iron specifications — round out the mechanization program. 

This program not only triples our foundry capacity but 
enables us to supply our customers, more promptly with a 
better product. 


An attractive, well illustrated brochure describes our 
modern plant facilities. Write for your copy, today 


hy 


PULLEYS @ CLUTCHES @© HANGERS © PILLOW 
BLOCKS @ COUPLINGS @ BEARINGS @ COLLARS 
V-BELT SHEAVES AND COMPLETE DRIVES 


PITTSBURGH PA CLEVELAND, OHIO 
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Seymour $mitx 


mm SHOP-Jock 
UE WRENCH 





IT LIGHTENS WORK 
IN ANY SHOP 


Serves as 


A PLIER 

A WRENCH 
A VISE 

A CLAMP 


TREMENDOUS GRIP 

with ordinary hand strength 
SEYMOUR SMITH & SON, Inc. 

900B Main St. Oakville, Conn. 


Sales Rep., JOHN H. GRAHAM & CO., INC. 
105 Duane St. New York 8, N. Y. 














FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 


that we will eoner ¢ these 
openers for our plants 
and mills all over the 
country.” 


@ Reasonably priced for 
antity sales, generous 


available. Write us to- 
day. 





THE NOLAN COMPANY 
DEPT. MS Bowerstown, Ohio 
Formerly The Mining Safety Device Co. 





_CAR MOVERS 


HELP FOR 
HANDICAPPED 
SHIPPERS .... 






Shippers and receivers of 
freight will appreciate the 
help that BADGER Car 
Movers can give them. 
Every customer of yours who 
has a siding needs these 
helpful tools to speed load- 
ing and unloading and te 
get freight cars on the move 
again. Now is the time to 
cash in on this truly profit- 
able sales opportunity ... 
types for light, heavy, and 
medium jobs ... practically 
no maintenance necessary. 
Have your stocks ready for 
immediate service—we can 
ship promptly. 


ADVANCE CAR MOVER COMPANY 


7 ot ot oe ee, Mn ee one, oe, | 
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CONSOLIDATED 


1S THE LINE OF BOILER FITTINGS 
THAT GETS REPEAT CALLS .... 


Plant men instantly think of CONSOLIDATED when they need Boiler Fittings, 
because of past good performance of units. These are your satisfied customers that 
repeat again and again when they need more boiler fittings. In this highly com- 
petitive market it pays to sell the right line and that line is CONSOLIDATED. We 
back up your selling with our more than 45 years in manufacturing and selling 
CONSOLIDATED products. Units must be replaced year after year and this gives 
you good repeat sales revenue. Let us send you the complete catalog on all 
CONSOLIDATED products and discuss with you the advantages in selling this 


line of good returns. 
Summit Avenue and the 


CONSOLIDATED BRASS COMPANY, wevvoseit’s’ michigo 
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INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and no allowance will be 
made for them. 


Page 
Ace Drill Corporation..........+.+. 25 
Advance Car Mover Company....... 256 
Air Express Division of Railway Ex- 
press Agency ......--eeceeeeceeee 182 
Allegheny Ludium Steel Corporation. 13 
Allen Co., Inc., L. B.....ccccccccces 244 
Alien Manufacturing Co..........+++. 162 
Alimetal Screw Products Co., Inc... 210 
Allis-Chalmers Manufacturing Co..14, 51 
Alloy Steel Products Company...... 183 
American Chain Division of American 
Chain & Cable Co., Inc........... 227 
American Chain & Cable Co., Inc.....227, 
146, 21, B.C. 
American Crayon Company, The.... 236 
American Floor Surfacing Machine 
Me” oe.44.50 064466000000 060646400 0006 149 
Bases FH, Gis kc cect cecceceseen 77 
American Hoist & Derrick Co....... 250 
American Machinist ............ 194-195 
American Saw & Mfg. Co........... 20 
American Swiss File & Tool Co...... 137 
American Screw Company.......... 66 
American Steel & Wire............ 159 
Appleton-Atlas Car Mover Co........ 240 


Armour Sandpaper Works Division of 
APMOUF GO. ccccccccesccccccvcese 


Armstrong-Blum Mfg. Co..........- 26 
Armstrong-Bray & Co...........+. 263 


Armstrong Bros. Tool Co........... 175 | 





Aro Equipment Corporation, The.... 53 | 


Asbestos-Textile & Packing Div. of 
Raybestos-Manhattan, Inc. ....... 


Atkins & Company, E. C........... 173 
Atlas Chain & Mtg. Ce. ..ccccescccs 161 
Atlas Press Company............... 203 
Automatic Control Co............. 258 
Bassick Company, The............. 168 
Bay State Abrasive Products Co..... 75 
Bay State Tap & Die Co........... 211 
Beall Tool Div (Hubbard & Co.)..... 140 
Beaver Pipe Tools..... Inside Front Cover 
Behr-Manning Corp. ......ccccceees 184 
Besly & Co. Charles H........... 186-187 
Billings & Spencer Co. The......... 205 
Black Manufacturing Co. The........ 28 
Black & Decker Mfg. Co., The....... 123 
Blackhawk Manufacturing Co....... 165 
Bond Foundry & Machine Company.. 206 
Boston Woven Hose & Rubber.Co.... 179 
Brad-Foote Gear Works............ 202 
Breeze Corporations, Inc., Aircraft 
Standard Parts Co. Div........... 

Brown & Sharpe Mfg. Co........... 193 
Brunner Manufacturing Company.... 170 
Buffalo Bolt Company.............. 185 
Buffalo Caster & Wheel Corp....... 242 
Buffalo Weaving & Belting Co...... 228 
Bunting Brass & Bronze Co. The.... 6 
ee ee eee 260 
Calder Manufacturing Company..... 243 
Carborundum Company ......... 166-167 
Cash Valve Mfg. Co., A. W.......... 234 
Catawissa Valve & Fitting Co....... 188 
Chicago Rawhide Mfg. Co........... 196 
Chicago Saw Works..........ese00% 260 
eC NS vo ccccevcoseekees 200 
Chicago Wheel & Mfg. Co........... 164 
Chisholm-Moore Hoist Corp........ 47 
Clark Co., Robert H........-e2200-> 240 
Clayton & Lambert Mfg. Co......... 236 
CSlemeon Bres., INC. cc cccccccccccccce 143 
Clements Manufacturing Co......... 242 
Cleveland Chain & Mfg. Co..........- 54 
Cleveland Twist Drill Co., The....... 127 
Clipper Belt Lacer Co...........055. 32 
Clover Manufacturing Co...........- 239 
Coffing Hoist Co........ edecovecees 213 
Collis Company, The..........eeee0% 263 
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DISTRIBUTORS find 
this recognized, ac- 
cepted line profitable 
to handle. Backed by 
nation - wide adver- 
tising and friendly 
factory cooperation. 
Ask us about Griffin 
Distributor territory 


now available. 


Send for descriptive 20-page Griffin Price List 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 


Dept. A, 105 Duane St., New York 8, N. Y. 





‘GRIFFIN 


HACK SAW BLADES cad BAND SAWS 


Made by G. W. GRIFFIN Co., Franklin, N. H. Hack and Coping Saw Blades Specialists since 1880 
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BRANCHES mrcac 


Here are three items from the Dixon 
line that have both quality and prac- 
ticability to recommend them, for a 
wide variety of applications. For more 
complete details, see Catalog 241X. 


“AIR KING” 


Quick-Acting, Universal Type 
HOSE COUPLING 


Outstanding in strength, efficiency and 
diversity of indoor and outdoor uses. 
No parts to foul up and cause delays. 
Locking heads all one size, regardless 
of hose or I. P. size. Hose Ends have 
corrugated shanks. Male and Female 
Pipe Ends have standard I. P. thread. 
Patented locking arrangement for extra 
safety. Malleable iron (cadmium 
plated) or brass. 


“3500” STEEL NIPPLE 


Machined from cold-drawn steel bar 
stock, then heat treated for extra 
toughness and durability. Made. with 
large capacity bore, in-all sizes. Shank 
is deeply corrugated and rounded on 
end to protect hose tube. Collar back 
of hex portion g extensi on 
“Boss” or “Air King” clamp. Sizes 


“DIXON” 
BARBED AIR HOSE NIPPLE 





For air lines to all types of small 
pneumatic tools. Made from solid 
brass bar stock. Male has standard 
LP.T. and large hex portion. Female 
has hex swivel nut, and stem with 
radius head rounded to correct contour 
for perfect sealing. 


Sold in Accordance with Our 
Established Distributor Policy. 


pe ez,’ 


VALVE & COUPLING CO. 


MANUFACTURERS OF The Juchin Line 
BOSS DIXON “KING “AIR KING ~DIX-LOCK 
HOSE COUPLINGS. NIPPLES, MENDERS CLAMPS 


Main Office and Factory’ PHILADELPHIA 22. PA. 


S ANCELES - HOUSTOM 











Here are 


rT MAKERS 


on For You! 


PIPE JOINT 
COMPOUND 















Key-Tite —for sealing pipe joints on lines 
carrying water, gas, low-pressure steam, 
compressed air, etc. Does not affect the 
taste nor odor of potable liquids. 


Key Graphite Paste—the ideal sealer 
for all lines carrying oil, gasoline, kero- 
sene, and high-pressure steam. Approved 
by Underwriters’ Laboratory. 


Pipe joints sealed with Key positively 
will not leak, yet are easily opened, for 
Key will not freeze in the joints. Nation- 
ally advertised. 


° e e ° ° e ° e e e e ° . ao 


A few territories for distributors 
are still available—write for free 
samples and full information. 


2621 McCasland Ave., East St. Louis, Ill. 40 





he Wew “AUTOMATIC” LP 200 
PACKAGED FLOAT SWITCH 


When You Sell 
a new pump— 
sell an LP 200 
Float Switch 
with it 







BUILT TO SERVE WELL— 


The “Automatic” LP 200 
Float Switch is a_ sturdy, 
simple, quality switch for con- ; 
trolling pumping operations (in or out) on 
sumps and tanks. It has two poles, with 
double-break, snap action, silver to silver 
contacts, adjustable float lever, accessible 
terminals, stainless steel shafting, rigid 
drip-proof steel case. It successfully meets 
all float switch competition at anywhere 
near the price. Your customers will like its 

rformance—you will like its easy sala- 4. Two Rod Stops 

ility and repeat business. 5. Bracket for Wall 


PRICED TO SELL-AT A GOOD PROFIT or Pipe 

—LP 200 is built and priced to fit the 6.V Bolt for 1“ 
market— it will be consistently advertised Pipe Mounting 
—it’s a real business builder. Write us today 


for prices and discounts on LP 200—also 
L 210 Float Switch for replacements. AUTOMATIC CONTROLS 





A COMPLETE SWITCH 
READY TO INSTALL 


1. LP 200 Float Switch 


2. Lifetime Glass 
Float, 4” diam. 


3.4 ft. of Ya" Float 
Rod 




















| manufacturers...When i 
selling new pumps, sell © 


Automatic Controls with it 
sox 


Cw them. 
<% : 


1019 UNIVERSITY AVE., ST. PAUL 4, MINN. 7” 


ANS | are used by all leading " 


MILL SUPPLIES © JANUARY, 1948 





UMI 





we 


/ 


INDEX TO ADVERTISERS 









Pageé 
Columbia Steel Company............ 159 
Columbian Vise & Mfg. Co.......... 224 
Commercial Credit Company........ 124 
Conco Engineering Works.......... 230 very Oe 
Consolidated Brass Company....... 256 
Cuneo Press, I6., THO... ..cccccces 180 


Curtis Pneumatic Machinery Division 204 


> oh PAB 


Powerful Advertising 
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Dremel Manufacturing Co.......... 238 
Duff-Norton Manufacturing Co., The 52 
TT eee 190-191 
Du Pont de Nemours & Co., Inc., E. !. 201 
Duro Metal Products Co............ 74 : 
4 
Eagle Manufacturing Company...... 242 National adverseing of H 22 
Eaton Manufacturing Company, Re- Woodworking Tools in outstand- 
TUN vo cad ca uweeace esses 157 ing Industrial, Woodworking and 
Economy Machine Products Co...... 236 NEW H & A MODEL 5 Building Trade Papers—plus reg- 
Edward Valves, Inc......... caehits 119 | SWING CUT-OFF SAW ular direct mail promotion from 
Electroline Company .............. 228 Now equipped with latest the factory — covers every con- 
Everlasting Valve Co............00- 46 ee * ceivable market for these high 
or springs—motor w clone quality tools and paves the way 
balances beam a n quick sales and profits for you. 
Fairbanks Company, The 139 — ‘swing ee fie, : ; 
re 22-23 matically returns blade ng gees ag ae —_ = 
Federated Metals Division American to resting position. Any thie fast selling A ne of 
Smelting & Refining Co........ 8, 262 = it “setely = Quality Woodworking Tools. 
Ferry Cap & Set Screw Co., The. @ | Za 10" There’s no obligation. 
“4 Bros. Refining Co., Lubriplate —- -~ for ie x ret 
Cece reer ererereceeeersssesee ic 5 r 
Flagg & Cou Ine Stanley Gov.n....26a7 | PMyEMPEGSE Lye” 4 went, eater eel 
Flexible Steel Lacing Co............ 152 —— Any only, bythe — ina- 
Ford Chain Block Div. of American 
Chain & Cable Co., tno... 146 sot up are e matter of seconde. :> 
Ford Motor Company.............-. 31 51” x 38%" table provides practical 
working sur’ ace. The under table saw 
carriage eli ted and fast 
wearing overhead | arms, ‘swivels and other 
General Detroit Corp............... 125 gear. Ten or twelve inch blade for 234” 
Globe Woven Belting Co............ 136 or 334" capacity. 
Goodyear Tire & Rubber Co........ 71 
Gorham Too! Company............. 48 
Graham @ Co., Inc., John H......... 257 
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Harper Co., The Me Meccccccccccoce 15 
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Ingersoll-Rand ...sceevessccceveces 73 Founded In 1921 

636 W. Kirkwood St. Fairfield, lowe 
Jackson Manufacturing Co.........- 160 
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your most dependable source 


Tao, 77 i 
FITTINGS - 


Long Lived | 





Saws! 





Bulletin 1047—just off the press—will 
prove a dependable guide to greater saw 

service per dollar expended. In Chicago 
| es ee TR. | Saws, the finest steel and expert crafts- 
manship are supplemented by the most 
« modern production and heat-treating 
facilities. 


| 








complete 


The Chicago line includes solid tooth rip 
CAP SCREWS © SET SCREWS and cut-off, flat ground combination, 


e 
line of pee tere BOLTS || planer, hollow-ground trimmer, thin rim, 
— dado and band saws. Also soft-metal saws 
brass Meet every requirement and circular knives. Special saws and com- 
__ for Quality and Precision plete saw repair service. Every Chicago 
] and of the Ottemiller Line 





dtarbutrt omtnert ey saentating uergret || SaW is guaranteed to be correctly heat 
mates it posible for users of te products to tana: || (Teated, balanced and accurately fitted. 
ucts ‘which pass ‘the ‘most rigid requirements tor || Prompt deliveries. Ask your supplier or 


strength and accuracy. 


fittings 

for 

copper 
tubing 
installations 
for 

gas and oil 








dealer for Chicago Saws. 


wi (/{/ co 

WM. H. (QF AA ae 
SULRMLUL ©O- CHICAGO SAW WORKS 
YORK, PENNA. 5030 S. Wentworth Ave. Chicago 9 II! 













THE BELT HOOKS 
WITH THE 








See our booth #641 
Exposition at Grand Central Palace, 


New York, Feb. 2-6, 1948 
There is no substitute for Safety 
Belt-Lacing because the pat- 


write for catalog-L 
ented Safety binder bars not 


only hold each hook in perfect 
e alignment (both before and after 
dab ladatelsiati ty e application) but also cover and 
4 pc REE protect belt ends, prevent a 
. ing and assure long life. It’s the 
rer em en a oad all purpose belt-lacing, too. It 
aan nails aan can be applied in factories and 
shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


BRASS MFG. CO. Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


148 West 62nd St. New York 23, N.Y. | 5388 N. Menard Ave., Chicago 30, U. S. A. 
Circle 6-5249 
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Here’s an Item in 
a Class by Itself 

























“BELT- 
SAVER” 
Pulley used 
on bucket 
elevator 


Used asa 
tail pulley on 





Distributors selling 
“BELT-SAVER” Pul- 
leys know by ac- 
tual experience that 
they are rendering 
an outstanding serv- 
ice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
bard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors prove that “BELT-SAVER” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 





PULLEYS 


Ou 


——~—aa_-* 
BEARINGS 














SALES VOLUME 


WITH UNLIMITED PROFIT POSSIBILITIES 


Industry is rapidly switching from the old-fashioned “‘trust-to-luck” 
hand oiling method, with its waste, fire and accident hazards, to 
TRICO visible automatic lubrication for all types of bearings. 





SELL TRICO OILERS 


Show your customers how TRICO OILERS provide care- 
free, positive lubrication & complete bearing protection 
... how easily they are installed and how they harmonize 
with modern equipment... HELP YOURSELF TO REAL 













PROFITS. 
Write Fo At . 
TRICO’S ever-expanding lines DISTRIBUTOR. 
of oilers and exclusive improve- 
_ ments, are your positive guar- INFORMATION 


re is one of 





antee of an ever widening mar- 
ket that will constantly offer 
greater profit and sales to you. 


a em ORDER. STOCK... 
cia || ema == SELL. TRICO 


TRICO FUSE MFG. 


MIELWAUKEE 12, WISCONSIN 
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Gordon B. Koch 


G. B. Koch Named By 


Ideal Industries, Inc. 


Gordon B. Koch has been engaged 
by Ideal Industries, Inc., Sycamore, 
Ill., as its merchandising manager, as 
part of the company’s plan for a 
greatly expanded sales program 
through wholesale distributors. 

Mr. Koch will coordinate the activi- 
ties of sales promotion, sales training 
and market research. He has 20 years 
experience in the field through pre- 
vious associations with Hotpoint, Inc., 
Raytheon Mfg. Co. and Kansas City 
Power & Light Co. 


(—— 
Join with 
GARDINER 
SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
cial sizes and quantities. 



















METALS DIVISION 


AMERICAN SMELTING AND 
REFINING COMPANY 
WHITING, INDIANA (CHICAGO, 











UMI 
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ARMSTRONG-BRAY 


GEAR and WREEL PULLERS 


VAIO 


Quickly and gc 
wheels, pull ys 
off of sha 
or breakages 
Improved de 
easy to set 
the harder tf 
the grip. 
















y pull gears, 
und bearings 
thout damage 








s make them 
4d safe in use— 
li the tighter 





















12 types, BO@izes — 2-arm, 
3-arm, stan er and special 
STEELGRIP yh rs with drop 
forged arms @ingpheat treated 


CHAINGRIP 
hat reach to 
Rances from 


screws as 
Universal P 
considerabl 
end of sha 


Write EBeralos 
















ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 





>> NEED 
BOTH 


The 







COLLET 


EQUIPMENT mio 
DIE FILER 

Use-EmUb Type Drill Sockets . . . for sawing, filing and lapping 
Standard Type Drill Sleeves of straight lines, sharp corners and 
Standard Type Drill Sockets flat surfaces in the softer metals 


Short Shank Type Sleeves 

Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves Th 
B. & S. Taper to Standard Taper Sleeves e 


preparatory to hardening. 


Standard Taper to B. & S. Taper Sleeves : 
Rough Shank Sockets Milwaukee } 
Solid Type Sockets PROFILE ; 
Morse Taper Shank Tap Sockets } 
Standard Spot Facing Cutter Bars GRINDER 
High Speed Point Lathe Centers ‘ 
Carbon Steel Lathe Centers + + for high- 
Pipe Centers for Lathes speed, preci- ¢ 
Lathe wy sion grinding of ‘ 
Blank End Arbors ved and irregular contours. 
Chuck Arbors curved 9 
Drill Shifts @ As a team they offer you Dual Sales Op- 
Magic Type Chucks and Collets portunities. Sold exclusively through Industri- 


Standard tools for all drilling, reaming, al Distributors, For further particulars write 


and t ing needs and s ial tools to 
ain Airc. 44. i 


special requirements. aie alin /py.’ 2 ROC 
THE COLLIS COMPANY || RAAAMSMlAbé 


CLINTON, IOWA 





CHAPLET & MANUFACTURING CO. 
1031 $. 40th ST., MILWAUKEE 4, WIS. 
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backfires 


THE PUBLISHER’S PAGE 


. . . where the views expressed are his own 





GET THE ORDER! 
The Alpha-Omega of Selling 


Reports from a representative group of distributors, 
in all parts of the country, show sales volume for the first 
ten months of 1947 to be about 15% ahead of the same 
period last year. A spot check indicates November sales 
to be less than October, but ahead of 1946. This would 
indicate that the dollar sales volume for the year will be 
the largest in history by some three hundred millions of 
dollars—a figure that represents about one third of the 
total dollar sales volume of industrial distributors for 
the entire year of 1939. Looking at it in another way, the 
1947 dollar sales volume will run right around two and 
three quarter billions of dollars which is almost three 
times the eight hundred and seventy four million dollar 
volume of 1939. 


Comparison of dollar volume between the years 1939 
and 1947, of course, does not give a complete picture. 
The extent to which increased prices, during the past 
eight years, have bulked up 1947 volume is considerable. 
Due to the great number of product items handled by 
distributors, and the varying amount of price increase in 
product groups, it is impossible to arrive at any average 
price increase. If, however, for comparison purposes we 
figure the average price increase to be 334% since 1939, 
the comparable 1947 dollar volume would be about two 
billion and fifty millions of dollars. This is still some two 
and one third times the dollar volume of 1939. 


For an industry of order takers it is obvious that a great 
deal has been learned about the art of taking orders over 
an eight year period. It might well be asked whether an 
eight year intensive course in salesmanship would have 
produced any better results. It may be that the critics of 
the distributor’s ability to manage sales and the dis- 
tributor salesmen’s ability to sell would profit by applying 
some of the know-how in taking orders. Knowing all of 
the answers about—‘‘How to make the perfect sales 
presentation” is a great idea, if you get the order! Know- 
ing how to get the order, however, is the alpha and omega 
of successful selling. It doesn’t seem very important 
whether you are called an order taker or a master sales- 
man as long as you get the business. 


. . . 


When you hear some manufacturers expand on this 
matter of salesmanship, and how poorly distributors are 
equipped in sales ability, you are tempted to ask: “How 
does your sales volume of 1947 compare with 1939?” 
More than a sprinkling would be found to be long: on 
sales talk and short on sales cooperation and results. 


No one will deny that this industry can stand a lot of 
improvement in sales know-how. If we are to maintain 
the position, now enjoyed, in sales volume there must be 
a decided stepping up in the sales training program of 
every distributor. This is as true for the most progressive 
establishment as it is for the least progressive. Competi- 
tion for the order is getting increasingly greater as supply 
catches up with demand. It will not be enough in 
tomorrow’s market to know what to sell and where to 
sell it. How to sell what, and where—is fast becoming 
the only sure means of getting your full share of available 
business. No one appreciates this fact more than industrial 
distributors. 


Fortunately, for the industry, the majority of manu- 
facturer-suppliers are as sales conscious as are the forward 
looking distributors. They know that the days ahead 
present a challenge to sales guidance and that it is as 
much a part of their responsibility to give that guidance 
to the distributors sales staff, as to their own. Distributors 
who expect to meet the challenge of competitive selling 
will do well to work closely with those manufacturers who 
realize the problems ahead, and, whose cooperation to 
meet them can be depended upon. 


There is no place for wishy-washy cooperation between 
distributors and manufacturers during 1948. Only all-out 
cooperative thinking and action, on the part of both, will 
bring the sales results this industry hopes for. 


ARCH MORRIS 
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THE LS. Stannerr Co 
ATHOL, Mass. us 4 
MACE INUsSa 


When the call is for 


DIAL INDICATORS 


Any Type, Size, Range or 
Style of Graduation... 
You'll find them in 


STARRETT 
DIAL INDICATOR 
CATALOG "EG" 


THIRD EDITION 
DO YOU NEED EXTRA COPIES? 


~~ * 
ALCP, sat 
rarcll 
Na 
5 ( 
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THE L. $. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 
World’s Greatest Toolmakers 





PAGE (7 ELECTRODE : 


OKS 





This is the PaGE formula for economy in production welding. The 
uniformly high quality of PAGE welding electrodes and rods is not 
included, because that is simply taken for granted by experienced 
welders. 

PaGE Field Service Men are always ready to give distributors 


the benefit of their accumulated experience in the selection of 
electrodes and rods and the most up-to-date welding techniques. 


... Get in Touch with PAGE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


ris PAGE STEEL AND WIRE DIVISION 
——— AMERICAN CHAIN & CABLE 


















